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Be Sure You Get 
GALVANO 


ISTAKES are sometimes made in filling a dealer's order. You should check 
up on your deliveries to made sure that Pt — get American Galvanoid 
Screen Wire Cloth when you order from Galvanoid samples. 
All screen cloth looks good when it is new. Year-after-year service, after the screens are 
put up, is what your customers expect from screen cloth bought in your store. 
American Galvanoid has been the leading brand of zinc-coated cloth for twenty years, because 
service, durability and high quality have been built into it by an organization that controls its 
manufacture from ore-pile to shipping room. Be sure that you get it. 
The 1927 Galvanoid Window Display is bigger and better than ever. Have you ordered yours? 


AMERICAN WIRE FABRICS CORP. Subsidiary of WICKWIRE SPENCER STEEL CO. 









General Offices: Western Sales Office: 
41 East Forty-second Street, New York 208 South La Salle Street, Chicago 
Worcester Buffalo Cleveland Detroit 
San Francisco Los Angeles Seattle 
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WICKWIRE SPENCER — 
PRODUCTS r 
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Three Dollars a Year 
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For the next few months the Greenfield Tap & Die Corporation will be 
urging manufacturers to look over their screw plate equipments. Recent 
investigations indicate that screw plates have been bought sparingly for 
several months and the time is ripe for them to move faster. We intend to 
accelerate the move by extensive advertising in such papers as Iron Age, 
Machinery, American Machinist, Railway Journal, etc. 


You Can Help— 


Not us, but yourselves. Every live 
dealer believes in advertising, and does 
plenty of it himself. It is only necessary 
for such dealers to know we are pushing 
screw plates so that they and their 
salesmen may take advantage of 
the fact. We don’t ask you to 
help us—we urge you to help 
yourself, 


We Will Help You 


We will do everything possible to in- 
crease your screw plate sales. We will 
furnish you a handsome strong metal 
rack to display screw plates. We will 
send signs, give you circulars, or neat 
little stickers to attach to your outgoing 


Come He Meadguaileis / 





mail. Any or all of these can be pro- 
cured by using the coupon. 

We will furnish you with an exhaus- 
tive study of the screw plate market—in- 
cluding data on what brands to handle, 
what assortments to buy, and where to 
sell them. You must request this 
on your own letterhead, however. 


And Finally — 


Our advertising will not be very 
specific as to brand. Whatever screw 
plate you sell, even if it isn’t a @TD 
brand, you will probably notice a stim- 
ulated market. But to get real results 
you should of course have Gs Giant 
Screw Plates in your stock—the 
favorite of mechanics for over forty 
years. 


GREENFIELD TAP & 
DIE CORPORATION, 


Greenfield, Mass. 











CORPORATION | 





GREENFIELD | TAP AND DIE | 








GREENFIELD. MASS..,U.S.A. 


New York—15 Warren St. 
Detroit—224-226 W. Congress St. 





Chicago—13 So. Clinton St. 
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Canadian Plant—Greenfield Tap & Die Corporation of Canada, Ltd., Galt, Ontario 





Entered as second 


HARDWARE AGRE, published weekly by the IRON AGE PUBLISHING CO., at 289 West 39th Street, New York, N. Y., U. 8S. A. 
.). $3.00 per year. Single copies 


class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. (Printed in U. 8S. A 
25c. each. 


Vol. 120, No. 5. 
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Vata 


Famous explorers—scaling lofty peaks or searching 
dark morass—never made a greater find than that of 
hundreds of dealers who have discovered 
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he CORKSTEEL Forest! 


In mighty furnaces the CORKSTEEL handle grows at the will 
of skilled workmen. Tough, special analysis steel is fashioned 
into rigid, flawless handles—then covered with cork that never 
splits or splinters—never blisters or callouses. It’s just like taking 
the glove off your hand and putting it on the handle. 


If CORKSTEEL handles grew in the woods—like the ordinary 
ash handle—we would have to select, sort and cut the timber—then 
wait a long time to cure it before we could make handles. That 
costs money and manufacturers have to make several grades be- 
cause of defects in the handles—good handles, ordinary handles, 
fair-to-middlin’ handles and not-so-good handles. 


en 


With the CORKSTEEL line handles of uniform excellence are 
made to sprout from the forges and grow—without expensive 
delays—just as they are needed. No imperfect or defective tools. 
All of one quality—the best! And they cost no more than good 
wood handles. 


Inquisitive dealers — exploring new products—have discovered 
some rare profits and exclusive features in 
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forks, hoes, rakes and hooks. This line of new and improved tools 


When we say the tools on has been tested by dealers and users and found ideal in the work 
these handles are good—we : : 
mean just that. The men for which they were intended. 


that make them have had 
long experience and they 


oe The Connors Hoe & Tool Co. 


The illustrated folder, with A 

prices, tells all about CORK- Columbus, Ohio 

STEEL tools—Do you want 

a copy? Send for it. We Stand Squarely Back of Every Tool We Manufacture 
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Right Down to Business 





HEY’VE got to deliver 
more trouble-free miles for 
the money. 


That’s the basis on which 
Mansfield Truck Tires have 
made their way with owners 
of trucks and buses. 


It costs extra money to build 
extra mileage into tires. 


They’re built into Mansfields 
with money saved by a lower 
cost of distribution. 


That’s why Mansfields cost 
no more—but deliver more 
trouble-free miles for the 
money. 


On that business proposition 
to business men, Mansfield 
sales of Truck Tires and the 
larger Balloon sizes for the big- 
ger, finer passenger cars, are 
twice Jast year’s volume, ten 
times the volume of three 


years ago. 
The great Hardware Wholesalers of the country They are safe to buy on 
have in a sense combined to give this exceptional that record. 
tire the widest, most thorough, most economical 
wholesale distribution ever enjoyed by any tire. paaheat  -'  emaaal 


Balloon Cords Truck Cords 
Heavy Duty Cords 


The Cost of Distribution is Lower — The Standard of Quality is Higher 


MANSFIELD 





Built—Not to Undersell, but=—to + ase 
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ARMSTRONG BROS. 


QUALITY PIPE VISES 


Most workmen nowadays refuse to be satisfied 
with just “tools.” They want GOOD tools. They 
want tools on which they can depend to get real ser- 
vice and maximum durability. They want tools that 
stand up under the hardest kind of usage. 
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It is quite natural, then, for dealers carrying ARM- 
STRONG BROS. Pipe Vises to enjoy a heavy de- 
mand for these and other ARMSTRONG BROS. 
fine pipe tools. 


SS, 


Make more sales and profits by giving your cus- 
tomers what they want. Cash in to the maximum 
basis te degree by stocking the complete ARMSTRONG 
Siandiord Pipe Vise BROS. Pipe Tool Line. 











The illustra- 
tion below 
shows _one- 
piece jaws of 
Nos. 1-C and 
2-C. Drop- 
forged in one 
piece; full sup- 
port for small 


Armstrong Bros. Pipe Vises 
Satisfy Better and Last Much Longer 


These fine Pipe Vises are made of the Highest Quality Mate- 
rials, and are of Superior Design and Excellent Workmanship. 


The Standard type is automatic locking and combines con- 
venient weight with strength and quick action. The Frame 
and Base are made of Certified Malleable Iron, finished in 
black enamel. The Jaws are tool steel carefully milled, hard- 
ened, tempered and tested. The Hooks are drop-forged of fine 
steel. 


a ines 
The Chain type is extremely compact, convenient and quick Sa 

in action. Especially adapted for use on outside jobs—handily ’ z 

carried in bag and attaches to either post or bench. Chain Pipe Vise 


Write TODAY for Your Free Copy of This 
New Pipe Tool Catalog 
This new Catalog gives you full descriptions, sizes and 


prices on every item in the complete ARMSTRONG BROS. 
Pipe Tool Line. If you do not have your copy, write for it 





NOW! 
The Complete ARMSTRONG BROS. Line Includes: 
Stocks and Dies Pipe Cutters Hinge Vises 
Pipe Wrenches Pipe Tongs Chain Vises 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
314 N. Francisco Ave. Chicago, U. S. A. 
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The 
HORTON 

AUTOMATIC 
IRONER 

30-inch complete open 

end roll. Electric or | 

gas heated. Electrically 


driven. Does not need 
special wiring. 












> 4 





No. 23 Horton Motor 


No. 33 Horton Electric High Speed Washer — No. 30 Horton Peerless 
No. 40 Horton Electric Washer—Wood tub; Wood tub; hand power. Washer—Wood tub; 
Washer— Copper tub agitator type. water power motor. 





3-cup suction type. 


HORTON “revere 


GOOD PRODUCTS — Yes! and above all else GOOD FRIENDS 











Beals 
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HERE is a very definite trend today to- 
ward the perfectly natural, logical method 
of buying from a store. 


Men buy from stores. They trade with insti- 
tutions in which they have confidence— where 
they know the salesmen, or the proprietor. 


Women prefer buying from a store. They buy 
personal and household necessities this way. 
Horton believes they prefer to buy their 
Washing Machines and Ironers from a store 
—an institution—rather than from door-to- 
door peddlers. 


An increasing number of dealers believe like- 
wise. They know that store-to-home distribu- 
tion is not only natural, but far more eco- 

nomical. Of what profit is volume, 
when that volume is secured by 
high pressure, costly methods? 


Thecycle of consumer buying IS 
changing. Dealers who recog- 
nize it are turning to the jobber. 
They are profiting through the 


No. 34 Electric Copper tub (at nght), 

submerged oe type. Positive, vibra- 

tionless washing action. For homes 
with electricity. 








No. 34-54 Power Pulley 
—Submerged agitator type 
—for pulley: use where 
powerisalready available. oline engine. 


HORT 








ARE CHANGING 


friendly service and economy of distribution 


which the jobber offers. 


Horton jobbers are helping dealers to build 
firmly and profitably. They carry an ample 
Horton stock, enabling the dealer to hold 
down his investment. This speeds turnover. 
They are within easy shipping distance. This 
speeds delivery. They reflect the Horton 
spirit of service. This means merchandising 
advice and help. Horton quality — tested 
through 57 years—rests on the advantages 
of low cost jobber distribution. 


HORTON MANUFACTURING COMPANY 


FORT WAYNE INDIANA 
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No. 34-64 Gasoline . 
Powered—Submerged hy 
agitator, with inbuilt gas- 





















Washers 


lroners 





GOOD PRODUCTS ~— Yes! and above all else GOOD FRIENDS 
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TRIMO 





The Pipe says 
to TRIMO: 


TRIMO 
replies : 


The 
Dealer 
has his say : 


















“Hey, Trimo, I noticed the other day that 
when the drainage system broke down they 
rushed you fellows to the spot. Where do you 
come off in copping the distinguished service 
medal? Why did that six foot pipe fitter call 
for a Trimo instead of some other wrench? I 
admit that you’re good, but how come you’re 
so good?” 


“How do you expect a modest fellow like me 
to answer so many personal questions? As 
members of the shock brigade, we Trimo 
wrenches think nothing of being called upon 
for duty where a slip is as good as a mile. It’s 
just because we don’t slip that your six foot 
friend called for a Trimo. He knew that a 
Trimo frame never breaks, that Trimo grips, 
that Trimo never fails in a pinch. We admit 
we’re good. We must be, because they always 
grab us for sudden emergencies. 


“This is the wrench I make money on, for 
every sale means a friendly customer.” 


MEMO: 
When a man asks for a 
pipe wrench, 
he means a TRIMO 


For Sale at Hardware, Plumbing 
and Mill Supply Stores 


TRIMONT MANUFACTURING COMPANY 
ROXBURY (BOSTON), MASS. 
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PERFECT 
TEMPER 


The Best Known 
and Known as 


THE BEST 








Kelly Pattern Broad Axe Bush Hook 


ADZES—BROAD AXES—BUSH HOOKS—MADE IN ALL STANDARD PATTERNS AND SIZES 


ALL 
KELLY TOOLS 
ARE 
SCIENTIFICALLY DESIGNED 
TO GIVE THE BEST SERVICE 
FOR THE INTENDED USE 


Kelly Axe & Tool Co., Inc., Charleston, W. Va., U.S. A. 
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Every Camper 
And Cottager 


a Feature Dietz 
Lanterns For 
Camping Kits 


A Campers and Summer Cot- 
tagers need at least one Dietz 
Lantern. 
So do the motoring tourists from 
your neighborhood that will make 
overnight camps along the way. 
Well worth while to feature Dietz 
Lanterns as an indispensable part of 
every camping outfit. 
Dietz fine Window Display is yours 
for the asking. 


R.E.DIETZ COMPANY 
NEW YORK 


Largest Makers of Lanterns in the World— 
Founded 1840. Output Distributed Through 
the Jobbing Trade Only. 
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DIETZ LANTERNS 
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The Genuine 1819 Original Snip 


made in nine sizes, length of cut from 134” to 414”, 
length overall from 8” to 17”. 


PEXTO Snips are well and favorably known. 
Voluntary testimonials from satisfied users indicate 
that our snips have given many years of wonderful 
service. 

There are many patterns in the extensive line of Pexto Snips and in addition 
to the quality and popularity there is back of them over a hundred years of 
tool making experience. 

The line is a profit maker for you and you can become better acquainted by 
reviewing our No. 26T catalog which will be sent to you on request. 


THE PECK, STOW & WILCOX COMPANY _ | 


Southington, Conn., U. S. A. 
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Again, Wheeling Hardened Steel Cut Nails 
emphasize their superiority for hardwood 
flooring application. This unretouched photo- 
graph shows Wheeling Cut Nails driven 
through heavy cold metal plate without 
bending. 


Say to Your Trade: 


“You Can Drive Them Home 


Every Time!” 


Wheeling Hardened Steel Cut Flooring Nails have 
made good with the carpenter because the carpenter 
makes good with nails that go straight to their 
mark and hold—nails that can stand the hard 
blows without bending; no waste, no delays. 

“From Mine to Market,” Wheeling Cut Nails 
are the product of one organization which is in 
complete control of the quality at every stage of 
manufacture. There are styles and sizes for every 
purpose. ; 

Your jobber will supply them,—also Bright Wire 
Nails, Cement Coated and Galvanized Wire Nails. 


WHEELING STEEL CORPORATION, WHEELING, W. VA. 


WHEELING 
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¥% inch 


No. 612 
% inch 


Now you can sell two new sizes of 


Millers Falls electric drills 


The addition of two new sizes—% in. and ¥% in.—marks another forward step in our line of 
portable electric drills. No. 612 and No. 538 are built to the same rigid standards as our No. 414 
which many dealers have found so satisfactory. Both the new drills have detachable side handles, 
and adjustable spade handles and breast plates, which make drilling easier. ; 

Every man who knows fine tools and fine work will appreciate the place one of these drills 
can make for itself in his garage or shop. Check over specifications below and send in your order 
so you will be prepared for this new business. Dealers who sell Millers Falls drills are sure of 
making satisfied customers as well as satisfactory profits. 


Specifications: Portable Electric Drill No. 612 


MOTOR, Universal—operates on D. C. or A. C., up to 60 Cycles. Amps. 
full load 5.3 * SPEED, No load 650 R. P. M. Approx. full load 330 
R. P.M. * CAPACITY, % inch in steel, % inch in hard wood, % inch 
Jacobs Chuck + Heat treated alloy steel gears - Ball thrust bearing 
on spindle « Ball bearing motor shaft . Extra long phosphor bronze 
spindle bearing . Double pole, double break, safety switch with 
catch for continuous operation : Armored attachment plug - Alum- 
inum housing efficiently ventilated + Detachable auxiliary side 
handle. . Pigtail brushes, easily replaced from outside without 


taking tool apart + Grease lubrication + Spring clip for holding 
chuck wrench + 15 feet best quality rubber covered cord * Adjustable 
combination spade handle and breast plate + Weight, 15 lbs. net. 
Overall length, 20 inches: Packed one in a wooden box. 
LIST PRICE * 110 volt, $60.00 * LIST PRICE * 220, 250, 32 volt, 
$64.00 « No. 538, % inch size has practically the same specifications 
as No. 612 * Speed no load 1000 RX. P. M. * Full load 600 R. P. M. 
LIST PRICE 110 volt, $5800 * LIST PRICE * 220, 250, 32 
volt, $62.00. 


MILLERS FALLS COMPANY: MILLERS FALLS, MASS. 


NEW YORK CITY, 28 WARREN STREET e CHICAGO, 9 SOUTH CLINTON STREET 
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s ell The Cross-CutSaws That 
Are The Worlds Fastest*Sellers 


If you do not carry Simonds 
Crescent Ground Cross-Cut 
Saws you are missing an op- 
portunity to make more 
profit. These saws are 
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the fastest selling *A — 
cross-cuts because 4 oN weep 
their quality has %, > Cross-Cut 
been proven Vi "4 DJ Qe Saws are made 
1 na 5 /* BQ of steel of the high- 
t i m b er is : / aa est grade, produced in 

wa «Simonds own steel mills. | 
cut. They are known and used ‘ 


m “> throughout the world.. Your 
customers are assured of the 
finest cutting service at a reason- 
able expense. Carry them in stock 
for better saw sales and customer 
satisfaction. Fully guaranteed by the 
makers. Your jobber can supply you. 


— 





SAW, ano STEEL COMPANY 


Established 1832 Fitchburg, Mass. 
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PENNSYLVANIA Dealers will be interested to know that, in 1928 
—the fifty-first year of PENNSYLVANIA Quality Lawn Mowers 


—present prices will prevail and nation-wide advertising continue. 


And, of course, there will be no change in the policy of research and 
improvement which has brought PENNSYLVANIA Quality 
through its half century of leadership. 


PENNSYLVANIA LAWN MOWER WORKS 
1615-35 North 23rd Street 
Philadelphia, Pa. 
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with efficiency point saving 
10 to 15% in time of insertion 


IGHEST quality, beveled, efficiency point 
cotter pins for every requirement con- 
stantly in stock for immediate delivery. 


Packed in strong cardboard boxes of 1000, 
500 or 250, and in handy screw top tins 
containing five ideal automobile and tractor 
assortments of 100 pins each, ranging between 
46x % and %o x 2” in size. 


A product of The Lamson & Sessions Com- 
pany—with which is combined The Kirk- 
Latty Mfg. Co.—one of the world’s largest 
and most dependable sources of supply for 
bolts, nuts, cotter pins, rope clips and special 
hot or cold upset work. 


Sales Offices: 
Chicago 
Detroit 

St. Louis 


Atlanta THE LAMSON & SESSIONS COMPANY 
El Paso 1971 West 85th Street + + Cleveland, Ohio 


Sessions 













Salt Lake 
Chattanooga 
Los Angeles 
San Francisco 


Son & 
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OY Precision 


Construction 


Mechanics Use 
BROWN & SHARPE 
TOOLS 


The moderate priced motor car 


could not roll on the 


were it not for the precision tools 


which make quantity 
possible. 


Precision construction plays just 


as important a part 


hundreds of industries as it does 
in the manufacture of automobiles. 


Mechanics in all of these indus- 
tries place complete reliance in the 
performance of Brown & Sharpe 
Tools. ‘They’ know that this per- 
formance sets a standard of accu- 


racy throughout the 
world. 


The performance of 


roads today 


production 


throughout 


mechanical 











Brown & 








Sharpe Tools is constantly increas- 


ing their sales. 


Our policy of protecting the Hard- 
ware dealer is directing these sales 


to you. 
DEPT. P M 


BROWN & SHARPE MFG. CO. 
Providence, R. I., U. S. A. 


BS 


— 





C SHARPE 


“W orld’s Standard of Accuracy” 








TOOLS 
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Fast-selling roasters! The Viko line hasthem. Ovals,oblongs,rounds. 
A range of sizes. Viko quality and popular price to enable you to offer 
an extra-big money’s worth. ... Now is the time to order for profitable 
Fall selling. For attractive combination assortments—ask your jobber. 
Aluminum Goods Manufacturing Company, Manitowoc, Wis., U.S.A. 
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Cheaper than Smashed Fenders / 


rn 
Cpe 


Tell your customers: — 


‘‘This Garage Door Holder is a lot cheaper 
than a smashed fender. Its quick, automatic 
operation saves time and cuss words. It will 
hold your garage door in place better than 
any prop, brick, catch or other makeshift.” 





Selling points of the Stanley Garage Door Holder No. 1774 


1. Made of heavy wrought steel with strong U-Shaped 
construction. 


OMS. 2S RGM PSR ee 


2. Notch in arm engages with bumper plate and auto- 
matically locks the door open. 





3. Heavy bumper plate is attached to casing with six 
screws and will withstand severe strain. 





4. A gentle pull on the chain releases catch and permits 
door to close. 


5. Reversible—can be used on either right or left hand 
doors. 


6. Easy to apply. 





7. Can be sold with every order for Garage Hardware. 


Stanley Garage Door Holder 
THE STANLEY WORKS, NEW BRITAIN, CONN. Display Panel j 


New York Chicago San Francisco Los Angeles Seattle 


Sent free upon request 





STANLEY 
=i 


STANLEY HARDWARE 


MADE OF STANLEY STEEL 
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Your customers own more motor-cars 


than food choppers 


IT’S not because food choppers are 
less necessary or more expensive— 
but because motor-cars are more 
aggressively sold. If you merely 
placed a Gem Food Chopper in the 
hands of every woman who came in 
your store and got her looking at it 
and thinking about its convenience 
and economy, your food chopper 
sales would perk up surprisingly. If 
you pointed out the Gem features— 


An 


oil gate that’s guaranteed 


not to leak 


Happily, selling food choppers to 
your customers will not prevent them 
from buying motor-cars or cause 
them to sell the cars they have. For 
here is an appliance for use in prac- 
tically every private and public ga- 
rage or oil company’s station that 
has been selling in direct proportion 
to the increase in automobiles. It is 


its self-sharpening cutters that can’t 
break, its remarkably few and inter- 
changeable parts, as well as the ease 
with which it can be used and cleaned 
— it would probably outsell that 
popular-priced car which is handled 
down the street. Display the Gem— 
and push it. Attach one to your 
front counter. There’s a big market 
waiting for it—and real profit for 
you. 






a gasoline or oil gate that is threaded 
for attaching to steel drums. It has 
a place for a padlock which you can 
sell with additional profit. 

Pamphlets on these Sargent spe- 
cialties will be furnished, imprinted 
with your name, for mailing or 
counter use. Won’t you write us 
today? 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 
New York: 92-98 Centre Street Chicago: 150 N. Wacker Drive (at Randolph) 
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SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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Some of the leading Barrows 
in the STERLING LINE 


~~ rz | Which Mean 
Year Round 








No. 3A a high grade low priced No. 10A Mortar and concrete 
barrow of medium capacity for barrow built to A.G.C. stand- 


general work. ard size and construction. 


to You 


Sell a man a better wheelbarrow 
and you make a good impression. 
The better it works, the more he 


thinks of the goods you carry. 
No. 20 is a light weight No. 11 A large capacity coal 
borrow of high prods. In- The longer it lasts, the stronger barrow for use in coal yards, 


tended for general work. : : Wet ee i s, etc. 

that first impression. He is im- ipeinsitbin stint 
mediately “sold” on your place of 
business. 


Dealers who carry the “STER- 
LING” line of standardized 
wheelbarrows know this to be a 
fact. Many have established a 








No. 7AA Light Tubular, com- permanent and profitable business ee be gn thon 
emmeabed the No. 19. th rough the sales of “Sterlings.”’ for wheeling to coal windows, 


bins, etc. 
If you are not acquainted with the 
many features of STERLING 
products, write for a catalog and 
special dealers’ price list. 






Sterling maintains large stocks at 
their factory and warehouses 





No. 6A a general purpose con- (Chicago — New York — Phila- No. 31 Narrow tray concrete 
tractors barrow. Standard A. delphia — Cleveland — Detroit- barrows made to A.G.C. stand- 
G. C. size for dry material or p ard size and construction. 
concrete. St. Louis) for prompt shipment. ; 


Whether you have a large or 
small demand you will profit 
by selling 





**Sterlings’’ 











eR 


Nos. 7 and 7B. This is the Nos. §1 and §2 Heavy duty 
steel handle companion to the Sterling Warehouses, Chicago, New York, barrows for foundries, indus- 
No. 6A barrow. Detroit, Cleveland, St. Louis, Philadelphia trials, mines, etc. 





STERUNG Saclay epeciares: - Ree Wi scons in 

















22 HARDWARE AGE for AUGUST 4, 1927 





This is the New 


HARVARD OIL RANGE 


It Is the Last Word in Oil Stove Design—Have You Seen It? 




















You will have a new appreciation of the convenience 
and efficiency possible in oil stove cooking after seeing this 
new Range—Produces a flame hot as natural gas and as 
easily controlled. 

Made with Cast Top and Frame—Has white enemeled 
| splash back and end—Enameled Oven Door with Glass 
Front and Thermometer—Bakes and Roasts equal to a gas 
or coal Range 





The price, too, will surprise you—it makes it the best 
Oil Stove proposition for the dealer that can be found any- 
where—and it is backed by a concern that has been in 
business 98 years. 


We, of course, also have a complete line of regular Oil 
Stoves, all sizes, with regular or giant burners—and every 
one of them is good. 


Our Delivery Service can’t be surpassed. 


THE GEO. WORTHINGTON CO. This New Cabinet mm Is a 


Established 1829 Beauty—Practical As Is Handsome. 
CLEVELAND OHIO Priced to Make It Popular 
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A New Display To Speed Up Your Sales of 
CARBORUNDUM COMBINATION STONES 


ARDWARE men have never be- 

fore had such a stimulant for 
the sales of Combination Stones 
as this new display. 


It is an attractive, business-like 
display board of steel, 23 inches 
high, 124 inches wide, litho- 
graphed in four colors. 


It displays six of the popular sizes 
of the Carborundum Combina- 
tion Stones, each stone securely 
attached to the panel, plainly 
numbered and priced. 


The display panel is supported by 
a strong easel. It commands atten- 
tion—arouses the desire to buy. 


Put this display on the counters 
of the cutlery or tool department 
or on your shelves and watch 
your sales of Carborundum Com- 
bination Stones jump. 


This is just another item in the 
line of trade helps.that The 
Carborundum Company is using 


to back up the man behind the .” 
counter. rs 


J The 








This Display is sent Free with Stone Assortment 
Use the Coupon to get the Details 


The Carborundum Company 


Niagara Falls, N. Y., U.S. A. 


Canadian Carborundum Company, Ltd. 
Niagara Falls, Ont. 


New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati 


Pittsburgh, Milwaukee, Grand Rapids 


“ Name 


Street 


P ” City : 





” Carborundum 
ce Company 


Niagara Falls, N. Y. 


Please Send Me Details of 
Your Combination Stone 


Display Offer 


. State__ 


























HARDWARE AGE for AUGUST 4, 1927 








Generations of mothers have handed down to genera- 
tions of daughters the lore of sparkling jellies, of flaky 
pastry, of crusty bread. 

But it was barely a quarter-century ago that the lore of 
aluminum was added to that treasury of ripened experi- 
ence. Even today some women are just beginning to 
realize the importance to them of the fact that aluminum 
cooks everything well. 

Many hotels, hospitals, railroads, and steamship com- 
ae will use nothing but aluminum. They prefer it 

or its durability, its economy, its all-round good cook- 
ing qualities, and its safety. 

The light, strong, beautiful ‘‘modern metal"’ offers you 
the same advantages. You willnotrefuse them, we know— 


For—the best cooks use aluminum. 


ALUMINUM WARES®#ASSOCIATION 
Publicity Division, 844 Rush St., Chicago 


For instance, in thousands of pro- 
gressive homes every bit of the cook- 
ing is done in aluminum utensils 


‘The BEST COOKS use 


Aluminum 


oe eeceaee oe cececaacccoccaccece®’ 


Your advertising— 


continued 


The advertising of the Alu- 
minum Wares Association is 
your advertising. It makes 
no difference whose ware you 
sell. This advertising fea- 
tures no brands. It is for the 
benefit of the whole alumi- 
num trade — manufacturer, 
jobber, retailer. 


Moreover, this advertising 
of yours is going right ahead, 
month after month. See on 
the other side of the dotted 
line the reproduction of the 
latest advertisement in the 
series, nOW appearing in 
magazines with a combined 
circulation of 9,651,577 


copies. 


Here are the magazines in 
which the Aluminum Wares 
Association’s campaign is 
running. The list speaks for 
itself: 


Ladies’ Home Journal 
McCall’s Magazine 

Woman’s Home Companion 
Good Housekeeping 
Country Gentleman 

Journal of Home Economics 
American Cookery 

American Food Journal 
Hyégeia 

Modern Hospital 


Journal of the American 
Medical Association 


This advertising is building val- 
uable good-will for you who sell 
aluminum. It is impressing on 
millions of minds the new national 
slogan, ‘““The Best Cooks Use Alu- 
minum.” You know that’s good for 
your business! 


ALUMINUM WARES ASSOCIATION 
Publicity Division, 844 Rush St., Chicago 
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“ADD-A- 
UNIT” 


Compact 
Interchangeable 
Efficient 
Durable 


Group 2—With Display Equipment 
Price $198.00 


UNIT A UNIT B 














$99.00 


Unit Price $99.00 


Lustall them as you need them 





© 





As an 
INTRODUCTORY SPECIAL 
for AUGUST 





LUPTON 
HEAVY DUTY 
STEEL BENCH LEGS 
—pressed steel die-formed and welded. 
Top and feet broadly flared. An easy 
way to make a solid, permanent work 
bench. 2334” wide, 31” high. 
Price $4.70. f.0.b. Philadelphia 


Steel bench drawer and 
tray, easily attached to 
bench. Drawer slides on 
runners, equipped with 
stop and high grade cyl- 


inder lock. Price, 18” drawer, $6.10. 24” 
drawer, $7.50. Trays, soc. f.0.b.Phila- 


2 delphia. Immediate delivery. a 
n a) 





i 





Lupton steel hardware equipment is made in sections— 
you install them as you need them—It has been the pur- 
pose in our 10 years’ study of systems for storage and 
display to perfect units to satisfy the requirements of 
stores of any size. While you’may not plan to replace all 
of your old equipment at once, you can install modern 
Lupton steel units and add sections at your convenience. 

We'll give you full details and tell you how econom- 
ically you can modernize your store with the minimum 
outlay of money. All equipment beautifully finished in 
Lupton velvet-green enamel baked on. 


Complete catalogue on request 


COMPANY 
Philadelphia 


Ready for immediate delivery; 


DAVID LUPTON’S SONS 
22111 East Allegheny Avenue + : 


Lupton 


STEEL SHELVING GROUPS 
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“Wear-Ever’ 


Aluminum Roaster 
with new lifting rack 


ATENTEL 








y offer be more timely—with holiday birds 
and many roasting operations to plan! 


a “Wear-Ever” Roaster to turn out 


e of hard, thick, sheet alumi- 
horoughly and saves on fuel. 


9 
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Ruberoi 
Products 


Are 
Profitable! 


N his letter, Mr. John T. Hadlock, 

a prominent jobber of Rochester, 

N. Y., states Ruberoid is one of his 
greatest assets. 

His success in selling Ruberoid Prod- 
ucts to hardware dealers reflects the 
saleability of this popular line. 

The best proof of this is the service 
records of Ruberoid dealers themselves. 


96 dealers have sold Ruberoid 
Products over 30 years 

201 dealers have sold Ruberoid 
Products over 25 years 

523 dealers have sold Ruberoid 
Products over 15 years 

797 dealers have sold Ruberoid 
Products over 10 years 


This outstanding dealer background 
proves that genuine Ruberoid Roof- 
ings, Coatings, Building Papers, etc., 
are profitable! 

Write for the Bigger Profit Plan 
behind these products, or use the 
coupon below. 


The RUBEROID Co. 
Chicago New York Boston 


In Canada: RUBEROID (division of Building 
Products, Ltd.) Montreal. 





















Hadlock Paint Company 


466-470 CENTRAL AVENUE 
ROCHESTER. N. Y 


Feb. llth, 1927, 


The Ruberoid Company, 
95 Madison Ave; 
New York City. 


Gentlemen: 


We are enclosing two views of our 
new stores which no doubt will prove of interest 
to you, especially the interior view showing 
the display of Ruberoid Products. 


You will be glad to know that during 
the three years we have been distributors of 
your products, we have opened up forty sub- 
dealers and our sales have consistently shown 
a good gain each year. 


Our Success with the Ruberoid Line 
we attribute to two reasons,-the fairness and 
courteous treatrent accorded us by you and our 
method of merchandising, which is - giving our 
Hardware Dealers exclusive distributing privileges 
in their section of the City of Rochester. 


We wish to thank you for the cooperation 
you have given us during the years we have distributed 
your products and can assure you that we consider 
Ruberoid one of our greatest assets. 
Very truly yours, 


HADLOCK PAINT COMPANY INC. 


















The photograph below shows the Ruberoid 4 
corner in the Hadlock Paint Company’s store Pees | 
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ROOF COATINGS 


U-BER-OID 





H’dware Age 
The RUBEROID Co. 

95 Madison Avenue, New York City 
Gentlemen: Please send your Dealers’ 
Bigger Profit Plan behind genuine Ruber- 
oid Roofings, Coatings, Building Papers, 
etc. Also descriptive literature. 


Name . a : 








Address 
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Many Concentrate 100% on Our Products 


Hundreds of jobbers and dealers, large and small, handle our Screen Cloth, 
Hardware Cloth and Poultry Netting exclusively. Many have sold our 
products for 20 years and more. They find them highly profitable. 


A goodly number feature our Bronze Screen Wire Cloth which 
is guaranteed 90% copper and 10% zinc. The zinc gives maxi- 
mum tensile strength and permanently resists corrosion. We 
control every operation in the manufacture of all our 

Screen Cloth and Poultry Netting. 


Wickwire Bronze is made from Full Gauge Wire 
in 14, 16 and 18 mesh, in even widths 18” to 48”. 


100 lineal ft. to the roll. 
Your Jobber will supply you. 


WICKWIRE BROTHERS 


Bronze Screen Wire Cloth i 








* 
wae 


Bn 2 a ee 


2 IR 82! 


























Our Other Brands Screen 
Cloth 


Cortland Black Enameled 


Costs more than Steel 
Wire Cloth 


But— : , Cortland Gray-Wick 
returns the difference in White Metal Finish 
service Wickwire Premier 
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EXTINGUISHER 
Specially designed 
forAutomobiles 


Stock it! 


Mooern car design has taken “compact- 
ness’ asits watch-word. Space isat a premium. 
No room for bulky accessories in the closed 
car and small sports models of today. No 
room for the full-sized ene Fire Extinguisher. 


So here is the new AUTOMOBILE Sen. Fire 
Extinguisher — made for the modern car. 
There are many piaces where you can put it 
in any automobile—quickly accessible. 

This new extinguisher is being nationally 
advertised in THE SATURDAY EVENING POST. 
Cash in on this advertising and prepare for 
the sure demand it is creating during the 
touring season. 

Order from your jobber today! 

Brass Finish, List $9.00 Nickel Finish, List $10.00 


PYRENE MANUFACTURING CO. 
NEWARK, N. J. 
Atlanta Chicago KansasCity San Francisco 


The Automobile Gren Fire Extinguisher is 
Caution: not intended for use on trucks, motor 
boats and airplanes. 
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“Tf 50c. more will take the 
guess out of this 


$5 worth of seeds— 





SEMESAN 


ca el 








] 








can of that 


SEMESAN” 


Makes Seeds Healthy 


HERE your amateur gardener stands with 

an armful of — not just seeds but — 
PROMISES. After his spading, raking, fer- 
tilizing, planting and sprinkling are all over— 
he still has nothing but just PROMISES. 


He hasn’t much time to 
spend in replanting, or 
nursing sick plants. Any- 
thing that will take the 
guess out of gardening is 
as welcome as the flowers 
in May. What’s 50c. to 
him, if Semesan will re- 
lieve him of that painful 
uncertainty, that awful 
conflict of doubts and 
hopes? 

As one dealer put it, “we 
feel that anyone supplying 


buyer a distinct favor.” 
Just the way your cus- 
tomers will feel when they 
see that display container 
of 2-ounce cans of Seme- 
san. They’ll sell Semesan 
for you. And Semesan 
works for you two ways: 
it sells itself to the seed 
purchaser and the man 
who comes in expressly 
for Semesan will ten-to- 
one buy some of your 
seeds and other merchan- 


Semesan is doing the  dise. 


GU POND 


Why not get the whole story as we have outlined it most attractively 
in pictures, graphs and tables in a different sort of proposition book? 
This coupon, mailed today, will start one of these interesting books on 
its way to you tomorrow. Here’s the coupon. 

ee ee 


H.A.Aug. 
E. 1. DU PONT DE NEMOURS & COMPANY, Inc. 
Dyestuffs Department, Wilmington, Delaware 
Gentlemen: Please send me your Proposition Book. 


CR seccases eT eer ke aMises Stews ka oman PO eee Ly eT IS Ee ‘ 
ee Oe: BD eos Shee 5 vs he SW RAAR Kaew dn UGS Oo aWean fees a 708 
AC en eee DD oe a os sctceeseesmeusne eran: 








it’s Cheney 


Hammers men prefer 


Mechanics today are using many makes 
of hammers, of course—some men keep 
two or three different brands in their tool 
kit—but when it comes right down to a 
comparison most of them will tell you 
Cheney Hammers are the ones they pick 
first every time. 


It’s a whole lot easier to sell men the 
tools they already know and are mighty 
keen about—and Cheney Hammers are 
right in that class and have been there 
for 90 years and more. 


& O S 
106-T!IO LAFAYETTE ST. NEW VORK CITY 
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Shelf Pins and Rests in 


several sizes. 





Our line includes a com- 
plete range of Card and 
Label Holders, with or 
without pulls. 





Padlock Eyes of malleable 
— wrought steel and cast 
S 1 si 


HERCULES)so™ 


— 7 
T. 


handles eee eee 


LOUISVILLE, KENTUCKY 26 Warren Street, New York 


el at call 








MES rn SITS IND Oe LROEL se eee ROT ONS ee rn eae eRe eee eee weeps 3153 
BE ye SP OR Se pido PL) a oe a AS 





QEG.ANUs Ss PAT. OFF. 4 REG.INU. & PAT. OFF, 
\ Branches: 521 Commerce St., Philadelphia, Pa. 
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Mayes’ 


Genuine 





| Since 1896 


For more than thirty years 
MAYES’ name on a Wood or 
Aluminum Level has meant a 
maximum life-time of unfailing 
satisfaction to every user. 


We intend that it always will. 


Send for latest catalog and dis- 
| counts. 

















Originated and Manufactured by 


MAYES BROS. TOOL MFG. CO. 


Port Austin, Mich. 











$Hephisto 


GLASS 
CUTTERS 





ARE YOU HAVING COMPLAINTS 
ON GLASS CUTTERS ? 


We will send you one dozen or one 
gross and if your customers do not 
say they are more satisfied with these 
than with any they have ever used, 
we will make no charge for these 
MEPHISTO Glass Cutters. 


W. A. Ives Manufacturing Co. 


Meriden, Conn. 











Business Is Good 


for 


STEINMAN HARDWARE CO. 
LANCASTER, PENN. 





BECAUSE they properly display their merchan- 
dise on Heller equipment. 

Having successfully helped thousands of Hard- 
ware dealers make more money, prompts us to 
urge you to write us about your merchandising 
problems. No cost or obligations to ask for and 


receive our suggestions. 
MAIL THIS TODAY 


700 Bryant St., Montpelier, Ohio 
W. C. Heller & Co. 20 Vesey St.” New York City 
Gur PUODISMS BFOS .ccccvcccccccccsccccescseseceesesseseccocs 
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Light Electric 
Elevator 


This new addition to the 
Kimball Elevator line is the 
latest development in Light 
Electric Elevators. For every 
type of installation where a 
passenger or freight elevator 
is needed. 


Write for prices---You will 
befinterested in the many of 
its exclusive features. 


KIMBALL 
BROS. 
CO. 


1117-41 S. Ninth Street 
Council Bluffs, Iowa 








Elevator Builders fer 45 Years 
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CORBIN 


Weod Screws 

Drive Screws 

Ceach Serews 

Machine Screws 

Set Screws 

Cap Screws 

Saw Screws 

Thumb Screws 

Hand Rail Screws 

Special Automatic Screw 
Machine Products 

Stove Bolts 

Tire Bolts 

Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Stove and Tire Bolt Nuts 

Semi-Finished Nuts 

Castellated Nuts 

8.A.E. Nuts 

Jack Chain 

Plumber’s Chain 

Register Chain 

Safety Chain 

Furnace Chain 

Ladder Chain 

Sash Chain 

Escutcheon Pins 

Speedometers 


CORBIN 








+} 


HANNAN mggy BOD 





The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 


UNIFORM QUALITY and ADEQUATE STOCK 




















“It Paid for Itself in 30 Days” 














Operated by Hand or Power 


Said a Dealer Who Cut Only 10 Keys Per Day 


Suppose you install a Segal Rectifying Hey Cutter and cut 
only ten Keys per day. Figure Your Profit. 


Selling price @ 25c each ...... Per ea Aba ede whee aera $2.50 

COEt Gr Distee atid TANOP GO-GO... ic ck occ co cecinaeessceees .60 

PMT ENN PUNO) 55, 575. 35a! 6 sib aie 414 apie game alee $1.90 

PRM EPI IE RIBS 6 aio o)ioiin. o\5.0..000: & 66.8: 6 90's 0b Sepe pa aumsare $57.00 
Cost of No. 800 Key Cutter, $46.25 less 2% for prompt pay- 

PN aa gio clalatets,o 6'0.0.6)6i x swe 4ise'4 10/6 Pac alendje shes enana aie 6663 _ 45.33 

er er ee $11.67 


You now own the machine. It has paid for itself in 30 days plus a 
profit. On the basis of cutting ten keys a day it will earn each 
month more than its original cost. 

We have figured on a basis of only ten keys per day. Many dealers 
using our machines cut anywhere from 50 to 250 keys daily. It cuts 
all kinds of flat and cylinder keys. Send for our booklet. 





Our Key Cutter is fully up to the standard of our 
famous 


JIMMY- SEGAL LOCK No. 666 


endorsed by Burglary Insurance Companies every- 
where. Protects millions. Never been Jimmied. 
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Approved | 


—— by the keenest 


buying brains in the country 


As quality is always a first consideration 
with us we know that the metal used in 
our rivets is absolutely “right” to start 
with. This is also true of the fabrication 
of the metal into the finished product. As 
proof of these statements we invite a com- 
parative test of the driving and setting 
qualities of our rivets with those of other 
make. 


TRA 


TUBULAR RIVET & STUD 
samme COMPANY 


San Franelsee, California BOSTON 


> 
O 
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MAKE THIS SEAL 
YOUR BUYING GUIDE 





al IO Ree 
sted and Approveg 


\ SERIAL NO. 0c00 











\ _— Housekeeping | 
on ° Institute RY, 
—ouseKEEPING MACE A 











HE first rule of Good Business is to stock 

goods that sell well and stay sold. If every 
sale makes a satisfied customer profits and turn- 
over will take care of themselves. 


This Seal is a guaranty of satisfaction. It is 
found only on reliable merchandise— products 
which have passed the technical and practical 
~y, tests of Good Housekeeping Institute. 
+}; Women everywhere know this Seal and have 
/ faith in its money-back guaranty. They buy 
* You J more willingly when they see the Seal. 









|] Before buying your fall stocks, check your re- 
/ quirements against advertising in Good House- 

» keeping. See how many of these tested and ap- 

SEND FoR an proved—guaranteed—products you should carry. 

ee ee nes Then give them first place in your windows and 
indow and counter cards in 


2 colors will be sent you with- Oty your Shelves. Tell customers: “It’s guaranteed 


out charge. Two sizes, 22x28 


ord tne waniet f Bien, by Good Housekeeping.” See for yourself how 





and size wanted. A Directory 
of Guaranteed Merchandise 


will also be sent. the Seal helps sales. 


GOOD HOUSEKEEPING 


119 West 40th Street, New York, N. Y. 


i. vote 

















bs. 
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Coldwell Dependable 


Lawn Mowers 


Shown in picture on 
right is the Imperial 
Roller Bearing—the 
best mower on the mar- 
ket for hard service. 
Durable, light, easy to 
push, and requiring the 
minimum of attention 
to adjustments. 


Note these features and 
point them out to your 
customers: 


Hyatt Roller Bearings, 
self-oiling; five keen 
blades of hardened cru- 
ctble steel; self sharp- 
ening bottom knife; 
carcfully machined 
paris to insure perfect 
operation and _ long 
service, 


© 
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You’re 





Exemplifying the progres- 
sive policy of Coldwell is the 
Coldwell Electric Lawn Mow- 
er... the only electric grass 
cutter, and an outstanding suc- 
cess. Easy to run as a vacuuni 
cleaner, therefore as practical 
for women as it ts for men. 
All the operator has to do is 
to steer. Plugs in on any elec- 


tric outlet, 


Coldwell Electric 
Lawn Mower 


sure of sales 


When you handle the Coldwell Complete Line 








ey 


—* a Coldwell Lawn Mower for every size and 

type of lawn . . . a model for every purpose and 
purse. Stock the full line! Then you'll be in a position 
to meet the mower requirements of every lawn owner in 


your community. 


You'll find that Coldwell Lawn Mowers attract sub- 
stantial customers—the kind whose patronage means a 
lot of extra business. All nice, profitable business, too. 
Progressive merchants are invited to write us about the 





Coldwell proposition. 
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DEPENDABLE LAWN MOWERS 


COLDWELL LAWN MOWER COMPANY, NEWBURGH, N. YY. U. &. A. 
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Are You Following 
Them ? 


This issue of HARDWARE AGE 
carries the second installment of 
Bert. Jowitt’s clear and concise 
instructions in show card writ- 
ing. You know that this know- 
ledge is most important to the 
present day hardware store. Are 
you taking advantage of this 
remarkable opportunity to learn 
a real salary and profit increas- 
ing branch of the business? If 
not this week is a good time to 
start in. 

The present issue also carries 
a fund of other valuable mer- 
chandising knowledge that will 
repay you handsomely for the 
time spent in reading it. 


What Others Say About Us 


I find that all our employees give 
quite a good deal more study to the 
Harpware AGE than they used to. 
Whether *this is because you are 
publishing better articles or because 
they are merely awakening to the 
value of it, I° am not able to say. 
Many of your articles, such as Mr. 
Plumb’s, receive very wide and help- 
ful discussion among Our men. 

Yours very truly, 
Dickason GoopMAN LuMBER Co., 
Kansas City, Mo. 
(Signed) J. F. GoopMan, 
Vice-president. 


I have been much interested in 
reading it since I began to help my 
father in the store in 1913, and have 
found it very helpful since my 
father’s death in 1919 and I have 
been managing the business myself. 

Yours truly, 

(Signed) ELEANoR CHURCHILL, 

Manager, Churchill Hardware Store, 
Burnet, Tex. 
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There 1s no summer lull tn the sale of 


NOB-LOC 





F you stand behind a counter where NOB-LOCS are on ’ 

sale, you'll decide that everybody in the world has left at IT S A KNOB AND 
least one door unprotected awaiting this lock that can be put NIGHT LATCH 
on without tools or experience. ALL IN ONE 
NOB-LOC is selling fast! It has a novelty about its operation for 
that brings a smile of delight to the face of the customer. ENTRANCE DOORS 
And it is all so simple. No cutting. No drilling. No marring. GARAGE DOORS 
It can be put in place in three minutes by a novice. Nothing 
can go wrong. It looks innocent, but it totally disarms the clone att arn 


would-be intruder. When locked, the outside knob merely 


spins—and nothing can be done about it. SCREEN DOORS 


Se eae BEDROOM DOORS 
NOB-LOC has an appeal that is irresistible. Somehow or OFFICE DOORS 
other its utter simplicity gives everyone a thrill. It is one of 


those rare devices that haunt you until you buy it. and 
— ; — OUT BUILDINGS OF 
And the price is so reasonable that there just isn’t any sales EVERY NATURE 


resistance. It retails for $2.50 complete. Contains cylinder 
lock. Fits any door. Sold with two keys. Finished in dull brass. 







Stock this item that makes summer sales’ totals look like 
Christmas. 


McKINNEY MANUFACTURING COMPANY 
Pittsburgh, Pennsylvania 


Offices: 
BOSTON, NEW YORK, BALTIMORE, CHICAGO, SAN FRANCISCO 















































NO CUTTING NODRILLING NO MARRING 
Simply insert in place of 
old knobs and spindle 


McKinney Manufacturing Company 
Pittsburgh, Pennsylvania 
Please send me complete information about 
Nos-Loc. 
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The Real Competition 


By Llew S. Soule 


USINESS men in the United States are today 
facing the most intense competition in our 
history. Business experts are all agreed 

on this point. 

What most business men do not understand 
however, is that the present competition is of a 
totally different kind from that of a decade ago. 
The old competition was that of one manufac- 
turer’s line against a similar line of some other 
manufacturer; one jobber’s stock against that of 
another jobber dealing in the same kind of mer- 
chandise; one store in any particular trade against 
another store in that same trade. It was almost 
entirely a competition within trades. 

Today all of that is changed. It is no longer 
just a matter of competition between two or more 
makers of tools or other hardware items; two or 
more distributors of hardware; two or more retail 
hardware merchants. 

The hardware trade is not facing a mere com- 
petition for the consumer’s hardware purchases; 
rather it is facing a bitter competition for a fair 
portion of the consumer’s dollar. 

Instead of just a competition in builders’ hard- 
ware, we have also the competition of a rented 
apartment and.a car against a home. Instead of 
a competition of one washing machine against 
another, there is the added competition of a labor 
saving device against a victrola, a diamond ring 
or a vacation; instead of competition of kitchen 
ranges, there is the multiplied competition of a 
new range against a lot of ornate furniture, a radio, 
an electric sewing machine, or a new outfit of 
clothing bought on the installment plan. 

Prior to the World War we had little over- 
production of manufactured goods in this country. 
The factory growth had approximately kept pace 
with the domestic and export demand. With the 
war, however, there came a demand far in excess 
of our productive capacity. Orders were heavy, 
and goods were few. There was an abundance 
of capital for expansion, and expansion became 
the order of the day. 

We tremendously overexpanded our manufac- 
turing facilities, as viewed in the light of develop- 
ments which followed. When the reaction .came, 
we had facilities to supply fully double the wants 
of the available consumers in this country, while 
Europe had little money with which to buy our 
surplus. Meanwhile, low priced labor permitted 
foreign manufacturers in many lines to make their 
goods on a basis which left little opportunity in 
the way of our export business. In some lines 
there are a dozen factories any three of which 
could, if necessary, make all the goods in those 
lines that are being consumed. 

This situation has naturally led to severe com- 
petition between makers of similar lines, but it 
has done more than that. It has forced the makers 
of other lines where the same conditions exist, to 
fight strenuously to sell their full production. It 
has brought about a type of advertising designed 


to educate people to new desires, and to make 
those new desires stronger than the old desires. 

And so was born the new competition; that of 
turning desire and demand from one line of prod- 
ucts to an entirely different line. In its wake has 
come a tremendously increased general overhead, 
a price held down by competition for the dollar, 
and reduced profits all along the line. 


The new type of desire-creating competition 
naturally encouraged new retail outlets, and we 
find all the various kinds of wholesale and retail 
establishments, stocking the best selling items, of 
lines formerly sold almost exclusively through 
other channels. 


Drug stores became everything from lunch 
counters and patent medicine vendors to pur- 
veyors of cutlery, notions, etc. Cigar stores be- 
came novelty stores; grocers and hardware 
merchants put in merchandise their fathers never 
even heard about. Peddlers fiourished, and chain 
stores sprung up everywhere. 


But the basic competition is still the same; a 
competition for the customer’s dollar, and not: 
for his trade in any particular line. 


What does it all meanP Where is it leading 
usP How will it end? 


There are many answers. To begin with there 
is a steady increase of population, and a steady 
flow of the younger generation into positions as 
independent consumers, which means a steadily 
increasing consumer demand. Then there is a 
growing knowledge of conditions with bright minds 
working on the solution of business problems. 
There is a decided forward movement in matters 
of simplification and standardization. Last, but 
not least, there is the tendency toward consolida- 
tions and the gradual elimination of excess produc- 
tive capacity. These’ in time will bring about the 
necessary business adjustment. 


Meanwhile the problem of the independent re- 
tail hardware merchant is to get as large a part 
as he can of the consumer’s dollar, either by 
creating in the consumer’s mind desires for the 
items carried in hardware stores, or by concen- 
trating on the items for which there is already an 
active desire. 

In addition he must meet the competition of 
display, of advertising, of methods and of sales-. 
manship. He must learn that volume alone does 
not mean success, and that increased turnover of 
a loss does not mean a profit. He must learn the 
lessons of dead stock and obsolete methods, and 
the equally valuable lessons of under stocks and 
new, but unnecessary methods. 


Meanwhile the entire hardware industry must 
adapt itself to conditions as they exist, and realize 
that it is no longer conducting a series of private 
fights for the hardware business of the country, 
but is waging a battle for hardware consumption 
as against the consumption of anything and every- 
thing else that is manufactured and sold. 
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HE Shovel Industry is one of the prominent hard- 

ware industries of the United States. Shovels are 

distributed by every hardware jobber in this coun- 
try, and are sold in every standard hardware store. 
Shovels may therefore very justly be considered as staple 
hardware items, and conditions which exist in the shovel 
industry are of more than passing interest to the hard- 
ware trade. 

Naturally the problems which confront the makers, 
distributors and sellers of hardware lines generally, also 
confront the shovel industry, as well as do some prob- 
lems specific to that particular line. 

In the period of intense competition which the world 
is going through at the present time, there are many 
ways of coordinating effort between merchants, jobbers 
and manufacturers which would be of distinct advan- 
tage to all interests. The shovel market is no exception 
to the rule. 

This industry has, over the long period of its exist- 
ence, developed some inefficiencies which have been the 
cause of considerable study during the past few years. 
Among these was the excessive number of varieties, 
patterns, sizes, etc., with which the industry was in- 
fested. About a year ago a concerted attempt was made 
to correct the situation, and after a great deal of time 
and attention has been given the subject, the possible 
varieties were reduced from more than 5000 to slightly 
over 2000—practically a 60 per cent reduction. There 
still remain, however, three competitive grades—high, 
intermediate and common—in addition to the extra 
grades, including alloy steels, and, much more impor- 
tant, there still remain three possible finishes, namely : 
full polished (which is the blade polished entirely on 
the front and entirely on the back) ; half polished (pol- 
ished half way up the blade in front and half way up 
the back, and the upper half of the blade either in natu- 
ral black finish or painted); and the natural, or black 
finish. 

The question of finish alone is one which concerted 
action could still reduce, as the very large majority of 
all shovels, spades and scoops are black, with the small 
minority divided among the other two finishes. 

Full polished tools are used and needed exclusively in 
one branch of industry, viz., the foundries. The balance 
of the polished goods are used either in occasional dis- 
tricts where there is a particularly tight soil condition, 
or purely as a merchandising proposition. The half pol- 
ished shovel is entirely a merchandising finish, since 
there is no actual demand from the shovel user for this 
finish. If the jobbers and retailers would consider the 
polished and half polished finishes seriously, they would 
probably eliminate a great many of their goods in these 
finishes for several reasons. From a merchandising 
standpoint, a polished shovel will always rust unless it 
is sold immediately. The more important reason, how- 
ever, is that in polishing a shovel the very hardest part 
of the surface is ground off, and it reduces the wear as 
compared with the black shovel between 15 per cent and 


What is Happening in the Shovel 
Industry 


By Alfred C. Howell 


President Ames Shovel & Tool Co. 





30 per cent. In other words, the 
polished shovel not only costs 
considerably more than the 
black shovel, but it actually 
wears a shorter time in service. 

Practically every distributor 
who handles a shovel line car- 
ries in stock from one to three 
competitive grades, and usually 
one line of alloy shovels, beyond 
the competitive grades. 

It is needless to point out to merchants and jobbers 
the economic disadvantage in having three finishes and 
2000 varieties of a line in which the total annual sales 
value does not exceed an average of around $8,000,000. 
The result is that many merchants and jobbers have more 
money tied up in styles and finishes than is necessary, 
and all shovel manufacturers are forced to carry in stock 
all the numerous varieties in the various finishes. This 
adds to the cost of production, as well as to the cost of 
distribution and serves no economic end. However, the 
only way the situation can be corrected is through co- 
operative effort between the ultimate consumer, the mer- 
chant, the jobber and the manufacturer. The interests 
most to be benefited are naturally the jobber and the 
merchant, for the reason that such a move would free 
some of their invested capital through reductions of 
styles and finishes, enabling them to increase their invest- 
ment in profitable stocks requiring more capital. It 
would likewise reduce the manufacturer’s costs, and 
eventually tend toward lower prices for the consumer. 

In the methods of buying as applied to shovels there 
have also been tremendous changes during the past few 
years. In the good old days, it was customary for both 
merchants and jobbers to carry large stocks of goods 
which normally represented from one purchase a year 
to a maximum of four during that period. Practically 
all merchandisers now realize that this method of buying 
resulted in much carry-over and considerable obsolete 
stock, which was eventually written off, depreciated or 
forced on the market at knock-down prices, resulting in 
upset market conditions for months at a time. Much 
damage was done to otherwise good merchandise, while 
at the same time a vogue for a certain type often left 
the distributor with few, if any, of the desired goods 
on hand. 

Then came the war, with its attendant delays in manu- 
facture and shipment, when the successful merchants 
and jobbers were the ones who maintained large stocks, 
and who were successful largely because they had the 
goods to sell when the demand for them arose. 

The deflation which followed the war benefited practi- 
cally every manufacturer, jobber and dealer. It brought 
about efficiencies never before dreamed of, and solved 
many problems. At the same time it created a condition 
which many do not seem to realize. 

To begin with, we have in true American style gone 

(Continued on page 82) 





Alfred C. Howell 
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A Close-Up of the 1927 Convention 


By a Delegate’s Wife 


HE convention of 1927 was different, really differ- 

ent! Perhaps it was because we ourselves had 

skipped last year’s and our convention appetite was 
sharpened. Perhaps it was the consciousness that out 
there on the two-blocks-long 


read hastened either to stick his head above water to 
holler about it, or to wave a helping hand to others from 
some vantage point he had himself reached. In addition, 
the cheerful annouticement was made that in spite of 
drug stores, chain stores, ped- 
dlers, service companies, the 





veranda of the Grand Hotel at 
Mackinac (pronounced Macki- 
naw, you know, regardless of 
the “C’”) was always the view 
of the blue and sparkling lake 
and only the haze of a distant 
shore line visible. Perhaps it 
was due to the wonderful sen- 
sation that we were comfortable 
while everybody in town was 
sweltering from three days’ 
heat. 

The men seemed more alert 
‘than in years previous. We 
found out the reason for this 
after listening in at a few ses- 
sions, namely, that a hardware 
retailer is—all joking aside—a 
survival of the fittest. It was 
encouraging, however, to see a 
lot of young chaps with nice 
faces and nice conservative 
wives. After this vacation’ they 





hardware trade had hung on to 
67 per cent of the hardware 
business ! 

The delegate’s wife found in- 
terest ebbing a bit -Tuesday 
afternoon. Either the delegates 
had been smoking or sitting still 
too much or the fine report re- 
counting the retailer’s merchan- 
dising troubles was too inclu- 
sive to provoke excited discus- 
sion. 

Wednesday morning they all 
snapped into it! The delegate’s 
wife was also on hand early and 
was offered the usual smile and 
chair by Sergeant Hoffman. Ar- 
rangement and display! There 
were certified reports from all 
merchants who had used open 
display tables that hardware 
fairly jumped off the open trays 


will go back and run dad’s busi- 
ness a little better and things 
will hum a little more on the 
Main Street. 


Mrs. George Wheaton, wife of the 

President of the Minnesota Retail 

Hardware Association and the author 

of the article, “A Close-Up of the 
1927 Convention.” 


and landed in the consumer’s 
left hand while his right hand 
spontaneously sought his cash 
pocket. The delegate’s wife lost 


The same Reliables and Past 
Presidents were there, without 





no time in resolving that John 
must junk some of the impos- 








which no convention would be 

complete. There was George Gray with his usual good 
dress and good address, taking a few minutes away from 
golf and farming to get and give a few business pointers. 
There was the golden-tongued Southern gentleman, irre- 
sistible as usual but forlorn this year without Mrs. 
Hatcher. From Pennsy there was Sharon Jones, heartier 
but not a bit older than several years ago, and Senator 
Sprowls, justifiably proud of his pretty daughters and his 
nifty store where all the farmers’ wives like to come. 
There was Hamp and Mrs. Hamp Williams. No one 
else is quite in their class. And our own Mr. Casey, 
always busy and breezy. 

The opening night found everybody happy. Texas had 
come in off the range and allowed itself to be lassoed. 
Two men were reported twice—once for Connecticut 
and once for New England. Otherwise no casualties. 
Illinois established a new precedent by staging a little 
love feast and presentation for President Beatty and his 
wife. Some mixers by way of Circle Two steps in the 
ballroom rounded out the evening quite perfectly. 

To the casual delegate’s wife the interest of the dele- 
gates in the actual sessions of the Congress seemed to 
come and go in waves. Everybody was feeling fine the 
first morning. Nearly every dealer had been engulfed a 
bit hy “The New Competition,” and after the report was 


ing show cases recently installed 
with much pride. But her housekeeper’s nose had sensed 
trouble even before the “fatal disclosure was made that 
the sales volume was in indirect ratio to the dust volume, 
or in plain every-day words those top trays had to be 
cleaned FOUR times a week! 

Thursday morning she was again on hand. Through 
the haze of cigar smoke were visible numerous charts. 
Listening carefully, she learned they represented a new 
kind of automatic or almost automatic stock sheet which 
would take John only four or five nights a week to keep 
up to date. By these he could tell at a glance how many 
No. 23 Pudding Pans he had on hand, how many he 
should have, and how many he would have when he 
had ordered some more. It was surprisingly simple! 

And so on. You can read all about it in the official 
reports. 

It was Everybody’s convention! Everybody had a 
chance to tell the story of his life. Now the psychological 
value of that is this: Telling about that bit of achieve- 
ment is: going to make the one who tells about it achieve 
just a bit more! This by no means implies that the meet- 
ings were entirely given over to confessions. It does 
mean that an unusual opportunity was given all delegates 
to share experiences and to swap ideas. After all, con- 

(Continued on page 83) 
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Business Failures—First Half of 1927 


By Saunders Norvell 


interesting editorial on business failures in the United 

States for the first half of 1927. This editorial 
stated that the increase in the number of business fail- 
ures during the first half of 1927 was 7 per cent as 
compared with the corresponding period of 1926. 


I: the N. Y. World of July 5, 1927, there was an 


7K * * 


Following up this editorial, I wrote to Dun’s and 
Bradstreet’s for their statistics on failures in the United 


States for the last six months. I have carefully 
studied these statistics and I am sure extracts of 
some of the high points from the authoritative 


reports of the two great commercial agencies of the 
country will be read with interest. Nothing can give 
the business student a clearer idea of the drift of busi- 
ness than a study of business failures—the number that 
failed as compared with previous years, the parts of the 
country in which they failed, their assets, their liabilities 
and the proportion of assets to liabilities. 

The editorial in the World makes the following com- 
ments: , 


“The mortality rate is higher this year than in any similar 
period since 1915 and 1922. Those were abnormal years. 
In 1915 American business was undergoing the stress of 
readjustment incident to the outbreak of the war, and in 
1922 the failures represented the wreckage from the collapse 
of the post-war boom. 

The high rate this year is a :esult of quite different con- 
ditions. The prime cause is the keen competition now pre- 
vailing. Contributing to this competition is the abundance 
of cheap money, which has stimulated new undertakings 
and expansions which have not always realized the expecta- 
tions of their promoters. A third influence is the steady 
decline in commodity prices. While prices are steadily rising 
it requires something like genius to lose money, but when 
the trend is reversed weak and inefficient concerns are 
promptly weeded out. Such a selective process is now under 
way. Depression in agricultural districts and the collapse of 
the Florida boom have also helped to swell the number of 
insolvencies. 

The chief conclusion to be drawn from the data is not 
that the country is undergoing a sharp business recession but 
that too many embark in business who do not possess the 
requisite financial or intellectual equipment.” 


In Bradstreet’s, a journal of trade, finance and public 
economy, issue of July 9, 1927, comments are made on 
the half year’s failures as follows: 


“As shown in BRADSTREET’S of July 2, there were 
10,929 failures, involving $382,926,738 of liabilities reported 
in the first six months of this year, an increase of 3 per cent 
in number and of 27.5 per cent in liabilities over the like 
period of 1926, while a decrease of 12.4 cent in number and 
of 3 per cent in liabilities from 1922, the peak year in 
failures. The peak year in liabilities was 1924, and from 
that year liabilities this year show a decrease of 13.5 per 
cent. The feature of recent years’ failure returns has been 
the relatively heavy number of large failures, whether of 
banks or of other important enterprises which have sus- 
pended. The record of failures for the half year since 1913 
is reprinted to show, first, the heavy decline from 1922, 
which reflected deflation at its worst, and, second, the 
enormous increase in both failures and liabilities over the 
‘golden year’ 1919, which furnished only 26 per cent of the 
failures and 18 per cent of the liabilities of 1926. 


No. of Per cent 
Fail- Estimated Total Assets to 
Year ures Assets Liabilities Liabilities 
Se 10,929 $231,800,822 $382,926,738 60.4 
1 ae 10,593 161,308,221 298,900,612 53.9 
NUEO. occu 10,324 151,800,009 271,839,913 55.8 
ns “10,495 279,267,685 443,394,737 62.9 
i ae 9,916 160,886,684 287,037,129 57.7 
ee 12,480 236,124,252 395,351,266 59.7 
Lo ree 9,057 230,066,476 386,635,414 59.5 
Se 2,927 58,585,048 101,200,238 57.9 
0 2,861 32,916,962 68,326,571 48.1 
Se 5,398 35,014,615 70,085,706 49.9 
| eee 7,157 43,366,928 85,237,929 50.8 
See 8,978 46,108,919 94,878,447 48.6 
, . Spaperereres 10,714 107,481,279 177,624,631 60.5 
a) Oe 7,759 95,980,616 175,298,936 54.7 
 & Spare 7,142 59,426,721 113,844,067 Sea” 
* * * 


Here in Bradstreet’s follows a table with a compari- 
son of the number of failures of 1927 with 1926, and 
the proportion of assets to liabilities in the various ter- 
ritories of the United States. They comment on the 
figures shown as follows: 

“Nineteen states and the District of Columbia showed 
more failures than a year ago. Massachusetts reported the 
only increase in New England, while New Jersey and Penn- 
sylvania in the middle states reported more than a year ago. 
Michigan reported double a year ago’s total, and accounted 
for the fractional increase in the central western group, 
because increases in Ohio and Indiana were more than offset 
by decreases in the other five states. In the northwest, Wis- 
consin, Minnesota, Nebraska and North Dakota reported 
more failures. In eight states of the south—Maryland, North 
Carolina, Florida, Alabama, Mississippi, Texas, Arkansas and 
Oklahoma and the District of Columbia—failures were more 
numerous than a year ago; while six, these including Vir- 
ginia, West Virginia, South Carolina, Georgia, Louisiana and 
Tennessee, reported fewer casualties. In the far west, Ore- 
gon alone reported more failures, and that group as a whole 
reported the heaviest percentage of decrease. 

In liabilities, eleven out of fourteen southern states re- 
ported increases, these being most marked in Florida, North 
Carolina, Georgia, Alabama and Texas. Other notable in- 
creases were shown in Massachusetts, Pennsylvania, Ohio, 
Wisconsin, Oregon and Washington. In all, thirty out of 
forty-eight states showed increases. New York showed 
notable decreases in number and liabilities, which were ac- 
counted for largely by New York City’s reduced aggregates.” 


* * * 


A study of the figures geographically arranged leads 
one to conclude that in sections like Florida, where there 
was a great boom in business, there has been an increase 
in failures caused by the reaction, but in other states 
where business has continued on the even tenor of its 
way without any artificial stimulation, there has been 


little or no reaction. 
* * * 


It is a very interesting point, and one worthy of note, 
that low money rates and easy credit have led to a good 
many persons taking a chance in business, with disastrous 
results. One of the most striking facts about the failures 
of 1927 has been the large increase in the liabilities as 
compared with 1926. For instance, the increase in all 


: 
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failures for the United States has been only 3 per cent 
in number while the increase in liabilities has been 27.5 
per cent over a like period of 1926. While the total 
business failures of the United States only show an in- 
crease of 336 for the six months’ period, the liabilities 
show an increase from $298,900,612 in 1926 to $382,- 
aa ae in 1927, this being the large increase of $84,- 
026,126. 


* 2K * 


Of course, the greatest number of failures in business 
in this country are grocery stores, for the simple reason 
that there are more grocery than any other kind of stores. 
Not only is this true, but the independent grocery stores 
of the country, especially in the large cities, have suf- 
fered more from chain store competition than any other 


class of business. 
* * ok 


Taking the entire situation as a whole and leaving out 
Florida and the failures of banks in various States, the 
general picture is not really so bad. However, it must 
be taken into consideration that every six months’ period 
is almost invariably the result of conditions in the pre- 
vious six months. Crops in 1926 were, generally speak- 
ing, very good. Therefore the first six months of 1927 
made their showing on what happened in the last six 
months in 1926. Now, in looking to what is going to 
happen in business in the last six months of 1927, we, of 
course, must be guided very much by the good and bad 
things that have happened, which may affect business, in 
the first six months of this year. Business and crop 
showings in May of this year were not very cheerful. 
However, in June there seemed to be an improvement, 
Not only are crops in many sections doing better on ac- 
count of improved weather, but business in June and in 
July, on account of the warmer weather, seems also to be 
proportionately better than in May. 


ko. xk * 


But after all, business of the country in June and July 
does not count for very much. These are vacation 
months. Business is always “off.” The month of 
August, in the opinion of the writer, will pretty quickly 
tell the story as to what kind of business we will have 
the latter part of this year. If August and September 
are poor months, it is very seldom that there is any re- 
covery in business in the last three months of the year. 


That has been my observation in closely studying busi- 
ness conditions for many years. With a poor showing 
in these two months, I never counted on any revival in 
the last quarter. All business men, therefore, should 
carefully study what will happen between the present 
time and October first. Let us hope that business will 
improve. 
* * a 


Let us, however, not only keep the “Hope Department” 
open, but forget about vacations and days off and get 
busy to make a good showing in September. Labor Day 
comes on Monday, Sept. 5, 1927. Labor Day for a 
number of years has had a very bad effect upon business 
for the simple reason that not only the people, but busi- 
ness men, have considered that the holiday season lasts 
until Labor Day. Vacations are on until Labor Day. 
Many salesmen do not think of starting ahead full speed 
until after Labor Day. Labor Day is largely observed 
with a holiday in many States. Families on vacation 
with all the children start home after Labor Day. Then 
the schools open. Vacation is over. Regular work 
begins once more, but the trouble is that all this is post- 
poned until Labor Day and it takes a week after Labor 
Day for many of our people to get settled in their old 
working ruts. Asa result, with a good many organiza- 
tions, the business machinery does not get into high speed 
until September fifteenth. If Labor Day were placed in 
August instead of September, it would save this country 
millions of dollars in business. 

* * * 


There are now two hurdles in our year that business 
must get over. They are pretty big hurdles, too. One 
of them is March fifteenth, when the national income tax 
is turned in, and the other is Labor Day. In almost every 
line of business, a recession in business activity is caused 
by the turning in of our income tax reports in March. I 
have had many executives in big corporations tell me 
that their statistics clearly showed a downward drop in 
March simply because such a large proportion of our 
business population were devoting their time and atten- 
tion to the preparation of their income tax reports. If 
these observations are correct, we are led to believe that 
the entire business fabric is a very sensitive one and re- 
sponds very surely and definitely to good and bad busi- 
ness influences. 





Kornely Features Locks in 
Window Display 


The Kornely Hardware Company, 
Milwaukee, featuring only one line 
of locks in the entire window, not 
only left a very strong impression 
upon everyone who saw the win- 
dow, but actually sold more pad- 
locks during the week than had 
been sold in any previous month’s 
sales. Kornely’s as a rule feature 
only one type of an item in their 
windows at a time. 

By doing this they say they very 
forcibly put over the sale of that 
one item, not only immediately but 
for some time after the display. 
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A Complete Instruction Course 


in Show Card Writing 


By Joseph Bertram Jowitt 


Chapter II—Single-Stroke Roman Alphabet 


P | NHE term single stroke is not intended to convey 


the impression that any letter of the alphabet may 
be made with one single continuous stroke, but 


with the fewest strokes possible 
with a lettering brush constructed 
just for single-stroke show-card 
lettering, after the beginner has 
first mastered the formation of the 
Roman letters by the rule of out- 
lining and filling-in. 

If the reader will study the 
alphabet plate shown herewith, he 
will observe the method of outlin- 
ing, filling-in and single stroke. 
Beginning with the capital letter 
H, the arrows indicate the direc- 
tion of the strokes 
and the numbers 
their sequence. Red 
sable brushes, No. 
4, 5, 6, are used for 
outlining or making 
letters in skeleton 
formation. To pre- 
pare a brush for 
outlining, first dip receive the best 
it in the show card of care or they 
ink, then roll it be- will not give 
tween the thumb the Satisfaction 
and first two fin- ed shout. 

> > ter using 
gers on a piece ot they should be 
cardboard, bring- thoroughly 
ing the hairs to a cleansed in 
point; this process 
of “shaping the 
brush” must be 
done each time — 
after it is dipped in the . 
ink. Little or no pres- = 
sure on the brush is re- 
quired in making the 
outlining strokes. First 
hold the brush as you 
would a pencil between 
the thumb and first two 
fingers, way down on the 
handle, almost touching 
the metal ferrule: this 
position permits better 
control of brush and pre- 
vents the hand from 
shaking. Starting at the 
top guide line, the point 


Red Sable 
Lettering 
Brushes 


Show card 
brushes should 


The Care of 


elean water and smoothed out between 
the fingers to their natural position and 
laid away carefully. 


| Community 


Plate 


For the 
une Bride 


Ro at a 


ab eee RR ea 


ws 


of the brush is not removed from the surface until 
within a fraction of the bottom guide line. Strokes No. 
2, 3, 4 are made in like manner, Strokes No. 5, 6, 7, 8, 


9 and 10 are the cross or horizon- 
tal strokes; these are also made 
with the point of brush held in 
the same manner as before, only 
these strokes are from left to right 
instead of downward. 

The beginner should observe 
which are the heavy and which are 
the light strokes and in the correct 
order they should go. For ex- 
ample, the capital letter “M,” the 
first bar or stroke is thin, the sec- 
ond is thick, the third bar is thin 
and the fourth is thick, while in 
the letter “N” the center is the 
heavy or thick bar. 

The filling-in process, as shown 
herewith, is done with a single- 
stroke brush, which, after being 
flattened out, makes a stroke the 
width of the heavy bars; the point 
of the same brush turned sidewise 
may be used for filling in the thin 
bars. If the hand shakes too much, 
use the same brush used for out- 
lining until proficient to fill in with 
a larger size brush. 

The beginner should first make 
a rough pencil “sketch” outline 
and then retrace over with brush. 


The reader’s attention is directed to the practice 
strokes illustrated at the bottom of alphabet plate. It 


is very important that all beginners should concentrate 


their practice on these 








1 Se Se ca ee tame Se ea: 


before attempting to 
copy the letters, as these 
practice strokes embody 
all the basic strokes of 
the seven capital letters 
H, I, J, K, L, M, N. 
The beginner should 
not attempt to make too 
many fancy ornaments 
or scrolls until he be- 
comes more proficient at 
lettering. The knack of 
making graceful scrolls 
is much more difficult to 
acquire than lettering. It 
is remarkable how a few 
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An even spraly 
Covers a wide area 


The originals of the cards reproduced here were most 


attractive. 


Light gray borders and advertising illus- 


trations from Hardware Age beautified the cards and 
increased their attention value. 


fancy dots here and there on a card will embellish the 
plainest kind of lettering. The tints used for all shading 
or scroll work should be very light in color, the general 
rule being seven-eighths white to one-eighth body ‘color. 

To successfully master all the curved and circular 
strokes used in forming the round letters, such as B, C, 
D, G, J, O, P, Q, R, S, U, it will be necessary for the be- 
ginner to have a correct structural formation firmly im- 
printed in the mind’s eye. Otherwise your preliminary 
practice on drafting formation or the movements neces- 


sary to suecessful lettering is misdirected. The best way 
to become familiar with the fundamental principles 
governing correct letter formation is to place a piece of 
thin white paper over these letters and trace them out 
with a pencil, brush or stub lettering pen. 

The writer has received many letters from beginners 
who are desirous to learn how they may develop more 
speed in their work. Speed in lettering only comes with 
constant practice. It is much better to practice fifteen or 

(Continued on page 88) 
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EVERYBODY’S BUSINESS 


by Floyd W. Parsons 


New Things and Better Ones 


E read with astonishment the history of our fore- 
fathers. They seemed to be so tied to the cus- 
toms and practices that were current in their day. 
Every suggestion of change was regarded with suspicion. 
The inscription on the stone over the grave of an eminent 
citizen of New England in the 
Colonial days tells of the vir- 
tues of the deceased and states 
that he was “An Enemy to 
Priestcraft and Enthusiasm.” 
3ut might it not have been 
that these ancestors of ours 
were just the same sort of 
folks we are except that they 
were victims of circumstan- 
ces? If they did not often 
get excited, perhaps it was be- 
cause there was not much to 
get excited about. We wonder 
if they would have turned out 
by the million to greet Lind- 
bergh, and yet it appears that 
the answer is contained in the 
record of their time. Turn 
back the pages and read what 
happened when the Atlantic 
was bridged and the first cable 
became a proved success. Busi- 
ness was suspended, offices 
closed, guns fired, people 
rushed into the streets to hear 
the news, and bells were rung 
for an hour in many cities to 
give utterance to the general 
rejoicing. 
It was years later before 





The labor leader has become a capitalist, and the capi- 
talist a labor leader. The banks of the unions are com- 
peting for the fruits of ownership, and labor may finally 
conquer capital by itself becoming capital. 

Forces that yesterday were combatants now have their 
eyes focused on the same 
ideals. Not only has the old 
order passed, but there will 
never again be any such thing 
as a new order, for each suc- 
ceeding month must now be 
regarded as an era that is 
totally different and distinct 
from all that has gone before. 

In London a fellow has a 
farm where he raises trillions 
of germs. Those that are 
deadly to man he kills by the 
million so that the chemical 
quality contained in their dead 
bodies may be utilized to de- 
stroy their living brethren 
when the two meet in the hu- 
man blood stream. The germs 
that are friendly to man and 
that can be arrayed against our 
enemies are so petted and 
pampered in this unique farm 
that a few of them placed in a 
glass tube filled with yellow 
broth will multiply so rapidly 
that within a single fortnight 
the tube will contain a popu- 
lation of individual organisms 
greater than the human popu- 
lation of the earth. 





Edison produced the _ first 
American locomotive to run 
on current supplied from a 
power house. The bicycle and 
the sewing machine were the wonders of the day. Not 
even the first telephone line with loading coils had been 
put into commercial use. Nevertheless, people had al- 
ready commenced to talk about this “new and astonishing 
age.’ One great editorial writer was bold enough to 
look into the future and he ended his visionary recital by 
saying, “There is even talk of flying machines, and who 
knows but what such things may be possible in the years 
to come.” 

Today we can ride between Bagdad and Damascus 
over desert waste in a luxurious motor car made in Phila- 
delphia. Tungsten that was only a laboratory curiosity 
is now mined by the ton and each pound saves the users 
of electric light in the United States more than $300,000 
a year. The idea back of a little English invention called 
the “Wheel of Life” has been developed into the great 
motion-picture industry. 


Not snow—just 


green foliage photographed on a 
summer night by invisible light 


The only thing static about 
life at present is that bother- 
some electrical something 
which fills the air at times and 
spoils our reception of an interesting radio program. 
But even here we find an example of how science is 
making valuable servants out of things that have only 
been regarded as nuisances. During the war everyone 
was interested in the experiments with static electricity 
for the purpose of extracting synthetic nitrates from the 
air. As an outgrowth of this work some Germans are 
taking this all-pervading electrical energy from space 
and sending it in the form of currents through the soil 
to purify and nurture vegetation. 

If we are to judge by the results of applying this 
discovery to a wheat field near Berlin, we may entertain 
the hope that many farms in the future will be trans- 
formed into areas spiked with thousands of antenna 
poles and networks of wire permitting the utilization 

(Continued on page 84) 
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Tools for Everybody 


N the larger cities, factories, mills and shops are the 
principal buyers of tools. The individual buyer is 
usually the small buyer. In smaller cities many of 

the tools are bought by artisans—carpenters, mechanics, 
etc. The kind of customers that an individual merchant 
has determines his selling policy. There is all the differ- 
ence in the world between the successful methods of a 
city store that sells chiefly to corporations and the meth- 
ods employed by a suburban or small town store which 
sells mainly to individuals. 

Most men engaged in the hardware business know 
this, and many men both, in and out of the hardware 
business, forget it. Consequently a repetition is not 
wholly out of order. 

Take the case of a successful retail hardware store in 
a large city. This store, let us say, has on its books a 
number of large accounts. These accounts are corpora- 
tion accounts—factories, repair shops, branch units of 
large manufacturing companies, apartment houses, 
hotels, etc. Many of these establishments buy their 
hardware and supplies direct from the producers, and 
simply use the retail hardware store as a convenience, a 
place to pick up small items that are needed daily, and 
which it does not pay the factory to stock. Is this a good 
type of business for the retail hardware merchant? 
Usually it is. It frequently runs into several thousands 
of dollars’ worth of business every year. Most accounts 
of this kind discount bills. 

Moreover, practically all that a retailer has to do in 
connection with accounts of this kind is to stock the tools 
required, charge a reasonable retail price, and enjoy a 
good turnover without any selling effort to speak of at 
all. It boils down to service almost exclusively. 

A mechanic from a factory, for instance, will enter 
the store, either ask for a certain tool or help himself to 


it, sign a receipt and leave. Or the telephone will ring 
in the hardware store and the factory purchasing agent 
will place an order to be rushed over immediately to the 
factory. If the retailer tries to take up the time of the 
mechanic when the latter visits the store—that is, tries 
to sell him something more than he came to buy—the re- 
tailer won't do business with the factory very long. Time 
and labor cost too much these days. 

In contrast with this we have the hardware store in 
the smaller city, the suburban store, and the store in the 
larger cities which spécializes in selling to individuals 
rather than to corporations. Here merchandising talent 
is required, essential and profitable. 

These are the stores which carry tools for everybody. 
Tools for the boy, the home owner, the carpenter and the 
cabinet maker. Such a store, in’many respects, is the 
Emigh-Winchell Hardware Co., Sacramento, Cal. As 
may be seen by the accompanying picture, this store 
stocks and sells tools for everybody. It is a good slogan, 
a phrase easy to remember—tools for everybody. 

This firm turns its stock of tools about four times 
annually by advertising, by window displays, by selling a 
customer one thing more than the customer came into the 
store to buy. Also it makes it a point to carry the kind 
of tools favored by carpenters and mechanics, as well as 
other tools. 

It goes out after business at times, after the business 
of boys, who are the most important customers in the 
world to cultivate because they mean either the perpe- 
tuity or the slumping off of the life of a retail establish- 
ment. 

Note the details in the accompanying picture. It shows 
a way of displaying ordinary household tools that is un- 
common, attractive and effective. It is worth more than 
a casual glance. 
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Builders’ Hardware Department Meets 
Success In Three Years 


UCCESS has come to the builder’s hardware de- 
partment of the Clark Hardware Co.,, Nashville, 
Tenn., in a mere three years. Starting at scratch in 

1924 this firm enjoys an annual volume of more than 


$50,000 in finishing hard- 
ware and other essentials 
related to this line. These 
bare facts intrigued us, so 
we asked R. G. Briley, 
secretary, treasurer and 
manager how it was done. 
“Tt is all a matter of sales 
and operating policy” he 
told us. “We work just as 
hard to handle a builder's 
hardware order as we do 
to obtain the sale. When 
we secure an order our 
work has just started. 
Great pains are taken in 
assembling the order for 
delivery. Each item is 
carefully checked, so that 
the proper number of each 
number is included. This 
plan saves us time and 
money in the long run and 
obviously saves the cus- 


tomer considerable annoyance as well as time and money. 
We sell our services with the merchandise and empha» 
size our policy of care and promptness. 


Clark Hardware Co. of Nashville, Tenn., Enjoying 
Annual Volume of: $50,000 in Builders’ Hardware 


reputation grew quickly.” 











R. G. Briley 
Secretary- Treasurer and Man- 
ager Clark Hardware Co. 


H. A. Parrent 
Mer. Builders Hardware Dept. 
Clark Hardware Co. 


“We work just as hard to handle a builder’s hardware 


order properly as we do to obtain the order.” 


—R. G. Briley 








It didn’t take 


very long to convince builders, architects, contractors 
and other buyers that we meant what we said and our 


The builder’s hardware department is in charge of H. 


A. Parrent, who had one 
assistant last year and has 
since added the second 
helper. It is the practice 
of this department to al- 
ways have one man in the 
store, to handle phone in- 
quiries and to take care of 
any special service which 
may be desired. Customers 
appreciate this thoughtful- 
ness and frequently phone 
in substantial orders, 
knowing that these will 
have proper care by one 
who knows the problems 
of builders. 

When we visited the 
store last summer and saw 
the new show room devot- 
ed to locks, door sets, etc. 
Mr. Parrent showed us 50 
jobs in hand with a sub- 
stantial prospect list to 


work on. This energetic hardware man was brought up 
in the business, having worked for many years with a 
(Continued on page 87) 





Builders’ hardware showroom of the Clark Hardware Co., Nashville, Tenn., where contractors and owners select their requirements. 
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Part of the house furnishings department in the hardware store of Moore 
and Moore, Newton, Mass., showing their use of a clothes line display 


Selling 
Clothes 
Line 
ata 


Profit 


Mr.and Mrs. 

“Builder” each buy 

Sash Cord--but in 

different ways and 

for different pur- 
poses. 








*.. . about 600 ft. of No. 7 sash cord; what’s it sell- 
ing for these days?” Tom Usher, carpenter and builder, 
asked the question of Bill Evans, hardware and house 
furnishings. 

“Same kind as last? Let’s see, 6 hanks—at 55c. a 
pound .. .” 

Bill, as he spoke, moved back to the rear of the store, 
dived down out of sight behina the counter, and presently 
emerged with three 100-ft. hanks of sash cord, which 
he dumped on the scales. 

“How’s it coming?” he‘asked, as he chalked up the 
sale. 

“Good,” replied Tom. ‘We're putting the lights in 
the double house this afternoon. Start framing Dr. 
Smith's place tomorrow morning. Well, see you later.” 

“So long, Tom.” 

* * * 

“Oh, that reminds me—do you sell clothes line?” 

Bill Evans had just sold Mrs. Usher a folding iron- 
ing table, over on the house furnishings side of his 
store. 

“Yes, mam—that is, we sell sash cord for clothes line. 
How much do you need?” 

As he spoke, he led the way back to the hardware 
counter, and again dived into the dark bin down back of 
it, to emerge with a hundred-foot hank, which he placed 
before her. 

“That seems a lot—how much is it?” 

“Let’s see,” said Bill as he adjusted the scale. (To 
himself )—“One and five-sixth pounds at 55c. a pound.” 
( Aloud)—*“Ah, call it $1 for 100 feet.” 

“One dollar! Is that 100 feet? Well, let me see. I 
have four posts about—ah—well, how much do people 
generally buy for clothes line?” 

“We sell one or two hanks as a rule—you have four 
posts in the yard? Don’t know how far apart they are? 
Well, take this along—that’s one hundred feet—it will 
probably be enough.” 

“All right. I’ll take it. Do you know, I have been 
intending to get a new clothes line for months, but I 
didn’t know you carried it. I’ve been in here several 
times, too but each time I forgot it. Mrs. slack needs 
one too—she told me only the other day that she had 


been intending to buy 
one for weeks and 
weeks, but kept forget- 
ting it. This is sash cord, you say? My, it’s heavy, 
isn’t it?” 

“Shall I send it over?” 

“Could you? Hanna will need it this morning—if you 


could—right away? Thank you very much...” 
* * *x 


By R. G. Whiting 


Bill Evans fished for a stub of pencil and leaned 
across the counter. 

“Let’s see,” he mused, “$1 sale: one-third profit is 33c. 
Three minutes to make the sale and add delivery... . 

“Six hanks at one and five-sixths pounds each, eleven 
pounds, times 55c.—$6.05—gives $2.02 profit; selling 
time two minutes, and he took it with him.. .” 

That’s how it happened that when a cordage manufac- 
turer’s salesman dropped in that afternoon Bill re- 
marked: “Clothes line? No, we sell ’em sash cord. 
There’s no money in clothes line!” 

a * * 

Now let us see if Bill Evans is right or wrong about 
clothes lines. First of all, look at the market. 

Sash cord may last from six mgnths to thirty vears, 
depending upon its quality, how it was installed, and the 
number of times the window is used. 

An ordinary 6 or 7-room home will need about 300 
feet of cash cord for its double-hung windows. 

Every family in your neighborhood uses some form of 
clothes line. It may range from 25 feet to 200 feet long. 
This line when exposed to the weather for any length of 
time becomes soiled and should be replaced. Its average 
life is two years. 

Thus the clothes-line market offers you new business 
as well as a replacement business which might be roughly 
estimated at 50 feet per family per year at least. 

Who is selling this clothes line? Bill Evans is selling 
a lot of it, but not as much as he might. The grocers 
sell some ; a great deal is bought in the house furnishings 
and department stores, and a little goes through the ‘ 
and 10.” These merchants wouldn’t handle it if there 
wasn't any money in it. 

(Continued on page 89) 
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Walter C. Carroll to Leave Inland 
Steel Co., Chicago, III. 

Walter C. Carroll, for the past six years 

vice-president of the Inland Steel Co., Chi- 


cago, resigned Aug. 1 to become presi- 
dent of the National Association of Sheet 





WALTER C. CARROLL 


and Tin Plate Manufacturers, with head- 
quarters at Pittsburgh. He entered the 
steel business in the mills of the Ameri- 
can Sheet Steel Co. in 1902, and was ap- 
pointed district sales manager for that 
company at Detroit in the following year. 
When the American Sheet Steel Co. con- 
solidated with the American Sheet & Tin 
Plate Co. in 1904, Mr. Carroll was trans- 
ferred to the Pacific Coast sales office. 
In 1906 he was moved to the St. Louis 
sales office, and in 1908 he was made 
assistant general manager of sales for the 
Sheet & Tin Plate company, with head- 
quarters at Pittsburgh. In 1921 he went 
to Chicago as vice-president of the Inland 
company. 





Merger of Glidden Co. with 
Others Officially Denied 


Rumors have been circulated to the ef- 
fect that The Glidden Co., of Cleveland, 
Ohio; The Beaver Products Co., of Buf- 
falo, N. Y., and Certain-teed Products 
Corp., of New York City, would soon 
merge. Denials have been received from 
each company. The Glidden Co. says “not 
interested in any merger plans.” The 
Beaver Products Co. reports “the rumors 
have no foundation and should be entire- 
ly ignored.” And Certain-teed writes “full 
information will be given whenever plans 
for extending the business have reached 
the point where they may be published.” 





James Heddon’s Sons Buy 
the Outing Manufacturing Co. 


Of especial interest to the hardware 
trade is the announcement of the purchase 
by James Heddon’s Sons, Dowagiac, Mich., 
of the Outing Manufacturing Co., of Elk- 
hart, Ind., manufacturers of tackle and 
tool boxes. These items will be labeled 
“Heddon-Outing” and will be marketed 
with the Heddon line of rods, reels, baits 
and lines. The active management of the 


Elkhart Plant will continue under the di- 





rection of Clarence Dewey, founder and 
former president of the business. The 
superintendent of production will be David 
Woodcock, formerly assistant production 
manager of the Heddon plant. | John 
Neville, formerly head salesman for the 
Outing Mfg. Co., will be in charge of the 
sales of the tackle and tackle boxes for the 
Heddon Co. Lyell J. Wooster, vice-presi- 
dent and sales manager of James Hed- 
don’s Sons, will continue in the same ca- 
pacity, extending his activities to cover this 
other business. 


J.C. Ruf Resigns from 
Johnson Belting Co. 

John C. Ruf, president of the Johnson 
Belting Co., 423 East Fifty-sixth Street, 
New York City, since October, 1926, has 
recently resigned. 

Mr. Ruf was associated for a number 
of years with I. B. Williams & Sons, 
Dover, N. H., and has spent the greater 
part of his life in the mill supply busi- 
ness. He was twice president of the 
American Supply and Machinery Manu- 
facturers’ Association. 








Catalog B-27 Issued by 
Armstrong Bros. Tool Co. 
Catalog No. B-27 has just been issued 
by Armstrong Bros. Tool Co., 317 North 

Francisco Ave., Chicago, III. 

It supersedes all previous editions and 
covers the complete line of tool holders, 
pipe tools, ratchet drills, drop-forged 
wrenches, lathe dogs, clamps, and other 
machine shop specialties. There are also 
several new products mentioned in the 
catalog, among them pipe wrenches, a pipe 
vise, two sizes of chain pipe vise, and 
knurled edge pipe cutter wheels. 


“Magic Chef” August Issue 

Contains Many Good Items 

The August issue of the “Magic Chef,” 
published by the Direct Action Stove Co. 
Division of the American Stove Co., Lo- 
rain, Ohio, has just been issued. In this 
paper are many interestitg and instruc- 
tive articles. Among them several recipes 
for cooking tomatoes, “A Message to Food 
Advertisers and Their Agents,” window 
display suggestions and illustrations and 
an advertising schedule. 








Cincinnati Hardware Club’s 

Outing Was a Great Success 

Members of the Cincinnati Hardware 
Club and their families, to the number of 
125, assembled at Lauterbach Grove in 
Prince Hill, a suburb of Cincinnati, on 
Wednesday, July 20, for the organization's 
annual outing. This affair has been a fea- 
ture event for many years. Every form 
of amusement was provided for the enter- 
tainment of those present. Dancing and 
music, baseball games for the children, 
ponies to ride, and a card party for the 
ladies were a few of the attractions. Ice 
cream, soft drinks and coffee were fur- 
nished by the committee in charge of the 
affair. The committee consisted of Fred 
Wankelmann, Fred Miller, W. F. Belmer, 
Fred Guckenberger, Oscar Small, Jack 
Isham and E. J. Becker. 





Sears Re-elected President of 
National Council 


Seymour N. Sears, vice president of 


’ The Tucker Co. and First Chief Booster 


of The Hardware Boosters, New York 
City, was unanimously reelected president 





SEYMOUR N. SEARS 


of the National Council of Traveling 
Salesmen at the 1927 Convention which 
took place at the Hotel Pennsylvania on 
July 28. The convention lasted only one 
day but was divided into several sessions. 

The regular reception and registration 
of delegates took place in the morning. A 
special meeting of the National Executive 
Committee was also held. At noon an in- 
formal luncheon of the officers and visit- 
ing officials was served. During the after- 
noon session the business of the convention 
was transacted. Two important resolu- 
tions were adopted, one condemning the 
15c. hotel local telephone charge and the 
other supporting the Anti-Bribery Bill. 

Election of officers took place. Other 
officers which were elected are, Leo Gottes- 
man, first vice president; Robert B. Smith, 
second vice president; Edward N. Mayer, 
third vice president; W. B. Williams, 
fourth vice president; Sol Wolerstein, sec- 
retary and A. E. Foise, treasurer. 

In the evening a testimonial dinner was 
tendered to President Sears. Herbert L. 
Schamberg, of the Far Western Travel- 
lers’ Association, was the toastmaster. 
Hon. Charles H. Tuttle, U. S. District 
Attorney, spoke upon “Square Dealing.” 
Messages were read from J. J. Walker, 
Mayor of the City of New York; Gover- 
nor Alfred E. Smith and President Cool- 
idge. Aaron. M. Loeb, past president of 
the National Council, presented Mr. Sears 
with a very handsome shark seal portfolio, 
especially designed for carrying hardware 
and small samples. Mr. Sears responded 
in a very fitting manner, telling the 200 
delegates, guests and friends, of the work 
accomplished during the past year. 





Bonney Forge & Tool Promotes 
Wixson to Dist. Sales Mgr. 


W. W. Wixson, who has been in the or- 
ganization of the Bonney Forge and Tool 
Works, Allentown, Pa., for quite some 
time, has been appointed district sales 
manager of the central district. 
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‘Marshall W. Stedman Cele- 


brates Anniversary of 
Founding 


On Thursday, July 28, Marshall W. 
Stedman, Tyringham, Mass., celebrated 
the 100th anniversary of the establish- 
ment of the rake business he now con- 
ducts, There were many _ guests, 
speeches, and a luncheon. It was the 
biggest thing that has happened in 
that town for many years. 

Mr. Stedman’s_. great-grandfather, 
Capt. Thomas Stedman, first made 
hand rakes in 1827, and his son, Wil- 
liam, invented the first machine ever 
used for the manufacture of rakes. 
He was succeeded by his son, Martin 
Van Buren Stedman, and his son, Mar- 
shall took charge of the business in 
1887. Marshall W. Stedman has sup- 
plied hand rakes for the White House 
lawns for many years. 


Exports of Naval Stores Gain 
$500,000 on Month 


June exports of naval stores regis- 
tered an increase of $500,000 over those 
of the corresponding month in 1926, to- 
taling $4,657,103, it is shown by figures 
compiled by the Department of Com- 
merce and announced July 24. 

The greater part of the increase was 
in the export of gum rosin, June ship- 
ments of which were 180,575 500-pound 
barrels, valued at $2,919,480, against 
117,872 barrels valued at $2,570,903 in 
the same month last year. Exports of 
wood rosin for the month totaled 16,- 
396 barrels, valued at $255,299, against 
14,521 barrels, valued at $237,283 a year 
ago. 

Shipments of wood turpentine regis- 
tered a decline from 69,786 gallons, 
valued at $53,326, in June, 1926, to 23,- 
556 gallons, valued at $14,451, last 
month, but exports of gum spirits of 
turpentine showed a gain from 1,372,- 
887 gallons, valued at $1,223,240, to 
2,252,405 gallons, valued at $1,358,179. 

Exports of wood tar and pitch for the 
month totaled 2923 barrels, valued at 
$24,674 against 576 barrels, valued at 
$12,636, last year, and other gums and 
resins totaled 318,578 pounds, valued at 
$85,020, against 199,226 pounds, valued 
at $58,980. 


416,197 Freight Car Increase 
Predicted by Association 


The transportation requirements for 
twenty-seven of the principal commod- 
ities for the third quarter this year 
(the months of July, August and Sep- 
tember) will be approximately 416,197 
cars in excess of the same period last 
year, or an increase of 4.3 per cent, ac- 
cording to reports just received by the 
car service division of the American 
Railway Association from the thirteen 
shippers’ regional advisory boards 





which now cover the entire United 
States. These are dated July 25. 

On the basis of the reports, the car 
service division estimates that 9,992,- 
580 freight cars will be required to 
handle those commodities in the third 
quarter, compared with 9,576,383 cars 
for the same months in 1926. 

Of the thirteen boards, only two—the 
Southwestern and the Pacific North- 
west—estimated a decrease in business 
for the third quarter, increased trans- 
portation requirements compared with 
the corresponding period last year be- 
ing estimated by all other boards, rang- 
ing from three-tenths of 1 per cent in 
both the New England and the North- 
western regions to 11.7 per cent in the 
Central Western. The territory covered 
by each board corresponds roughly with 
the territory of each Federal Reserve 
bank. 





Rochester Hardware Association 
Enjoys Annual Outing 


One hundred and twenty-five members, 
guests and friends of the Rochester Hard- 
ware Association, Rochester, N. Y., gath- 
ered together on July 20 for the annual 
outing of the association. The trip was 
made without trouble to Irondequoit Bay, 
where the yearly baseball game was played. 
Umpire John E. Shatzel, past president of 
the association, again took his life in his 
hands while arbitrating between the teams 
of the East and West Sides of the city. 

Those who could not play ball enter- 
tained themselves by games of other kinds 
while waiting for dinner, which was served 
at 6.30 p. m. 

President A. D. Martin was toastmaster. 
He called upon Vice-president Martin Van 
Dussen of the State Association to tell 
about the National Convention which re- 
cently took place at Mackinac Island. Mr. 
Van Dussen spoke briefly and promised 
further details at a later date. John B. 
Foley, secretary of the State Association, 
was also called upon for a few words. 

The day was brought to a close with a 
second ball game—this time a five-inning 
game, with Umpire Shatzel again officiat- 
ing. The “Winchester” team was recruited 
by Chas. J. Henchen, who at different 
times played every known position on a 
ball team and several others not known. 
Mr. Henchen used nineteen players, all at 
the same time. The “Regulars” had a 
lesser number of players and were the 
losers. 

Details of the picnic were handled by a 
very competent committee headed by Edwin 
J. Sanger. 

President A. D. Martin will sail for 
France with the American Legion when 
it makes its trip to that country early in 
September. 


J. S. Krause Hardware Co. of 
Bethlehem, Pa., Moves Sept. 1 
J. S. Krause Hardware Co., located at 

535 Main Street, St. Bethlehem, Pa., an- 

nounces that on or about September 1 it 


will be located in the new store at 59 and 
61 West Broad Street, Bethlehem, Pa. 





Metropolitan Outing to Be at 
Indian Point, Aug. 18 


One of the biggest outings ever planned 
in the hardware trade is soon to be realized, 
for on August 18, 1927 the Metropolitan 
Hardware Association has arranged for a 
trip up the Hudson River to Indian Point. 
The Peter Stuyvesant, one of the latest 
boats in the Hudson River Day Line fleet 
has been chartered exclusively for this trip. 
There will be a noonday breakfast served 
on the trip up and a complete banquet will 
be served on the home trip. Ample time 
will be given after docking at Indian Point 
for games and other recreation. 

This is the first joint outing of the 
associations comprising the Metropolitan 
Hardware Association. They are the, 
Brooklyn Hardware Association, the Man- 
hattan and Bronx, the North Jersey Hard- 
ware Association and the Westchester 
Hardware Association. The boat will leave 
from the Day Line Pier in the Hudson 
River at West 42d St. at 9 A. M. and will 
stop off at West 129th St. Pier at 9.30 
A. M. It is imperative that all who de- 
sire to go should secure their tickets as 
soon as possible. The tickets will. be six 
dollars each, which includes the trip, the 
breakfast, the banquet and the facilities of 
Indian Point. 

H. A. Cornell, past president of the 
association is Chairman of the Outing Com- 
mittee. Tickets can be obtained from him 
at 30 Montgomery Place, Brooklyn, N. Y., 
and from any of the following, R. J. Atkin- 
son, 4 Ralph Avenue, Brooklyn, N. Y.; 
Walter M. Baxter, Walter M. Baxter Co. 
Inc., 83 Mamaroneck Avenue, Mamaro- 
neck, N. Y.; A. G. Birkenmeier, Jr., c/o 
Birkenmeier & Kuhn, 525 Clinton Avenue, 
Newark, N. J.; Henry Bond, 285 Wyckoff 
Avenue, Brooklyn, N. Y.; C. A. Bruhns, 
152 Amsterdam Avenue, N. Y. City; E. 
W. Chillingworth, c/o George Ferguson 
Co., New Rochelle, N. Y.; H. Douglass, 
2415 Jerome Avenue, N. Y. City; E. Fer- 
guson, c/o Tremont Hardware Co., 48 
East Tremont Avenue, N. Y. City; Rob- 
ert G. Hammond, c/o A. N. Nelson, 43 
Hamilton Avenue, Brooklyn, N. Y.; Fred. 
Horn, 5401 Fifth Avenue, Brooklyn, N. Y.; 
J. M. Kohlmeier, 1011 Third Avenue, 
N. Y. City; W. Frank Littell, Jr., c/o 
B. Myer Co., 470 Broad St., Newark, N. 
J.; Matthias Ludlow, c/o Ludlow & Squier, 
97-99 Market Street, Newark, N. J.; 
Arthur Manser, Summit, N. J.; David 
Mercer, c/o Fowler & Sellars Co., White 
Plains, N. Y.; Morris Miller, 620 Newark 
Avenue, Jersey City, N. J.; Sidney J. 
Milligan, c/o Crane & Milligan, 54 
Mechanics Street, Newark, N. J.;_ S. 
L. Riley, c/o Cornell Bros., Tuckahoe, 
N. Y.; H. R. L. Rohlfs, 4621 Third Ave- 
nue, Brooklyn, N. Y.; Louis Schelling, 734 
Willow Avenue, Hoboken, N. J.; A. 
Schimell, 414 W. Broadway, N. Y. City; 
M. L. Sheehan, 153-07 Jamaica Avenue, 
Jamaica, L. I.; C. H. Tilson, c/o Thos. 
Hindley & Son, 819 Sixth Avenue, N. Y. 
City; Henry Vogt, Sr., 305 Broadway, 
Brooklyn, N. Y.; V. A. Whitla, c/o Geo. 
A. Myers Co., 63 Washington Street, Pat- 
erson, N. J. 
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Snell Balloon Tire Jack Has 
Several Features of Interest 


A jack that has a handle which enters 
at the base, giving plenty of room for 
wperation is the Snell No. 2 All Steel Bal- 
loon Tire Jack, now being manufactured 
hy the Snell Mfg. Co., St. Louis, Mo., to 
meet the d-mand of car manufacurers 
ard owners who equip their cars with 





balloon tires, which require a lower jack 
with a greater lift. It is distributed 
by the Banner Accessory Mfg. Co., 2629 
La Salle St., St. Louis, Mo. 

The housing of the jack is made of 
seamless drawn steel, said to be scientifi- 
«ally designed to support heavy loads. The 
large six by four inch base forms a firm 
support which resists tipping as the weight 
is in the base. 

The screws move at the same time and 
would lift, it is claimed, 40,000 pounds, if 
it were possible for a man to lift this 
weight. The gears are made from hard- 
ened steel, completely enclosed and packed 
in grease. The jack is finished in red en- 
amel and has a black top. 

A folding handle completes the jack. 
It is 42 inches in length, all joints fitted 
with ball locks to prevent slipping out. 
The manufacturer states that the handle 
will not fold while operating. 

Shipping weight in standard packages 
of six jacks, 58 pounds. 





American Tissue Mills Gives 
Hints on Window Decorating 
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An interesting booklet, “Increasing Sales 





has recently been published by the Amer- 
ican Tissue Mills Co. of Holyoke, Mass. 
It explains the functions of a window— 
attract attention, arouse interest, create de- 
sire and secure action. Several sample win- 
dows arranged with crepe paper are illus- 
trated, as well as instructions on making 
rosettes, paper fringe, drapes, crepe paper 
tubes, fluted edges and ruffles. 

A color combination chart is supplied to 
provide harmonious combinations. Further 
information will be given, upon request, 
by the American Tissue Mills Co. of 
Holyoke, Mass. 





No Tools Needed to Install 
Noscrew Garden Hose Clamp 


Tools, of any description, are not re- 
quired to install the new garden hose clamp 
manufactured by Snap-Tite Clamp Co., 
Inc., 110 West Fourteenth Street, New 
York City. The Noscrew Clamp can be 
used in attaching a garden hose to the 
screw end, faucet connection, and when 
two are used, for joining hose together. 
It has neither screws nor bolts. It is said 
to be rust-proof and to have sustained 
pressure at all points. The Noscrew Clamp 





comes in three sizes, % in., 5@ in., and 
3% in. These clamps are packed in boxes 
of 50. Two Noscrew Clamps and a small 
section of brass pipe comprise a “repair 
kit.” The ends of the hose are brought 
together on the pipe and secured with the 
clamps. Repair kits are packed‘/10 to a box. 





Unusual Features Combined in 
New Bernard Pipe Wrench 
There are no springs in the new pipe 

wrench recently placed on the market by 

Wm. Schollhorn Co. of New Haven, Conn., 





| makers of Bernard pliers. The adjusting 


nut is at the rear end, instead of being 
at the middle of the yoke, so that the 


| user can readjust with the same hand that 
holds the wrench. The manufacturer states 


that this design makes it possible to keep 
the adjustment threads away from the 
throat of the wrench. The threads cannot 
come in contact with the work. 

Another feature of this wrench is the 
solid yoke. It is said that when the jaws 
are set they are parallel, like a vise. 

The wrench is made of alloy steel and 


‘Through Improved Window Displays,” | co:mes in two sizes, 10 and 14 inch, 





Compressed Air Sprayer Has 
Many Practical Uses 


In the spraying of insecticides, white- 
wash, cold water paint, oils and disin- 
fectants, the Banner Compressed Air 
Sprayer No. 22 is said to be very effi- 
cient. It is manufactured by D. B. Smith 
& Co., 414 Main Street, Utica, N. Y. 

The tank is of highly polished solid 
brass. A tank can also be secured of 





POUBLE BOTTOM -. DOUBLE STRENGTH 


galvanized steel, double seamed and well 
riveted. The regular equipment consists 
of two feet of hose, but any length may 
be used. When the sprayer is to be con- 
stantly used with oil, a special metal lined, 
yet flexible, oil resisting hose is furnished. 

The pump is seamless, 2 in. in di- 
ameter, and has a cast brass head. The 
malleable iron pump handle is said to be 
unbreakable. 

A few strokes of the pump will charge 
the sprayer and make it ready for work, 
the manufacturer claims. A shoulder strap 
with snap ends is provided for carrying. 
The four gallon tank is 25 in. high by 
7% in. in diameter. 





Screen Door Hinge Eliminates 
Blocks on Door-Frame Casing 


When hanging a screen door that is 
larger than the frame, it is very often 
necessary to place blocks on the door 
frame casing under the hinges, in order to 
bring them flush with the screen door. The 
Pressed Metal Products Co., 6925 Colfax 
Road, Cleveland, Ohio, is manufacturing a 
hinge which is said to eliminate these 
blocks. This hinge has an offset, provision 
being made for the thickness of the screen 
door so that one part of the hinge is at- 





tached directly to the casing and the other 
to the door itself. 











¥ 




















HARDWARE AGE for AUGUST 4, 1927 











(Washington Bureau of HARDWARE AGE) 

WASHINGTON, Aug. 2.—Tariff and taxes | 
promise to be political twins which will 
make their reappearance on the campaign 
stage. They promise to do all sorts of 
jigging for the voter at the Presidential 
race with their premiers at the next ses- 
sion of Congress. They are already earn- 
estly rehearsing their parts and making 
rapid progress. Possibly it is more accu- 
rate to say that they graduated long ago 
but merely are reenacting an old role. 

A special Senate committee now is 
studying operation of the flexible provi- 
sion of the Fordney-McCumber tariff act, 
and it likely will be praised and cussed, 
depending on the political faith. The tariff 
also is getting more and more in the lime- 
light as a bait for the farmer. It does 
protect him and it does not protect him. 
It hurts him and it does not hurt him. 
Both depending on the political slant. 

As for taxes, they should be reduced this 
way, and they should be reduced that way, 
depending upon the political angle. One 
side seems to wait till the other side ex- 
presses a view so that an opposing view 
can be expressed. Both sides have sufh- 
cient political sagacity to say taxes should 
be reduced. They agree that far, but pub- 
lic opinion forces that agreement. 

Chairman Green of the House Commit- 
tee on Ways and Means, perhaps because 
he is in the more responsible position, will 
not go so far as Representative Garner, 
ranking Democratic member of the com- 
mittee, in suggesting tax slashes. But Mr. 
Garner assuredly strikes a responsive chord 
when, among other suggestions, he calls 
for reduction of the corporation tax to 
10 per cent. He also urges reduction of 
the nuisance taxes, including theater and 
club dues, and asks for repeal of the auto- 
mobile tax. His verbal tilt with Mr. Green 
is carried in The Nation’s Business, and 
while it discloses nothing new, it does 
show that taxes are becoming more and 
more a political issue for the forthcoming 
campaign. Mr. Green says that “those 
who desire to have the corporation income 
tax reduced, and they are many, complain 
that while all other taxes have been large- 
ly reduced, the corporations have had their 


| tion of the individual rates. 
consider whether the corporation income | and advertising of its products. 





taxes increased. While this is not strictly 
correct, it is a fact that corporate taxes | 
have not been reduced in proportion to the | 
reduction in cther levies.” After discuss- | 
ing the subject at some length, Mr. Green 
arrives at the conclusion that “the ques- 
tion of corporate income tax can never 
be entirely separated from the considera- 





| manufactured 


By L. W. Moffett 


tax is paid by the stockholders by reason 
of decreased dividends, or whether it is in 
some form passed on to the individual 
consumers of the products of the corpora- 
tion or the users of its services. Those 
who seek the reduction of corporation 
taxes are asking for it on behalf of the 
stockholders, as a rule. But it is a com- 
mon assertion that corporation taxes are 
shifted, especially in cases of manufactur- 
ing concerns, to the ultimate consumer. 
His argument seems to indicate that he 
is favorable to relief for incomes under 
$500,000, and is opposed to repeal of the 
Federal estate tax.” The position of Mr. 
Garner on reducing corporation income 
taxes is made distinctly plain and has the 
support of business interests of the country. 

The growing talk of tariff can be ac- 
cepted by the business interests of the coun- 
try as a warning that a political onslaught 
from this direction is also in the offing. 
Never yet have the tariff and politics been 
saparated—and they never will be. But 
it had been at least hoped that taxes and 
politics would be separated. They have 
been, or virtually so, in rare instances. 
But the present is not one of those in- 
stances. Unless public opinion makes it- 
self vociferous and demands that politics 
be cut out, mere apathetic discussion on 
the part of the public will not mean any- 
thing, but united agreement, if the public 
itself can reach such an agreement, would 
do the work handsomely! 


Two recent stipulation proceedings just 
announced by the Federal Trade Commis- 
sion concerned manufacturers of iron or 
iron compound products, who described 
their wares in their advertising, letter-heads 
and sales literature with such phrases as 
“Cast Steel,” “High Grade Special Steel,” 
“Better Quality of Steel,” “New Process 
Converted Steel,” and “Semi-steel.” The 
Commission said the facts were that none 
of these products contained steel, but were 
made of malleable iron, cast iron or a com- 
bination of the two. These firms, accord- 
ing to the Commission, agreed to cease and 
desist without further proceedings. One 
of the concerns make a number of small 
tools, particularly hammers, and another 
hammers, hatchets, axes, 
wrenches, punches and chisels. The former 
concern agreed to cease and desist, the 
Commission said, from the used of the 
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Washington News Letter 


Tariff and Taxes, Political Twins, Rehearse for Campaign Stage—Federal 
Trade Commission Stipulation Proceedings—Resale Price Maintenance Survey 


word “steel” in the sale and distribution 
The other 
concern, the Commission said, agreed to 
cease and desist from advertising or label- 
ing tools as “Cast Steel,” “Belmont Steel,” 
“Calumet Steel” and “New Process Con- 
verted Steel,” or designating the tools as 
“Semi-steel” unless they are composed of 
such material. 

In making the announcements, the Com- 
mission said: 

“Self-regulation in business wherever 
possible in place of government regulation 
has been a policy of the Federal Trade 
Commission ever since this body started 
the practice of accepting stipulations in- 
stead of issuing formal complaints and 
orders to cease and desist. In all stipula- 
tions it is understood by the respondent 
that should the unfair practices complained 
of ever be resumed, the stipulation could 
be subject to use as evidence by the Com- 
mission in a further proceeding against 
the respondent.” 


Acting upon its own initiative, the Fed- 
eral Trade Commission has made plans 
to conduct a broad survey for the study 
of resale price maintenance in its many 
phases. The inquiry, which the Commis- 
sion says will be made for the benefit of 
trade and industry, will attempt to deter- 
mine a guide for Congress in future legis 
lation on price fixing, distribution and kin- 
dred topics. Facts will be sought about 
the advantages and disadvantages of re- 
sale price maintenance to manufacturers, 
wholesalers and retailers; costs, margins 
and profits of manufacturers and distrib- 
uters and the prices to consumers; causes 
and motives for price cutting by distrib- 
uters; and the relation of retail price 
maintenance to the multiplication of dis- 
tributers. The investigation will be un- 
der the general supervision of Dr. Frances 
Walker, chief economist of the Commis- 
sion. The Commission mentions the fact 
that it was set up to be an impartial fact 
finder for Congress in the realm of trade 
and industry, and points out the many per- 
plexities confronting the subject of resale 
price maintenance. Reference is made to 
the Kelly and other bills that have been 
introduced. The Commission explains con- 
flicting court opinions on the subject, and 
says it is expected the investigation will 
go a long way toward clearing up the 
difficulties, as, it is pointed out, this will 
be the first really comprehensive investi- 
gation of the subject undertaken. 
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General Market News 
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New Idea of Normalcy in American Business 
as Seen by Oliver Brothers 


O 


LIVER BROTHERS, INC., 71 Murray Street, New York 
City, in a recent market letter to clients, presented most in- 
teresting comments on conditions here and in Europe. 


The 


letter is of interest to readers of HARDWARE AGE, and through the 


courtesy of Oliver Brothers we are reprinting it in full. 


as follows: 


The building boom has continued for 
so long a period of time that it is no 
longer a “boom” at all, but has created 
a new idea of “normalcy” in that in- 
dustry. The press of war-time demands 
for guns and munitions, ships and hob- 
nailed shoes, bayonets and mess kits 
and soldier songs, left building pro- 
grams standing still during four long 
years. Soon after the last barrage was 
fired and before the last shred of ticker 
tape had fluttered down the canyons of 
Broadway over the heads of the return- 
ing troops vast plans were being pre- 
pared for repairs and replacements to 
neglected and hastily and carelessly 
patched properties, offices, factories, 
and mines, homes and schools, theaters 
and churches and hotels. 

In the elaborate program of new 
undertakings necessarily to be set in 
motion was to appear a rivalry in ideas 
and in scale of operation staggering to 
the imagination. The Roxy Theatre in 
New York, seating over 6000 devotees 
of the movies amidst surroundings of 
more magnificence than Bacchus ever 
dreamed of, is a fact; the long pro- 
jected monument to the Confederacy is 
rapidly taking shape in a mountain of 
granite outside Atlanta; the founda- 
tions have been dug for Pittsburgh’s 
Skyscraper University; in Chicago the 
largest Hotel in the world is in process 
of erection; Atlantic City is putting up 
its Convention Hall to seat fifty thou- 
sand or a hundred thousand people; 
(or is it a million?). So it goes, ap- 
parently without end—an enormous 
combination Church and Office Building 
here, an Athletic Stadium to accommo- 
date a quarter million people there, 
something new, something bigger and 
better and finer everywhere, or 
wherever there is a Chamber of Com- 
merce or an ambitious politician or a 
daring speculator to put it over. 

We have said that this is not a boom 
only because we never heard of a boom 
that lasted a decade, as this industrial 
epoch bids fair to do. We have tried 
to picture the story of business since 
the war in the preceding paragraphs 
on building, which is certainly the most 
strikingly romantic and materially im- 
portant feature of an era unparalleled 
since the beginning of recorded time. 
And the end is not yet. With seasonal 
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dips and swings, ups and downs, and 
the usual admixture of pessimism and 
optimism, with prosperity spread in 
seemingly unequal measure we look for 
a continuation throughout the balance 
of 1927 of conditions roughly parallel- 
ing those of corresponding months last 
year and the year before, and the year 
before that. 

Foreign relations are deserving of in- 
tent scrutiny at this time. In China, in 
Russia, and in the island kingdom of 
the North Sea developments are un- 
folding which may change the whole 
course of civilization. Living as we do 
under pressure and for our own age and 
generation, we are not vitally inter- 
ested, except the scholarly few, in the 
influence of current events on future 
ages, but policies now being formulated 
or soon to become apparent must direct- 
ly affect the course of American busi- 
ness, here and now. 

Since we discussed present day China 
in a superficial way in a Comment Let- 
ter a month or two ago nothing of a 
radical nature affecting the outside 
world has occurred there, except the 
definite breakdown of Russia’s design 
to assume a dominating position in the 
Kuomintang or Nationalist Party; aside 
from that it has been a changing game 
of battledore and shuttlecock among 
rival factions North and South. 

The situation in Europe appears to 
be loaded with dynamite, as much as 
in June, 1914, and, unhappily, the most 
reassuring feature of it is the disagree- 
able truth that the Powers of that Con- 
tinent are too impoverished to play the 
old familiar war game. 

Observing the tactics of London and 
Moscow in the matter of the Anglo-Rus- 
sian diplomatic break, of London and 
Tokio in and out of sessions with Amer- 
ican representatives at the Confer- 
ence struggling with the problem of 
limitation of naval armament, we are 
forced to conclude that the methods and 
technique of diplomacy are little if any 
more enlightened than they have been 
throughout the Centuries. 

The “war to end war” remade the 
map of the world, but seems to have 
settled nothing, and the early future 
offers dramatic possibilities. The Star 
of Destiny has an American hue. 








Business Holds Up Well, Says 
E. J. Cornish 


Business is holding up remarkably 
well, E. J. Cornish, president of the 
National Lead Co., declared July 28. So 
far as National Lead is concerned or- 
ders are said to be “satisfactory,” and 
the outlook for the second half of the 
year is considered good. 

Earnings for the first half of the 
current year, Mr. Cornish said, are 
somewhat behind those of the corre- 
sponding period in 1926. Earnings for 
1927 will be considerably below those 
of last year, this being explained by 
the fact that National Lead sold its 
interest in a number of subsidiary 
properties at a profit in 1926. This, Mr. 
Cornish explained, will be reflected in 
earnings for the current year. 





June Retail Sales Above Same 
Month Last Year 


Distribution of merchandise through 
retail channels in June declined less 
than is customary for the season and 
sales were slightly larger than in June 
last year, according to reports received 
by the Federal Reserve system from 
department stores, mail order houses 
and chain stores and announced July 28. 

Sales of department stores for the 
country as a whole were in about the 
same volume as a year ago, but those 
of mail order houses were 1.6 per cent 
larger. Reports from chain stores in 
seven lines of retail trade showed 
larger sales in June of this year than 
in 1926 in all lines except cigars and 
music, but these increases. reflect 
growth in the number of stores in each 
chain, as well as changes in the amount 
of sales. 

For the first half of the year as a 
whole retail trade was larger than in 
the corresponding period of 1926. Sales 
of department stores and mail order 
houses averaged slightly larger than 
in the first half of 1926, while those 
of most chains of stores were sub- 
stantially larger. 

While sales of department stores for 
the country as a whole were in about 
the same volume in June as a year ago, 
there were wide variations in different 
sections of the country. In the Boston, 
New York, Chicago and San Francisco 
Federal Reserve districts sales averaged 
from 1 to 5 per cent larger than in 
June, 1926, while in the other districts 
sales were smaller, declines from a year 
ago ranging from less than 1 per cent 
in the Cleveland district to nearly 6 
per cent in the Dallas district. 
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Good Hot Weather Demand—Chicago 


Replacement Orders Are Heavy 


(Chicago Office of HARDWARE AGE) 


CHICAGO, Aug. 2.—The hardware trade in the Chicago territory 
continues to be typical of hot weather with a very heavy demand for 
electric fans, ice cream freezers and the like. Preserving and can- 


ning supplies are also moving well 
real activity in other lines. 


but there is somewhat of a lack of 


The fact that replacement orders from the dealers are frequent is 
an indication that retail stocks are low. Also, as yet, the dealers 
are not doing any material volume of buying for their fall needs 
but “hand-to-mouth” buying has gradually become an accepted 


policy, so the lack of future orde 

worry amongst the jobbers. 
Prices are steady and firm all 

indication of pending fluctuations. 


rs at the present is causing little 


down the line and there is little 


Crop conditions are steadily improving with the alternating rains 


and hot weather. ‘In the small gr 


ain districts harvesting is already 


under way and good yields are reported. The corn crop, however, 
is looked upon as rather light due to the abnormally cold weather 
and late start earlier in the season. 

Collections are fairly satisfactory. 





AUTOMOBILE ACCESSORIES.—Or- 
ders continue in normal volume on 
tourist and camping accessories. Tire 
sales are good, with no change in 
prices. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 

Spark Plug.—Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 538c. each; A. C., 53c, each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Light. — Appleton, No, 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount, 

Jacks.—National Standard, No. 21, 
$1.30 each. 

Pumps. — Rose, 1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.75 each; regular 
cord, $6.60 each; gray inner tubes, 
30 x 34%, $1.24 each; red inner tubes, 
30 x 3%, $1.45 each. 


BASEBALL GOODS.—Baseball goods 
continue their abnormally heavy sales, 
better than for some time past. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Goldsmith Official 
League Balls, $15 dozen; Special 
Official League Balls, $8.90 dozen; 
Slugger bats, $16.20 doz. 


BOLTS AND NUTS.—Sales are rather 
quiet and prices still unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount: small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE. — Orders 
continue in good volume. Prices still 
as last reported. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $1.92 
per doz, pair, case lots—less quan- 
tities, 12c. per doz. pair higher; 4 x 
4 steel butts, old copper and dull 
brass finish, $2.64 per doz. pair, case 
lots—less quantities, 12c. per doz. 
pair higher; heavy steel bevel inside 
sets, $5.75 per doz. sets, case lots: 
steel bit-keyed front door sets, $1.45 
per set; wrought brass bit-keyed 
front door sets, $2.49 per set; cylin- 
der front door sets, $6.00 per set. 


CAMP STOVES AND CAMP FURNI- 
TURE.—Tourist demand is very brisk, 
seemingly greater each successive sea- 
son. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Coleman No. 2 Camp 
stoves, $8.50 each; Coleman No. 1 
Camp stoves, $6.25 each; American 
Kamp Kook No, 3 stoves, $4.20 each; 
American Kamp Kook, No. 7 stoves, 
$6.00 each; Gold Medal cots, $32.50 
doz.; Gold Medal badger cots, $26.25 
doz, 










CHAIN.—Sales are very good, with 
prices quite firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof cow 
chains, $8.50 per 100-lb. Tenso Bull 
Dog and Brown coil chains, 50-10 
per cent discount, No. 00-4% electric 
welded cow ties, $2.75 per dozen. 

COPPER RIVETS AND BURRS.— 
Present very low prices still continue, 
but it is uncertain how long they can be 
effective. Sales are very active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 

ELECTRICAL MERCHANDISE.—No 
changes and market is steady. The 
demand fer heating appliances and fans 
good. Sales of electric irons strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 





Electrical Merchandise. — No. 14 
rubber covered wire, $6.25 per 1000 
ft.; in 1000 ft, lots, $5.75; No. 18 lamp 
cords, $12.50 per 1000 ft.; in 1000 ft. 
lots, $12; %-in., brush brass_ key 
sockets, 15%c. each; two-way plugs, 
45c. each, in lots of 10, 40c. each; 
two-piece attachment plugs, 7c. 
each; dry cells, boxes of 50, 32%c. 
each; less than case lots, 36c. each. 

Electrical Appliances.—Irons, Hot 
Point, $4.20; lots of six, $3.89; Sun- 
beam, $5.00; lots of six, $4.72. Table 
stove; Armstrong, $8.00. Percolator, 
Universal 9169, $16.65. - 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 776, pack- 
ages of 10, $1.30; No. 767, $2.62 each; 
No. 767, packages of 5, $2.44 each; 
No. 770, $3.40 each; No. 770, pack- 
ages of 5, $3.17; No. 772, $2.62 each; 
packages of 5, $2.44; No. 486, $3.58 
each: No, 486, packages of 5, $3.33. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each. 


FILES.—No recent changes in demand 
or in prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 

50 per cent off list. 


FISHING TACKLE.—Sales are still 
very large, especially on the better 
grades of rods and reels. Factories are 
still behind with their orders. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Bronson No. 100, $2.25 
each; Chicago; level winding reel, 
$2.00 each; Symploreel No. 752, $4.90 
each, South Bend Bass-Orenos, $8.00 
doz.; Heddon’s Zig-Wag, $10.00 doz.; 
high grade silk casting line, $1.40 per 
100 yds. 

GALVANIZED WARE. — Galvanized 
ware, especially kerosene and gasoline 
cans, are now at the peak of season de- 
mand, with jobbers’ stocks low. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No, 1, $6.00; No. 2, 
$6.85; No. 3, $8.00; 10 qt., galvanized 
after-made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.60. One gal. all galvanized, 
oil cans, $2.75 doz.; 2 gal., $4 doz.; 3 
gal., $6.00 doz.; 5 gal., $7.00 doz.; 1 
bu. galvanized baskets, $6.20 doz.; 
No. 26% bu. bailed galvanized meas- 
ures, 97.50 per doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Continued seasonable weather 
keeps up a very active demand for 
sprinklers and nozzles. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., llc. per 
ft.; %-in., 124c. per ft.; 5 ply, good 
quality, wrapped, %-in., 8c. per ft.; 
%-in., 9%c. per ft. Lawn = sprin- 
klers, Rain King, $28 a doz.; original 
fountain sprinklers, $6.00 doz. 

GLASS AND PUTTY.—Sales are run- 
ning quite normal; prices are un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 
brackets, 88 per cent discount; single 
strength B, all brackets, 89 per cent 
discount; double strength A, all 
brackets, 88 per cent discount; double 
strength B, all brackets, 89 pe _cent 
discount; putty, pure, grade, $4.25 per 
100 lb.; commercial, $3.50 per 100 Ib. 

GOLF GOODS.—A very fast growing 
demand, with new customers always 
available, should justify dealers to carry 
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golf goods in stock. Present prices are 


attractively low. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 
medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, 
$4.50 each; Crawford-McGrevor steel 
shaft iron clubs, $3.50 each; Grand 
Slam wood clubs, $4.75 each; Grand 
Slam iron clubs, $3.35 each: U. S. 
Royal Golf Balls, $6.50 doz.: St. 
Mungo Colonel Golf Balls, $6.50 doz. 


HANDLED HAMMERS AND 
HATCHETS.—No early price change is 
expected. Orders are very good, espe- 
cially on the popular priced grades. 


HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b, Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz., machinists’ 
hammers, first quality, $9.20 doz.; 
competitive grade, 16 oz., nail ham- 
mers, $6 to $8 

HATCHETS— 
We quote from jobbers’ stocks, 


f.o.b. Chicago: First quality hatchets, 

No. 2 shingling, $12.50 doz.; First 

quality hatchets, No. 2 broad, $16.40 

doz.; medium quality hatchets, No, 2 

shingling, $8 doz.; medium quality 

hatchets, No, 2 broad, $12.50 doz. 
HANDLES, AGRICULTURAL.—While 
there is no scarcity of handles at the 
present time, an ample supply of ash 
timber is becoming more difficult to 
obtain each year. Prices on handles 
for next season have not yet been an- 
nounced. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight 
chucked and _ bored, best grade 


4% ft., $4.15 doz.; 5 ft., $5.00 doz.: 
4% ft., $3.65 doz.; 5 ft. $4.45 
doz. ; X, 4% ft., $2.35 doz.; 5 ft., $2.75 


Hay Fork Handles.—Bent-chucked 
and bored, best grade, with strap, 


ferrule and cap, 4% ft., $6.20 doz.; 
5 ft., $7.10 doz.; XX, 4 ft., $5.00 doz.; 
4% ft., $5.40 doz.; 5 ft., $6.25 doz.; 


xX plain, 4% ft., $3.60 doz.; 5 ft., 
X plain, 4% ft., $2.70 doz.; 

5 ft., $3.25 doz. 

Manure Fork Handies.—Bent, om 
grade, plain, 4 ft., $4.35 doz.; 
$4.70 doz.; XX plain, 4 ft., $3.85 doz.: 
4% ft., $4.15 doz.; plain, 4 ft., $2. 50 
doz.; 4% ft., $2.85 doz. 

Garden Hoe Handiles.—XX, 4% ft., 
$3.20 doz.; X, 4% ft., $2.20 doz. 

Garden Rake Handles.—XX, 5% f 
$4.80 doz.; 5% ft., $3.05; 6 ft., $4.06: 

Shovel Handles.—Regular Pattern, 
XX, 4% ft., $6.10 doz.; X, 4% ft., 
$3.50 doz.; P handles, best grade, 
$7.00 doz.; X, $5.50 doz. 

Spade Hn sega cy best 
grade, $6.80 doz.; X, $5.2 


HANDLES, TOOL.—The price trend is 
slowly upward, with no particular 
changes this week. Orders are in about 
normal volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe_Handiles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—No letup in the active de- 
mand and no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 


in bundles, he 88c.; 5-in., $1.16; 
6-in., $1.28; 8- $2.05; 10-in., $3.45 
per doz. pair; Galek heavy tg hinges, 
in bundles, . in., $1.21; 5-in., $1.49: 
6-in., $1.53; 
per doz. 


8-in., $ 49; 10-in., $3.71 





HUNTING CLOTHING.—Dealers are 
placing fall orders now in good volume. 


ICE CREAM FREEZERS.—Seasonable 
weather keeps up very large sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
3: $4.80 list; 2 qt., $5.60 list; 3 at., 
6.75 list; 4 qt., $8.25 list; 6 qt., 
$10.45 list ; 8 qt., $13.40 list; 10 qt., 
$17.90 list; 12 qt., $21.50 list; 15 qt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 
$42.60 list; Arctic, 1 qt., $4 list; 2 at., 
$4.60 list; 3 at., $5. 45 list; 4 qt., $6.80 
list; 6 at., $8.60 list; 8 qt., $11.10 list. 
All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.05 list; 2 aqt., 
$3.45 list; 3 qt., $4.10 list; 4 qt., $5 
list; 6 qt., $6.30 list; 8 qt., $8.20 list; 
10 qt., $10.75 list; 12 qt., $14 list; 15 
t., $17 list; 20 qt., $21.50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
per doz.; 2 qt., enamel, $10 per doz.; 
4 qt., enamel, $18 per doz, Above 
prices are net, 


AWN MOWERS.—Prices for next sea- 
son have been announced and will be 
the same as for the past season. Late 
orders for the current season are still 
in evidence. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 16-in. ball bearing, 
5-knife, 11l-in. wheels. $12.35 each: 
16-in., ball-bearing, 4-knife, 1044 in. 
wheels, $10 each; 16-in., plain bear- 
ing, 4-knife, 1044-in., wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in., wheels, $7.35 
each; 16-in. ball bearing, 4-knife 
8-in. wheels, $8 each; 16-in., plain 
Searing, 3-knife, 8-in. wheels, $5.85 
each. 


NAILS.—Jobbers’ sales are satisfac- 
torily large and there is a firmer tone 
to the market. Prices are considered 
low. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire and ce- 
ment coated nails, current orders, 
$2.95 per keg base. 

PAINTS AND OILS.—There is a good 
active demand. 


We quote from _ jobbers’ 
f.o.b, Chicago: 
Linseed Oil.—Raw, barrel lots, 9c. 


stocks, 


per gal.; 5-barrel lots, 88c. per gal. 
Linseed Oil.—Boiled, barrel lots. 
94c. per gal.; 5-barrel lots, 9lc. per 
gal. 
Denatured Alcohol. — Barrel lots, 


53%c. per gal.; steel drums extra $6, 


returnable. 

Turpentine.—Drum lots, 67c. per 
gal. net, 

White Lead. — 100 lb. lots, $13.75; 
50 Ib. lots, $7.00; 25-Ib. lots, $3.50; 
12%-lb. lots, $1.80. 

Shellac.—(4%4-lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

- Dry Paste.—Barrel lots, 7%4c. per 

. 


PREPARED ROOFING.—Roofing and 
shingle sales aré somewhat quieter. 
The market is well maintained. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, 2.50 per 
square; best grade talc surfaced, $2.65 
per square; medium tale surfaced, 
$2 per square; light tale surfaced, 
$1.20 per square; red rosin sheath- 
ing, $57 per ton. 


PYREX WARE.—No change in price 


or demand this week. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 
New Handled Casseroles. — Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 





Oval, No. 632, $12 doz.; No. 633, $14 
doz. ; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 per doz.; 
No. 209, $7.20 per doz. 

Tea Pots.—2 cup, $21 doz.; 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$6 per set. 


ROPE.—Present prices are expected to 
continue until at least to. Sept. 1. Sales 
are only fair. 


4 cup, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, standard 
brand, 23c. to 25%4c. per lb.; No. 2 
manila, 22c. per lb.; No. 1. sisal, 
14%%c. to 16c, per Ib.; No. 2 sisal. 
1314%4c. to 15c, per Ib. 


SASH CORD.—Cotton is trending up- 
ward and the market is strong. Busi- 
ness remains good. 


We quote from_ jobbers’ stocks, 
f.o.b. Chicago: No 7, standard 
brands, $7.65 per doz. hanks; No. 


8, $8.75 per doz, hanks. 


SASH PULLEYS.—Prices are as last 
reported, with good sales volume. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz. Common- 
sense, 2-in., 60c. doz.; barrels, 54c. 
doz.; No. 110, 46c. doz.; barrels, 42c. 
doz. 


SCREWS.—Sales are rather quiet. 
Present low prices must be too low fot 
profit to the manufacturers. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 75-20-35 per cent; round 


head, blue, 13% 5 -20-35 ee cent; flat 

head, brass, 21% -20- per cent; 

round head brass, 70-2035 per cent. 
SOLDER AND BABBITT.—Sales are 
quiet, with prices showing no change. 


We quote from_ jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-30 
solder, $42. 50" i 100 1lb.; medium, 


45-55 solder, $41.50 per 100 Ib.; tin- 
ners, 40-60 solder, $40.50 per 100 Ib.; 
high speed babbitt metal, $20 per 100 
lb.; standard No. 4 babbitt metal, $13 
per 100 Ib. 


STEEL SHEETS.—There is a very 
good demand. Local prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 2 “gage galvanized 
sheets, $5.30 per 100 lb.; 28-gage black 
sheets, $4.20 per 100 Ib. 


WRENCHES. — Sales are especially 
good on agricultural wrenches. Prices 
are steady. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list;  Stillson 
wrenches, 70 per cent discount: 
Trimo, 65-70 per cent discount. 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No, 101 Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $7.50; No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 90 Square Socket, Set, 
$3.70; No, 1817 Giant “Snap-on” with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches lIess 33% _ per 
cent discount. 


WIRE PRODUCTS.—Present prices 
continue quite firm. Orders are still 
satisfactory for this time of year. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 9 galvan- 
ized plain wire, $3.40 per 100 Ib.; 
catch ay ny galvanized cattle 
or hog wir 65 per cwt.; 80 rod 
spool of aalvsnmed hog wire, $3.18 
per spool. Polished fence staples, 
$3.40 per 100 Ib. 
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Seasonal Lines in Demand in 
Pittsburgh District—Prices Firm 


(Pittsburgh office of HARDWARE AGE) 


! 


| off within the next two or three weeks. 


PITTSBURGH, Aug. 2.—Continuance of good weather in the Pitts- | Jobbers quote: 
burgh district has brought about sustained demand in seasonal lines. 
Requirements for such items as haying tools, electric fans, hose and 
sprinklers still are fair but are expected to taper off in two or three 


weeks. 


Some jobbers report unusual activity in demand for screen 


doors and windows and screen wire cloth. Recession in these lines, 
however, may also be expected in a short time, now that the trade 
has pretty well covered on some supplies for the present season. 
Activity in radio batteries has been exceptional this year and is be- 
ing well maintained. Demand for paints and plate glass is lagging 
somewhat, but prospects of early improvement are declared to be 


good. 


The price situation generally remains unchanged. Sheet copper 
has advanced 1c. a lb., while solder is off 214c. per lb. The tur- 


pentine price has advanced 3c. per lb. in barrel lots. 
Collections are normal for this sea- 


these lines continues to be fair. 


Business in 


son of the year except in depressed sections of the coal mining dis- 


trict, where they are poor. 


BATTERIES.—Interest in radios is 
keeping up this summer better than 
heretofore by reason of continued 
broadcasting of high grade concerts. 
The result has been a good sustained 
demand for batteries. Jobbers’ quota- 
tions follow: 





Broken Unit 
Packages Packages 

No. $1.05 $0.97 
No. 3.33 
No. 1.14 
No. 1.14 
No. _ 1.30 
No, 2.44 
No. 2.44 
No. 3.17 
No. .39 
No. 36 


711 .40 -36%4 
_ No. 6 dry — — type unit 
pagkages. 32%c. 3 

Flashli lghts.—No. ‘985, 9%4c. each; 
No. 950, 914c.; No. 790, 181hc.; No. 
No. 750, 18%c.; No. 751, 25c. 

Hot Shot.—No. 1461, $1.67; No. 

1661, $2.37, 
LANTERNS.—A good buying move- 
ment in lanterns has set in. Orders 
have been placed during the past week 
in unusually good volume. This is due 
in part to the need of lanterns for use 
as traffic signals in connection with 
road work. Jobbers quote: 


Monarch lanterns with white 


globes, $8.00 per doz.; with ruby 
globes, $10 per doz.; Little Giant lan- 
terns with white globes, $11 per doz. ; 
with ruby globes, $13 per doz. 


BOLTS, NUTS AND RIVETS.—The 
Graham Bolt & Nut Co. has issued a 
supplemental list on track bolts under 
its new policy of selling on the piece 
instead of the pound basis. The new 
list includes all sizes above %-in. in 
diameter and supplements that of April 
1, which included all sizes up to and 
including %-in. in diameter. It is the 
plan of the company to dispose of the 
pound basis entirely, and the change is 
expected to affect the sales policy of 
jobbers in this line. Jobbers report 





that demand for bolts, nuts and rivets 
is only fair, and quote the following 
prices: 

Bolts.—All styles except stove and 
tire bolts, per 100 pieces. 621% per 
cent off list; stove bolts, 75 and 10 
per cent off list; tire bolts, 50 and 10 
per cent off list. 

. _ -—All styles, 621%4 per cent off 
is 

Rivets.—Large, $3.50 base, per 100 
pieces; small wagon and _tinners’ 
rivets, 60 per cent off list. 


SHEET METAL.—The price of sheet 
copper has advanced %c. per lb, to 
21%c. from 21%c., and is due to the in- 
crease in price of electrolytic copper. 
Sheet metal prices are firm, but de- 
demand is only mederate, as is usually 
the case during July and August. 

We quote sheet copper at 21%c. per 
lb. from jobbers’ stocks in lots of 
300 lb. or more and 25%c, per Ib. in 
single sheets; sheet zinc, llc. per Ib. 
in loose sheets, 10c. in 100-lb. casks; 


9.80c. in 300-Ib. casks, and 9.80c. in 
600-lb. casks. 


BUILDERS’ HARDWARE.—No _im- 
provement has developed in demand for 
builders’ hardware, which is only fair. 
Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $17 per 100 pair; 
3% in. x 3% in., $17.50; 4 in. x 4 in., 
$27.50. 

Hinges.—Heavy strap, 6 in., $1.47 
per doz.; 8 in., $2.47; 10 in., 
extra heavy, T, 6 in., $1.87 per doz.; 
8 in., $3.18; 10 in., $4.48; light strap, 


— screws, packed one pair in a 
box, 3 in., $9.27 per 100 pair; 4 in 
$11.20 light T, 3 in., $10.67 per 100 


pair; 4 in., $12.50. 

Hasps. — Hinge, without screws, 
single dozen lots, 3 in., 64c. per doz.; 
4% in., 76c.; 6 in., $1; safety, 3 in., 
i eal doz.; 4% in., $1.14; 6 in., 


Garage Sets.—Swinging hinges, 10 
in., $2.50 per set. 
COW SPRAYS AND SPRAYERS.— 
Continued good demand exists for these 
items, but is expected to show a falling 





Sprays.—Ez Bos, % gallon, $8.40 
per doz.; 1 gallon, $13.50. 

Sprayers.—Cyclone, $4.50 per doz.; 
Glass tank, $5.50; Baby Midget, $2.50. 


SOLDER.—The price of solder has de- 
clined 2%c. per lb. to 39%ec. from 
42%c., and is due to the drop in prices 
of pig tin. Demand is only fair. 

EGG CARRIERS.—Steady demand pre- 
vails for aluminum egg carriers. These 
containers fast are becoming a staple 
product, and while demand at this sea- 
son is better than it is during the cold 
weather, nevertheless is being sus- 
tained on a good basis the year round. 
Jobbers quote: 


Egg Carriers.—114 doz., 85c. each; 
2 doz., $1; 3 doz., $1.20; 4 doz., $1.35; 
6 doz., $1. 85. 


ELECTRIC FANS.—Active demand 
continues for electric fans, but period 
requirements are becoming satisfied 
and the usual decline in demand is ex- 
pected to come about within the next 
two weeks. Jobbers quote: 


— Cub, ng 6 in., each in lots 
of 12, $2.85; 8 in., $3.20; in lots of 12, 
$3; tb in. stationary, $4. 60; in lots of 
6, $4.35; oscillating, $7; in lots of 6, 
$6.64. 


HAYING TOOLS.—Steady and fair de- 
mand for these items continues, but is 
expected to show a decline within the 
rext fortnight. Jobbers quote: 
Forks.—Three-tine, $7.45 to $15.60 
per doz.; 4-tine, $13.32 to $14; bale 
forks, double harpoon, No. 313, $1.60 
each; single, No. 319, $3.50. . 
Rakes.—No. 2, $3.25 per doz.; No. 


1, $4. 

Carriers.—No. 5, $7 each; No. 20, 
$7; steel track for No. 5 carrier, 18c. 
per ft. 

HOSE AND SPRINKLERS.—Demand 
for these lines continues good. Jobbers 
quote: 

Sprinklers.—Ring, $6 per doz.; Rain 
King, $2.35 each; Pluvius, $1. 15; two 
purpose, $1.30. 


Sprinkling NM —4 qt., $6 per doz.; 
6 qt., $6.60; , $7.70; 10 qt., $8.10; 
12 at., $10; 16 nm $12.60. 

Hose. —In 250-ft. reels, % in., 9%4c. 
per ft.; % in., 10¢. ; % in., 11%c.; in 
50-ft. lengths, ye per ft. higher; 


Germ Spray nozzles, $6 a doz. 
Hose Reels. — Victor, $1.75 each; 
No. 2, $2.60; Reeleasy, $1.35. 


INSECTICIDES AND SPRAYERS.— 
Activity in these lines has been un- 
usually good this season and continues 
to be satisfactory. Jobbers quote: 


Insecticides. — Arsenate of lead, 
powdered, 1-lb. packages, 26c. per 
Ib.; 100-Ib. pac AE sy 19¢e. per lb. Bor- 
deaux mixture, 1-lb. packages, 25c. 


per Ib.; 100-lb. packages, 13c, per Ib. 
Sprayers.—1 aqt., $3 to $7.50 per 
doz.; larger capacities, $3 to $5 each. 


ORNAMENTAL FENCE.—The heavy 
demand for ornamental fence has 
passed, but there still are belated or- 
ders which give fair activity to the 
market. Jobbers quote: 

Cyclone lawn fence, LX, 36 in., 
$7.25 per 100 lineal ft.; 42 in., $8.25; 
gates, 3 in: x 36 in., $2.70 each. 

PAINTING SUPPLIES. — Turpentine 


price has advanced 3c. a gal. in barrel 
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lots to 75c. from 72c. Demand is good. 
Raw linseed oil has declined in price to 
12.5c. per Ib. in barrel lots from 12.6c. 
The market for this product is quiet, as 
it is also for paints and glass. Job- 
bers quote: 

Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gallon; 
lower grades, $2.25; white lead, 13%c. 
per lb. in 100-lb. lots; 10 per cent less 
in lots of 500 lb. or more and extra 
4 per cent less in lots of a ton or 
more; turpentine, 75c. per gal. in 
barrels lots; raw linseed oil, 12.5c. per 
Ib. in barrel lots. 


PRESERVING AND BEVERAGE 
SUPPLIES.—Only moderate activity 
prevails in the market for these lines. 
Jobbers quote: 


Cherry Seeders. — Brighton, $8.40 


per doz.; Dandy, $12; Enterprise, 
$16.20. 

Botties and Caps. — Quarts, $9.50 
per gross; caps, 20c. to 22c. per 
gross; stoppers, $2.25 per dozen; 
cappers, $10.50 per dozen. 

Strainer Sets.— Everedy in dozen 


lots, strainer stand, $4 per dozen; 
strainer bag, $2 per dozen; filter bag, 


$4 per doz. 

Scales.—Universal, No. 1021, $1. s: 
No. 11021, $1.55; No. 19221, $2.50; No 
1621, $3.50. 


Mason Jars.—Pints, $8.80 per gross; 
quarts, $10.10; 2 quarts, $13.15. 
Jar Rubbers.—Double lip red, 80c. 


per gross. 
Canning Racks.—No. 1, single jar, 
70c, per doz.; No. 2, 8 jar, $3.60 per 


doz.; jar wrench, 75c. per doz. 

Fruit Presses.—Enterprise, No. 6, 
$6.25 each; Juicy, 3 qt., $3.50 each; 
6 qt., $4. 30: 12 qt., $6; Brighton, 2 qt., 
$3 each ; 4 qt., $4.50; 10 qt., $7. 

Cider Presses.—Eagle, single tub, 
$12.10 each; Eagle as $24; Cant- 
clog, single tub, $14.8 

Meat Choppers. — ;, Enterprise, No. 
12, $5.25 each; No. $9; No. 32, $11. 

Kraut and Slaw "Riahioes — Slaw 





cutters, Rapid, $3 per doz.; No. 625, 
$3.60; No. 626, $4.80; Kraut cutters, 
No. 67 > $1.15 each; No. 673, $1.35. 


Oak Kegs.— 

” Red White White Oak 

Oak Oak Charred 
SS errr $1.35 $1.45 2.40 
aaa .80 1.95 2.85 
15-gal. ...... 2.00 2.15 3.20 
wee 2.25 2.45 3.75 
a. eee 2.65 2.85 4.35 
ae ee 2.85 3.00 4.50 
50-gal. ...... 3.75 4.20 6.50 


ROPE.—There still is a fair demand 
for sizes for use in connection with 
haying tools. Otherwise the market is 
quiet. The base price of first quality 
manila remains at 24.5c. per lb. 


SCREEN WIRE GOODS.—Orders in 
fair volume still are being filled in these 
lines, but the peak demand has passed. 
We quote from Pittsburgh jobbers’ 
stocks: 


Wire Cloth.—Black, 
per 100 sq. ft.; galvanized, 
$2.10; bronze, 14-mesh, $5.50. 


2 ft. 8 in. x 


12-mesh, $1.75 
12-mesh, 


Doors.—Walnut stain, 
6 ft. 8 in., % in. x 3 in., $17.40 per 
doz. ; natural finish, % in, x 4 in., 
$23.50, with galvanized cloth $22, sub- 


ject to advances for larger sizes; 
steel bronze, plated wire grills, $18 
per doz. 

Windows. — Harwood _ extension, 
No. 1233, $3.20 per doz.; No. 1533, 
$3.70; No. 1833, $4; No. 2433, $4.75. 


SCYTHES AND SNATHS.—Demand 
continues to be active. Jobbers quote: 
Scythes.—No. 46, $20 per doz.; No. 
6473, $13.50; snaths, grass, No. 50, 
$13 per doz.; bush, No. 100, $15. 
SWINGS.—Demand for porch and lawn 
swings is tapering off, as is usual at 
this season of the year. Jobbers quote: 


‘i sawn, $8 each; porch, hardwood, 
$6 to $8 each; 5 ft., $7 to $10; 6 
tt to $12; springs, 30c. to 40c. per 





pair; chains, 45c. to 80c. per set and 
$1.85 to $2.25 per 100 ft. 
VACUUM BOTTLES, JUGS AND 
JARS.—The market in these lines con- 
tinues to be good. Jobbers quote: 
Vacuum Jugs, Jars and Bottles.— 
Little Brown jugs, $2.25 each; Alad- 
din jugs, $2.75 each; Universal jar 
No. 600, $4.40 each; bottles, pints, 
90c. each; quarts, $1. 60 each; all steel, 
pints, $4. 15 geet; quarts, $5. 40 each; 
2 quarts, $6.7 
WIRE PRODUCTS.—Demand in these 
lines is only moderate. Prices are un- 
changed. 
We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire 
(Per 100 Ib.) Annealed —— 
Nos. 6 to 9 gage..... $3.00 $3. 
1 ° 


No. 
No. 11 





6 3.75 
Barbed wire (per 80-rod —:. 
2-point cattle $2. 
2-point hog 
4-point hog 
4-point cattle 
2-point cattle (special) 
Field Woven Wire Fence (per 100 


rods) 
WUPERE Cb ntvvccs essen se bebe reese $39.00 
WE a's hd ee ee sa kees vee saeco’ 54.75 
BEE Sa cnccab pean vkescatence’s 27.10 
BG AP dg cake yene dan alcmed ¢ ees 36.15 
2 ee Perr rrr fT 35.00 
LD Fee err 48.25 
Poultry 
MO, SEO Sasssive scour vate seeders $35.60 
Se; SE cbccods sinete co ane es 508 os 43.00 
SS ea reer ere 48.50 
Steel Fence Posts: 
Galvanized Painted 
tubular formed 
SP ae 5OC. GAG ic be swe 
7” Pr eee 55c. each 38c. each 
5 Se er eee: 65c. each 40c. each 
PAGER odie cet ineacre ne 45c. each 
base, per keg, $2.85 


Bright nails, 
to $2.90. 





Twin Cities Reports Northwest Optimism 
Greater Than for Several Years—Prices Firm 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, Aug. 2.—Reports from over the territory tributary 
to the Twin Cities are very favorable for a bumper crop in almost 
every way. Corn, which has been behind schedule in growth, is 
rapidly making up for time lost, and there is a possibility of a good 


crop there also. 


Cream and milk checks have constantly swelled in 


amounts, and there is a feeling of optimism over the Northwest that 


is greater than far several years. 


One man from North Dakota stated recently that, given two weeks 
more good weather, there will be no question as to the excellent out- 


come of the farm products in that district. 


Jobbers in all lines are 


noting an increase in orders which augurs well for the rest of the 


year. 


Prices are steady and firm, showing no further changes from those 


quoted last week. 





AUTOMOBILE TIRES.—With vaca- 
tion and touring season in full swing, 
tires are very much in demand. Stocks 
are well filled. Prices are firm as 
quoted. 

We quote 


from jobbers’ stocks, 


f.o.b. Twin Cities: Mansfield tires, 30 
x 3%, Liberty cord, $6.60; heavy duty 
oversize, $8.75; 
$11.15; 
balloon tire, 


32x 4 Liberty sore: 
Heavy duty oversize, $14.5 
29 x 4.40, $9.65; 30 : 





$15.95; 
; tan tubes, 30 x 54, 
x 4, $2.60; 34 x 4%, $3. balloon 
tire tubes, gray, 27 x 4.40, 31. 90; 29 x 
4.40, $2.95; 30 x 5.25, $2.70 ; 32 x 6, 
$3.20; 32 x 6.20, $3.70 each, net. 


heavy duty, x 6.20, 
“st. 70; 32 


AXES.—There is regular summer de- 
mand for axes, with stocks wel! as- 
sorted. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 





weight axes at $16 per dozen and 
double bit base weight at $21.50; 
Plumb’s Dreadnaught unhandled sin- 
gle bit, $15.00; double bit, $19.75; 
handled, single bit, $20.00; double bit, 
$24.75 doz. net, 


BOLTS.—Bolts are selling well, with 
stocks filled. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
60 per cent; machine bolts at 60 per 
cent; stove bolts at 75 per cent, and 
a screws at 60 per cent from new 
ist. 

BRADS.—Demand for brads is steady, 
with ample stocks on hand. Prices are 
unchanged. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 

BUILDING PAPER.—Call for building 
paper is fairly good, with stocks well 
filled. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 
sheathing paper in all weights, 20 
to 40 lb. at $2.75 cwt., and tarred felt 
at $3.10 cwt., net. 


CHURNS.—Sales show a very good 
volume, with stocks well assorted. 
Prices have not changed. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 33% per cent from lists. 











HARDWARE AGE for AUGUST 4, 1927 


59 





EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Sales in this line are 
showing up well. Stocks are ample 
for the call. Prices are firm as last 
quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 84 per cent; 
double strength glass, 85 per cent, 
and strictly pure putty in 50-Ib. 
drums at $4.85 cwt., net. 


FIELD FENCE.—There has been some 
decline in the demand in this line, due 
to the fact that farmers are busy with 
their crops. Stocks are well filled and 
prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 10 ga. top and bot- 
tom, 13 ga., intermediate, 6-in. stay, 
26-in., $27.93; 32-in., $32.40; 39-in., 
$37.28 per 100 rods, net. 


FILES.—Demand is steady and good. 
Stocks are well assorted. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Best grade files at 
50 per cent and second grade files at 
60 per cent from lists. 


GALVANIZED WARE.—Demand is 
good in this line. Stocks are well 
filled and prices firm. 


We quote from jobbers’ ee, 
f.o.b. Twin Cities: Standard No. 
galvanized tubs at $7.25; No. 2, $8. 00: 
No. 3, $9.25; heavy tubs, No. 1, $12.60; 
No. 2, $13.80; No. 3, $15; Standard 
oy -qt. pails, $2.55; 12- -qt., $2.90; 14- 

$3.25; stock pails, 16- “at., $5, and 
feet. $5. 50 per doz., net. 


GLASS AND PUTTY.—Call for glass 
shows a marked decline, and stocks are 
held down in proportion. Prices’ have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga., slip joint, 
single head, 5-in. eaves trough, $5.50 
per 100 ft.; 28 ga., 3-in. conductor 
pipe, $5.40 per 100 ft., and 8-in. con- 
ductor elbows, $1.73 per doz., net. 


HAMMERS AND HATCHETS.—De- 
mand is steady and fairly satisfactory. 
Stocks are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: ee No. 11%, 
nail hammers, $12.60; Plumb, No. 
HF81, $12; Plumb, No. HF 145, : $6.12; 
Riverside, No. 611%, $12.00; Plumb 
broad ~~ at No. 2, $16.40; Shing- 
ling, No. 2, $12. 50; Claw, No. 2, $13.75 
doz., waa 


HOSE.—Lawn hose is meeting with 
much better demand, as rains have be- 
come more infrequent. Stocks are still 
in good condition. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bull Dog % in., 
7-ply, 13%c. ft.; Competition, % in., 
3-ply, 744c. ft.; "Good Luck, % in. 6- 
ply, 10c. ft.; Electric double braid, 
ft = lengths coupled, 14'%c. 

3 net, 


ICE CREAM FREEZERS.—Demand is 
improving steadily. Stocks are kept 
well filled. Prices are firm as last 
quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt, freezers at $4.13 and 8-qt., at 
$6.75 each, net. 

Acme galvanized, 2-qt., 67¢e. each, 
and blue enameled, 2-qt., $1.50 each, 
net. 


LAMPS AND LANTERNS.-—Sales are 
steady and of good volume. Stocks are 
well filled and prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or _ short 
globe tubular lanterns, No. 2, $13 
doz.; No. L327 Coleman _ lanterns, 
$5.25; No. L427, $6; No. C329 lamps, 
$6.25; No. C318, $7; No. C317, $7.40 
éach, net. 





LAWN MOWERS.—Sales are showing 
up well in volume in this line. Dealers 
still have good stocks. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia Styles 
A and C, 45 per cent; Style K, 40 per 
cent; Riverside ball-bearings, 14 in., 
$7.90; 16 in., $8.15 and 18 in., $8.45 
each, net. 


MILK CANS.—Demand is heavy in this 
item. Milk production has gained rap- 
idly during the spring and summer, de- 
manding more equipment. Prices are 
steady and firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad, 5-gallon 
milk cans, $2.65; wide neck, 8-gal., 
$3.20; wide neck, 10-gal., $3.30 each, 
net. 


NAILS.—Sales are showing a very 
good volume in this line. Building is 
going forward in good shape, although 
small home building is perhaps less than 
last year. Stocks of nails are kept 
well filled. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, at $3.10 per keg, base and ce- 
ment coated wire nails in 100-lb. kegs 
at $3.10 per keg, base, net. 

OIL HEATERS.—Demand shows a de- 
cided falling off during the warmer 
weather. Stocks are ample for the call. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Nesco Perfect oil 
heaters, No. 12, Font 50; No. 15, $7.00; 
No. 016, $8.25; Jo. 
151, $7.50; No. 0161, $8.75; No. 0191, 
$11.00; No. 505 Giant, $11.25; No. 605, 
$12.75 each, with discount in quanti- 
ties less than ten, 30 per cent; ten or 
more, 30-5 per cent. 

PAINTS AND WHITE LEAD.—Paint- 
ing is progressing well, and paint stocks 
are moving out steadily. Dealers are 
watching their stocks carefully and 
keeping up assortments. Prices show 
no further changes since those reported 
a week ago. 

We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.55 per gallon, in one-gal- 
lon cans, and white lead in 100-Ib. 
containers at 42\%4c, per Ib. 

POULTRY NETTING.—The heavy de- 
mand for netting is practically over, al- 
though there is still a good sale in this 
line. Stocks have been graded down in 
proportion to sales. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon mesh 
= netting at 60 per cent from 
ists 

PUMPS.—Water supplies are steadily 
gaining in favor, as the farmers appre- 
ciate the value of running water about 
the farm buildings, and this year are 
in position to purchase. Prices have 
not changed. 

We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Deming No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 Underground discharge 
windmill force, adjustable _ stroke, 
$14.35; No. 415, $14.65: No. 103 hand 
lift, 6-in, stroke, $14.25; No. 182 hand 
lift, 6-in. stroke, 6-ft., set length, 
$5.25 each, net. 

REGISTERS.—Sales are steady and 
fair. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers, 

20 per cent, and wrought steel regis- 
ters, 40 per cent from lists. 
SASH CORDS AND WEIGHTS.—De- 
mand is steady and fairly good. Deal- 





ers are keeping stocks heavy enough 
for the call. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord, 6le. lb., second grade, 35c. Ib., 
and cast iron sash weights, $2.10 
cwt., net. 

SCREEN DOORS AND WINDOWS.— 
Call for fly protection materials is very 
good and dealers are prepared to fill 
orders promptly. Prices are firm as 
quoted. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Common 2-8 x 6-8 
screen doors, $1.58; and fancy 2-8 x 
6-8 screen doors, $1.97 each; Sher- 
wood adjustable 24-in. window 
screens, $6.20; and Wabash extension 
24-in. screens, $5.00 per doz., net. 


STEEL SHEETS.—Call for sheets is 
good, with stocks well filled. Prices are 


steady and firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt. base (24 ga.), and 
black steel sheets at $3.95 cwt., base 
(24 ga.). 


SCREWS.—Sales show a good volume 
of trade in this line. Stocks are well 
filled and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 85 per cent; flat head 


japanned, 70-20 per cent; round head 
blued, 80-15; flat head_ brass, 80-10; 
and round head brass, 75-20 per cent 
from lists. 


TIN.—Demand is steady and _ stocks 
ample. Prices are steady. 

We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke ICL 
20 x 28, $14.50 box, and IC, 20 x 28, 
8-lb. coating roofing tin, $15.75 box, 
net. 


WHEELBARROWS. — Demand from 
contractors is steady and of good vol- 
ume. Home owners’ trade is lighter 
than in the spring. Prices show no 


changes. 

We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Queen B fully 
bolted barrel type tray wheelbarrows, 
$40.00 doz.; Meteor, fully bolted, 
$36.50 doz.: No, 2T tubular, $7.33 
each; No. 10 Gopher, $4.00 each, and 
No. 1G American garden, $6.25 each, 
net. 


WIRE.—Fence wire is selling more 
slowly, as the farmers are getting into 
the harvest. Stocks are ample for the 
call. Prices are firm as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 

vanized hog. at $3.30 per 80-rod ‘spool ; 
special galvanized hog (14 ga.) $2.47 
per 80-rod . smooth black iron 
wire, No. 9, $3. ewt., and smooth 
galvanized wire, at 55 for No. 9, net. 


WIRE CLOTH.—Demand is very good 
and dealers are reordeving to keep 
their stocks well filled. Prices are 


firm as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.70, and alumi- 
num, 12 x 12 mesh, $2.10 per 100 ft., 
net base. 


WRENCHES.—Call for wrenches is 
good. Garage trade is furnishing a 
substantial part of the call. Stocks are 
being kept full. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call, long sleeve nut, 10-in., 
$1.70; 12-in., $2.06; 15-in., 2.75 each, 
net. 
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‘Vacation Season Cuts Down Jobbing 


Sales of Hardware in New England 


(Boston office of HARDWARE AGE) 


Boston, Aug. 2.—We have arrived at that time of year when the 
great majority of people who work for a living get out into the 
open and try to forget the job and everything else but a good time. 
Most of the jobbing house salesmen have closed the old order book 
for the next two weeks, consequently retail dealers are placing busi- 


ness largely by phone or letter. 


That means they are ordering 


only those goods that are urgently needed, and there does not ap- 


pear to be an urgent need for many things. 


Nothing of any great 


importance is therefore expected in the jobbing hardware trade un- 


til, perhaps, after the middle of August, 


Then there will be the an- 


nual grand rush to line up retail orders for goods needed in the fall 


and winter. 


In this period of comparative inactivity, the New England indus- 
trial and general business outlook seems to be gathering strength. 
Hardware price changes are remarkably few and far between, a fact 
that is continually favorably commented upon by the retail and 


jobbing trade. 


Cotton and woolen mills, as well as shoe factories, 


are securing more business and making some money for the first 


time in more than a year. 


That means more people are employed 


and have money to spend. There is a tendency among the general 
public to get away from the luxury and to confine purchases to more 


standard articles. 


The banks are fairly bursting with money and 


are more inclined to loan it to the business man at a very reasonable 


rate of interest. 


All these fundamental developments make for 


courage in the hardware business world. 





AXES.—Local jobbers continue to 
secure orders for axes to be delivered 
later in the year. Bookings to date 
are, perhaps, a little larger than those 
of a year ago because in quite a num- 
ber of instances retail dealers carried 
over .practically no stock last winter. 


We quote from Boston jobbers’ 
stocks: 

Axes.—Standard makes, without 
handles, $14.50 per doz. net. The 


usual extras for weights and handles 
obtain. 
BELTING.—Rawhide belt lacing is now 
quoted by jobbers at 40 per cent dis- 
count, whereas heretofore it was 50 per 
cent discount. 


We quote from 
stocks: 
Belt Lacing.—Rawhide 40 per cent 
discount. 
BICYCLES AND TIRES.—Retail sales 
of bicycles and bicycle tires this sum- 
mer have run quite a little ahead of 
those a year ago. That fact naturally 
is reflected in shipments by jobbers. 
We quote from Boston jobbers’ 
stocks: 
te oye -—Men’s, 20 in., $30.50 each 
net; 22 in., $30.50; arched bar, $31.25; 
motor bike type with double bar, 
$32.75. Women’s, 20 in., $32.75; boys’ 
18 in., $29. 
Tires.—Guaranteed, lots of 25 pair, 
$2.75 per pair net; Thornproof, lots of 
25 pair, $3.40 per pair. 
BITS.—While there is nothing spec- 
tacular about it, the demand for auger 
bits is steady and apparently just as 
many of them will be sold in New 
England this year as in 1926. 


Boston jobbers’ 





We 
stocks: 

Auger Bits.—Electric 10-16ths, $6.25 
per doz. net; 11-16ths, $6.60. Carpen- 
ters, 8-16ths, $5.30; 9-16ths, $5.75; 
10-16ths, $6.26; 12-16ths, $7.10. Sets, 
32% quarters, ‘in boxes, $7.40 the set. 
in canvas rolls, $7.50. 


BOTTLES.—Presumably because it is 
the vacation season, retail dealers are 
selling quite a few more bottles than 
they did a month ago. In reordering 
from the jobber, the retail dealer is not 
buying heavy, however. 


We quote from Boston jobbers’ 
stocks: 

Bottles.—Steel shell, with folding 
nested drinking cups, No. 
2 per doz. net; No. 522, $20; 
571, $16; No. 572, $24. Brass 
folding handles, nested cups, 
. , $20; No, 5192, $30; No. 591, 
; No. 592, $30. 80; No. 681, $22; No. 
Half pints, for school kits, 
No. 70, steel, $12. Columbia, pint, 
$9; quart, $17. 50. Assortments, util- 
ity pint, $7; utility quart, $11. Uni- 
versal, No. 1975, six pints and six 
quarts with free goods, $19.75 net. 
Fillers.—No. 00, $8 per doz. net; 
No. 01, $8; No. 02, $14. 


BUILDERS’ HARDWARE.—In cer- 
tain sections of New England building 
is running ahead of last year, while 
in others it is either just about on a 
par or slightly behind. Taken as a 
whole the volume of building compares 
favorably. A lot of builders’ hardware 
is being consumed, but jobbers are not 
selling a great deal owing to the fact 
that the average retail dealer stocked 
up heavily earlier in the year when 
prices were low. 


quote from Boston jobbers’ 
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We 
stocks: 

Builders’ Hardware.—Lock sets, in- 
side, No. 731, $6.75 per doz. net; in 
case lots, $6.25. Front door sets, No. 
11248, $6.50; No. 112252, $2.80: No. 
7122E2, $1.55, each net. Vestibule 
sets, No. 712214%4E4, $1.40 each net. 
Bath room sets, nickel finish, No. 
0221E1, $8.20 per doz, net. 


CLAM DIGGERS.—Certain retail deal- 
ers have been obliged to reorder clam 
diggers. Massachusetts and some of 
the other New England States are very 
exacting about where and when shell- 
fish shall be gathered, and that fact has 
hurt the sale of diggers. 


We quote from Boston jobbers’ 
stocks: 

Clam Diggers.—Six tine, 26-in. 
handle, $14.10 per doz. net; six tine, 
extra heavy, 26-in. handle, $18.90; 
sate pattern, four tine, riveted, 


quote from Boston jobbers’ 


CLIPPERS.—The warmer weather has 
created a somewhat larger public de- 
mand for toilet clippers. The average 
retail dealer is fairly well supplied 
with stock, however, and consequently 
is not buying much from the jobber. 


We quote from Boston jobbers’ 
stocks: 

Clippers.—Toilet, Plymouth, No. 0, 
$1 each net; No. 00, $1.60; Mayflowers, 
No. 0, $1.10; No. 00, $1.25; American 
Gentleman, No. 00, $2; No. 000, $2, 
Brown & Sharpe narrow plate and 
other kinds carried by jobbers, $4.50 
each list; discount, 25 and 15 per 
cent. 

Horse Clippers.—No. 169, $2.60 each 
net; No. 179, $1.40. Horse clipping 
machines, No. 1, ball bearing, $14 
each list; discount, 33% per cent. 

Sheep-Shearing Machines. — Ball 
bearing, No. 9, $24 each list; dis- 
count, 3344 per cent. 


DRYERS.—There is a steady although 
not large flow of clothes dryers out 
of jobbers’ stocks. Sales so far this 
year are entirely satisfactory. 


We quote from Boston jobbers’ 
stocks: 

Dryers.—Clothes, No. 1, $6.90 each 
net; No, 2, $6.25. 


FANS.—Fans are being bought by the 
public more freely than heretofore, but 
there is no real snap to business say 
retailer and jobber. Small sized fans 
have sold far better this year than in 
1926. 

We quote from Boston jobbers’ 
stocks: 

Fans.—Electric, Polar Cub, Junior, 
6-in., in lots of less than 12, $3 
each, net; 12 or more, $2.85; 8-in., 
less than 12, $3.20; 12 or more, $3. 
Senior, oscillating, 10-in., less than 
six, $7 each; six or more, $6.65; sta- 
tionary, less than six, $4.60; six or 
more, $4735. 

FRUIT PICKERS.—Some belated buy- 
ing of fruit pickers by the retail trade 
is noted. Indications are Massachu- 
setts will have a small apple crop this 
year, but other New England States 
will produce as many or more than in 
1926, and other fruit crops will do well, 
consequently there should be a call for 
pickers from now on. 
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You display your house fur- 
nishing items. People look them 
over—pick them up and examine 
them—buy more than they came 
in for. 

Clothes Line is one item in 
house furnishings that people find 
it hard to remember. It is usu- 
ally bought at the last minute 
when the old line is just about 
“all in.” 


If display will sell mops and brooms, pails 
and clothespins, it will sell clothes line, too. 


>, 
ne a 


It does sell Black Bird Clothes Line literally 
because we furnish free a most 


“on sight,” 


CLOT 


Black-Bird Clothes Line 


THIS COUNTER DISPLAY 
KEEPS IT IN SIGHT 


use. 





Black Bird Clothes Line Display Stand at 
Moore & Moore, ae Me Newton, Mass., 
U. 


“Sells on Sight” 


attractive “Silent Salesman” so that 
people can see how good the line is. 

This display stand is about 12 
inches square, and will hold a 50 
ft. hank of Black Bird Clothes 
Line. It answers questions for 
you, permits examination, and in- 
creases sales. 

Black Bird Clothes Line is solid 
braided cqtton, solid braided like 
high grade sash cord, but more 


pliable and yielding. Will not stain clothes 
or scratch hands and is easy to handle and 
Made in Nos. 6 (3/16”), 7 (7/32”) and 


8 (14") and put up in hanks of exactly 50 ft., 
75 ft. and 100 ft., several connected, or on 
reels or tubes. 


Put this advertisement on your spindle 
—or write us today. 





TRADE MARK 


Along came 


a blachbird 


'S LINE 


SAMSON CORDAGE WORKS, 88 Broad Street, BOSTON, MASS. 
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We quote from Boston jobbers’ 
stocks: 

Fruit Pickers. — Peerless, No. 299, 
without wire-wound socket, $5.50 per 
doz. net; Perfect, No. 327, $5.50. 

KEGS.—Jobbers have taken additional 
forward orders for kegs. It is’ rather 
remarkable the amount of kegs that 
have been sold by the hardware trade 
since prohibition laws were enacted. 

We quote from Boston jobbers’ 
stocks: 

Kegs. — Varnished and sealed, 5 
gal., $1. 25 each net; 10 gal., 15 
gal., $2.02; 20 gal., $2.28: 25 gal., 
$2.60; 30 gal., $2.80; 50 gal., $3.75. 

PYREX WARE.—Retail sales of pyrex 
ware are holding up remarkably well 
and it is necessary to reorder goods 
constantly. Retail buying is conserva- 
tive, however, dealers being intent on 
keeping certain things in stock rather 
than increasing the number of items 
_ carried. 
We 
stocks: 


quote from Boston jobbers’ 


Pudding Dishes.—Oval, 
each 
034, 


No. 032, 1- 
No. 033, 1%-qt., 
80c. Shallow 


net; 
2-qt., 


qt., 57e, 
67c.; No. 








oval, No. 042, 1-qt., 57c.; No. 043, 114- 
qt., 67c.; No. 044, 2-qt., 80c. 

Platters.—Well and tree, No. 372, 
$2 each net. 

Custard Cup.—No. 410, 3-0z., 7c. 
each net. 

Tiles.—Round, No, 723, 67c. each 
net; oval, Nos. 733 and 743, 67c.; 
square, No. 753, 67c. 

REFRIGERATORS.—Retail and job- 
bing sales of refrigerators in July 
picked up some, but it has been a dis- 
appointing season nevertheless. The 
growing popularity of electric re- 
frigeration unquestionably has been a 
big factor in the curtailment of ice 
refrigerator sales. Then too, the re- 
tail dealer has to meet keen competi- 
tion from stores outside the hardware 
trade. 

We quote from Boston jobbers’ 
stocks: 

Refrigerators.—Eddy line in lots of 
less than five, per cent discount. 
Prices range from $24.50 to $170.50 
each list. 

Refrigerator Tools.—Awls, $11 per 
— picks, $1.58 and $6.18 per doz. 
net. 


SCREW DRIVERS.—Jobbers are now 
quoting the Perfect Handle line of 





screw drivers at 331/83 per cent dis- 
count, contrasted with 40 and 5 per 
cent heretofore. 


STONES.—In quite a few instances 
retail dealers have exhausted their 
stocks of stones and are reordering 
from the jobber. 


We quote from Boston jobbers’ 
stocks: 

Stones.—Western Red End, $1.10 
per doz. net; Berea, $1.60; Star, $1.35 ; 
round English, 12-in., "$2. 25; Pike 
chocolate, No. $1.70; Green *Moun- 
escent $10. 80 per ees net; Black Dia- 

$17 per gross. Carborundum, 

No. S98 $1.95 per doz.; Old English 
Carborundum, No. 203, 48c. each. 
Rifles.—No. 2, $1 per doz., net. 


SYPHONS.—Quite a decided improve- 
ment is noted in the sale of syphons. 
The public is beginning to realize it is 
much cheaper to make its own soda 
water than to buy it at the drug store 
or elsewhere. 


We quote from Boston jobbers’ 
stocks: 

Syphons. — Sparklet, $4 each net. 
Sparklers, 12 to the hox, $1.15 per 
doz. net 









Cincinnati Reports Summer Trade Good— 


Staples Keeping Pace with Summer Line 


CINCINNATI, 


(Cincinnati office of HARDWARE AGE) 


Aug. 2.—The hardware jobbing trade during the 


past month has held up remarkably well, and the lull usually asso- 
ciated with the midsummer period has been noticeable only by its 


absence. 


Sales compared favorably with those in July, 1926, and 


total bookings in the first seven months of 1927 show a small mar- 
gin of gain over the corresponding months last year. 
Recent orders have been principally in the nature of fill-in re- 


quirements. 


jobbers for additional stock in many items. 


Retail dealers have found it necessary to call upon 


The movement of 


goods has by no means been confined to summer merchandise, for 
staple products also have been shipped from local warehouses at 


a good rate. 


While a few sales for fall delivery are being made, the retail 
trade is giving little thought to its needs during September and 


October. 
will begin to get under way. 


By August 15 it is believed that actual ordering for fall 


The price situation in general is regarded as very satisfactory. 
Quotations on almost all items are firm, and the few changes which 
have occurred are of minor importance. 

Employment in Cincinnati is considerably under that in July, 
1926, so that the buying power of the public has been lessened 
somewhat. The retail trade, however, reports a fairly good business. 





AUTOMOBILE ACCESSORIES. 
—Sales are running in about the same 
volume as in July, 1926. The flow of 
orders has been fairly good, although 
little future buying is being done. A 
few commitments for November de- 
livery are being made on tire chains 
and alcohol. Prices are steady and un- 


changed. 
We quote from Cincinnati jobbers’ 
stocks: 
Tires 30x3% 29 x 4.40 
Cheap grade ......... 5.45 5 cade 
Medium grade ....... 6.10 $7.55 








Best-prade 2.65 «sess. 8.75 9.65 
Tubes: 

Cheap grade ........ 1.05 1.40 
Medium grade ...... reo] 


Best grade 1.85 
Luggage Carriers. pelt om weight, 
65c. each; 60c. in lots of 10; heavy 
weight, 80c, each; 75c, in lots of 10. 
High Lustre Automobile Polish.— 
pt. size, $4 per doz.; 1 pt. size, 

$8 per doz.; 1 qt. size, $12 per doz. 
Ford Replacement Springs.—7-leaf 
front spring, $1.25 each; 8-leaf front 
spring, $1.45 each; 9-leaf front spring, 
$1.95 each; 9-leaf rear spring, $4.55 
each; 10-leaf rear spring, $4.90 each. 


BUILDERS’ HARDWARE.—There 
has been no important change in these 
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items. Building operations still are 
regarded as about normal for this time 
of the year. Prices have not been dis- 
turbed. 


We quote from Cincinnati jobbers’ 
stocks: 

Sash Weights.—Sash weights, $1.75. 

Inside Sets.—Square bevel inside 
sets in case lots, $5.75 per doz. 


BOLTS AND NUTS.—Retailers are 
limiting purchases to small lots for 
quick delivery, and prices are un- 
altered. 


We quote from Cincinnati jobbers’ 
stocks: 

Cut-thread carriage and machine 
bolts, 60 per cent off list; rolled- 
thread carriage and machine bolts, 
60 and 10 per cent off list; stove 
bolts, 80 per cent off list; square, 
ee and tap nuts, 60 per cent 
off list. 


CAMP STOVES.—The season for this 
commodity is net at an end, as fill-in 
orders continue to be placed with local 
jobbers. 


We quote from Cincinnati jobbers’ 
stocks: 

Coleman No. 2, $8.50 each; Coleman 
No. 9, $6.25 each. 


CROQUET SETS.—Business on this 
item has been about normal. 


We quote from Cincinnati a 
stocks: No. 5, four-ball set, $1.50; 
10, six-ball set, $1.85; No. A, ihe. 
ball set, $2.15; No. 3, eight-ball set, 
$4.20; No. 1, eight-ball set, $3.15. 


DENATURED ALCOHOL.—Orders 
for delivery in the late fall are begin- 
ning to be received by Cincinnati job- 
bing houses. Prices for the fall trade 
are given below. 


We quote from Cincinnati jobbers’ 
stocks: 

Denatured alcohol in 52-gal. drums, 
5ic. per gal.; in lots of three drums, 
50c. per gal.; in 10-gal. lots, 72c. per 
gal.; in gallon cans, 73c. per gal. A 
charge of $6 for each drum is made, 
but this amount will be a when 
the empty drum is returned 

Ivo radiator glycerine, $2. 25 per gal. 
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Hardware for every 


unease 
j RBRE UGE USE: 
it SURPSER LE AGI! 


Parallel Sliding Doors are often the best solution 
to a garage door problem. For the multiple-car 
garage they are particularly practical, sliding par- 
allel on two or three tracks, all the hardware being 
protected, no weather strip being necessary. This 
is a popular type of R-W garage door hardware, 
ideally suited to various doorway conditions. 





























Slidaside: Here is the correct door hardware for 
garages not deep enough to fold the doors inside. 
Slidaside equipped doors slide around the corner, 
flat against the wall. They can be used for two- 
car garages by sliding to both walls, regardless of 
the distance from jamb to wall. 

Both Slidaside and Slidetite equipment provide 
for an entrance door —no separate entrance is 
needed. 








modern 
DooR-Way 


BUILDING is no more useful than its doors. What- 

ever your doorway problem may be, it can be solved 
with R-W hardware, exclusive designs perfected by R-W 
door engineers. 


Take garage doors, for example —three typical conditions 
are pictured on this page. The large illustration shows a 
large garage whose doors are hung with R-W Slidetite hard- 
ware. Not only are the doors protected from all effects of 
weather, by opening inside, but there is no center post— 
the passageway is wide, clear and unobstructed. 


Garage doors that open out invite trouble. Not so with 
Slidetite equipped doors which slide and fold snugly back 
against the wall. Wind cannot blow them shut; ice and 
snow cannot impede their smooth, quick; easy performance. 
None of the hardware is exposed to the ravages of damp 
weather. Slidetite adjustments take care of all door swelling 
and shrinkage. Doorways with 2 to 10 doors and up to 30! 
wide can be equipped with Slidetite hardware. 


Every single doorway need can be met with R-W hard- 
ware, the largest and most complete line manufactured. 
Have no hesitation in telling us your problems, and we will 
gladly make recommendations to help you. 


AURORA, ILLINOIS, U.S.A. ~~ - chicago 


Boston Philadelphia Cleveland Cinci lis St. Louis New Orleans Des Moines 
Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle Detroit 


Montreal - RICHARDS - WILCOX CANADIAN CO., LTD., LONDON, ONT. - Winnipeg 
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for 55-gal. drums; $2.30 per gal. for 
30-gal. drums; $2.45 per gal. for 3-gal. 
cans. 
ELECTRIC FANS.—This item has 
been moving at a brisk pace during the 
past two weeks, and sales this season 
are expected to be fully up to last 
year’s level. 


FILES.—Small 
purposes are being 
jobbers. 
We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 50 off 


list; Keystone files, 70, 10 and 5 off 
list 


GALVANIZED SPRINKLERS.—De- 
mand for this commodity has opened 
up considerably in the past two weeks. 

We quote from Cincinnati jobbers’ 
stocks: 4 qt. sprinkling pots, $5.50 
per doz.; 6 qt. sprinkling pots, $6 per 
doz.; 8 qt. sprinkling pots, $7.10 per 
doz.; 10 qt. sprinkling pots, $8 per 
doz, ; 12 qt. sprinkling pots, $9.50 per 
doz. ; 16 qt. sprinkling pots, $11.75 per 
doz. 

HOSE ATTACHMENTS.—After a 
late start, this item has been selling 
fully up to expectations. 

We quote from Cincinnati jobbers’ 
stocks: 

Diamond nozzles, $3.60 a doz.; Pet 
nozzles, $4.90 a doz.; Gem nozzles, 
$5.50 a doz. 

ICE CREAM FREEZERS.—Sales have 
been well sustained in the last two 
weeks, and the season to date is looked 


upon as normal. 
We quote from Cincinnati jobbers’ 
stocks: 
White Mountain.—1 qt., $2.43 each; 


lots for replacement 
sold by local 


2 qt., $2.83 each; 3 qt., $3.38 each; 
4 qt., $4.13 each; 6 qt., $5.23 each; 


8 qt., $6.75 each. 

Arctic.—1 gt., $2 each; 2 qt., 
each; 3 qt., $2.78 each; 4 qt., 
each; 6 qt., $4.30 each; 8 qt., 
each. 

Peerless.—1 qt., $2.95 each; 2 
$3.45 each; 3 qt., $4.10 each; 4 at., $5 
each; 6 qt., $6.30 each; 8 qt., $8.20 
each. On all sizes of Peerless a dis- 
count of 25 and 10 per cent applies 
on the above prices. 


GAME TRAPS.—Orders for future 
shipment are being placed by local re- 


$2.30 
$3.40 
$5.55 


at., 


. 


tailers. 
We quote from manufacturers’ 
stocks, f.o.b. factory: 
Two-Trigger game trap, $5 per 


doz.; 15 doz. per barrel; Single Grip 
No. 1, $1.88 per doz., 35 doz. per bar- 
rel; Single Grip, No. 2, $3.35 per doz., 
18 doz. per barrel; Single Grip No. 
3, $5.50 per doz., 15 doz. per barrel; 
Single Grip No. 4, $6.70 per doz., 10 
doz. per barrel. 
LAWN HOSE.—tTrade in this product 
has been of sizable proportions. Prices 


are firm and unchanged. 
We quote from Cincinnati jobbers’ 


stocks: 

Leader Hose.—'4 in., $7.75 per 100 
ft.: Red Dandy, % in., $11.50 per 100 
ft.: molded hose, % in., on reels, 
$10.50 per 100 ft. 


LAWN SWINGS.—Jobbers continue to 
supply a limited amount of stock to 
retailers who have exhausted their 
original purchases. 
We quote from Cincinnati jobbers’ 
stocks: 

Standard lawn swings, $7.75 each; 
extra heavy lawn swings, $9.50 each. 
NAILS.—For midsummer sales of this 
item have been well maintained. Prices 
are steady at the schedule given below. 
We quote from Cincinnati jobbers’ 

stocks: 
Common wire nails, $2.95 per keg; 
cement coated nails, $2.95 per 100-Ib. 


keg. 
PAINT.—Business has held up fairly 
well in the past two weeks, but July 
sales were somewhat disappointing to 
the trade. 


We quote from Cincinnati jobbers’ 
stocks: 





Ready mixed house paints, $2.75 
per gal.; linseed oil in singie barrels, 
86c. per gal.; turpentine in two-bar- 
rel lots, 58c. per gal.; white and reJ 
lead in 500-lb. kegs, 1444c. per Ib., 
less 10 per cent. 

RADIO BATTERIES.—Dealers are 
starting to place orders for the fall 
season. The radio trade was given a 
considerable impetus by the broadcast- 
ing of the Dempsey-Sharkey fight. 

We quote from Cincinnati jobbers’ 
stocks: 

Less than 





Unit In Unit 

Packages Packages 
Batteries Each Each 

“a, Mo. © $0.40 $0.351%4 
“B,” No 1.05 0.97 
“B,” No 1,22 1.14 
**B,”’ No 1.40 1.30 
“B,”’ No 1.40 1.30 
“B,”’ No 2.27 2.11 
“5.” No 2.62 2.44 
“B,”’ No 3.40 3.17 
“B,” No. 3.58 3.33 
‘c. we 0.28 0.26 
“Cc.” No 0.42 0.39 
~<a 0.59 0.55 
<< Ne 1.22 .14 

Note.—No 5308, 2308, 10308, 

21308, 5360, 5156 are in unit 

packages of 5. 4156, 2156, 2158 


and 2570 are in unit packages of 10. 
No. 6 is in a unit package of 50. 


ROPE.—There has been no change in 
this commodity. 


We quote from Cincinnati jobbers’ 
stocks: 

Manila rope, 23c. per lb.; sisal rope, 
l4c, per Ib 


ROOFING MATERIAL.—Business is 
holding up moderately well, although 
activities have tapered somewhat re- 
cently. 


We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper.— Light standard, 
$1.05; medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.35; 
medium Holdfast, $1.60; heavy Hold- 
fast, $1.90; K red and green slate 
surface, $2.10. 

Roofing Coating.—Coal tar, refined, 
in barrel lots, 25c. per gal.; in half 
barrel lots, 28c. per gal.; coal tar, 
crude, in barrel lots, 24c. per gal.; in 
half barrel lots, 27c. per gal. 

Roofing Cement.—Liberty elastic, 1 


lb., 12c.; in 5-lb. cans, 9144c. per Ib.; 
in 10-lb. cans, 9c, per Ib.; in 25-Ib. 
cans, 8c. per lb. Certain-teed ce- 
ment, 36 Ib. to the case, $4.25 per 
case; in 5-lb. cans, 12 cans to the 
box, 8%c. per Ib.; in 10-lb. cans, 6 
cans to the box, 7c. per Ib. 


SCREWS.—This item is moving at a 


fair rate, and prices are steady. 

We quote from Cincinnati jobbers’ 
stocks: 

Flathead bright screws, 85 and 7% 
off list; flathead blue screws, 85 and 
2% off list; flathead brass screws, 80 
and 20 off list; round head blue 
screws, 80, 20 and 5 off list; round 
head screws, 80 and 12% off list; 
bright wire goods, 85 and 25 off list. 


WATER COOLERS.—The past two 
weeks have been the best of the year 


for the sale of this commodity. 

We quote from Cincinnati jobbers’ 
stocks: 2 gal. cooler, $1.80 each; £ 
gal. cooler, $2.05 each; 4 gal. cooler, 
$2.40 each; 6 gal. cooler, $2.90 each; 
8 gal. cooler, $3.90 each; 10 gal. 
cooler, $5 each; Twentieth Century 
cooler with bottle, No. 50, in mahog- 
any finish, $10.80 each; Twentieth 
Century cooler with bottle and stand, 
No. 500, in mahogany finish, $13.75 
each; Twentieth Century cooler with 
bottle, No. 50, in white finish, $11.25 
each; Twentieth Century cooler with 
bottle and stand; No, 500 in white 
finish, $14.50 each. 


WIRE CLOTH.—Dealers continue to 
order in small quantities for immediate 


delivery. 

We quote from Cincinnati jobbers’ 
stocks: 

Black cloth, $1.70 per 100 sq. ft.; 
12-mesh galvanized, $2 per 100 sq. 
ft.; 14-mesh galvanized, $2.40 per 100 
sq. ft.; bronze in 100-ft. rolls, $5.50 
ner 100 sq. ft.; bronze in 50-ft. rolls, 
$5.55 per 100 sq. ft. 


The Husky Wrench Co. Makes a 
Heavy Duty Tire Wrench 

A new heavy duty tire wrench has been 

designed and manufactured by The Husky 

Wrench Co. of Milwaukee, Wis., for use 





in garages and tire shops. This wrench 
has a revolving socket-head with four 
sockets, 5/8 inch, 11/16 inch, 3/4 inch and 
7/8 inch hexagon. These sizes are said 
to take care of rim nuts on all makes of 
pleasure cars and trucks. The wrench 
head is drop forged from high carbon steel. 
Hexagon openings are broached 1/64 inch 
oversize and are heat treated. The handle 
is made of high carbon steel and the manu- 
facturer claims it will stand hard usage 
The wrench has a _ nickel-plated finish. 
The socket head can be replaced if worn 
out or broken. The manufacturer also 
states that 300 per cent increase in lever- 
age without removing the wrench from the 
nut is possible by turning the wrench 
handle to a right angle to the socket. 


Spare Windshield Wiper Made 
by the Apco-Mossberg Corp. 


The Apco-Mossberg Corp., Attleboro, 
Mass., is manufacturing a spare wind- 
shield wiper to be used as a replacement 
when the old rubber is worn out. It is 
made of fine quality squeegee rubber and 
is easily adjusted to replace the worn 
wiper. The new rubber is set in a rust- 
proof frame and cleans without streaking 
the glass. 

A companion number is the Rubberized 


Fost. Stosore! oa canna gra 


























Arm Adjuster, which slips on the arm ro | 
without removing it from the cleaner. A 
few turns of the knurled nut bring tlic 
‘rubber against the glass to whatever ten 
sion the user desires, and keeps it there. 
It takes the play out of worn cleaner 





| shafts and avoids bending the cleaner arin. 


Reading matter continued on page 66 
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CHEVRO 


1-Ton Truck 4$ 
Chassis with Cab 6 10 


1-Ton Truck ¢ 
Chassis 495 


14-Ton Truck ¢ 
— 35 


All prices f.o.b. Flint, Mich. 
Check Chevrolet 
Delivered Prices 

They include the lowest 


handling and financing 
charges available. 


THE WORLS® S 


l 


%, 
6% 


Pee we aT 


S552 


Chevrolet Sieviies 
he World's Lowest 
Ton-Mile Cost/ 


Tens of thousands of users have 
learned by actual comparison 
that Chevrolet provides the low- 
est ton-mile cost* in the history 
of the commercial car industry! 


This matchless economy is due to 
advanced modern design... ex- 
tremely low operation and main- 
tenance costs . . . exceptionally 
slow depreciation . .. and the 
most amazing price ever placed 
on a modern, gear-shift truck —a 
combination of economy features 
found in no other commercial 
car in the world. 


Whether you operate one or 
many trucks, go to the salesroom 
of the nearest Chevrolet dealer 
and learn for yourself how Chev- 
rolet is designed and built to save 
you money. Go over the chassis, 
unit by unit. Note the advanced, 
modern engineering—typified by 
a powerful valve-in-head motor, 
with three-speed transmission 
and sturdy single-plate disc- 
clutch. Mark the rugged, quality 
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construction throughout; heavy 
channel steel frame — massive 
banjo-type rear axle—long, extra- 
leaved, heavy steel springs, set 
parallel to the frame. Go for a 
trial load demonstration — and 
see how perfectly Chevrolet meets 
your own haulage requirements. 


Then examine the amazing econ- 
omy records made by Chevrolet 
Trucks, in every line of business 
and under every condition of road 
and load—records which prove 
conclusively Chevrolet’s over-all 
economy. . 


If you do that, the next truck you 
buy will be a Chevrolet—for, like 
tens of thousands of others who 
have made similar investigations 
of Chevrolet quality, you will say 
that here is the greatest dollar-for- 
dollar value in the history of the 
commercial car industry— 


—from every standpoint, the ideal 
truck for your business! 


*Ton-mile cost is the cost of transporting a ton of 
material one mile—or its equivalent. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 


Division of General Motors Corporation 


ARGEST BUELDER 


OF 


GEAR-Sipprt se uUCKS 
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July Business Ahead of 1926— 
Fall Futures Light—Higher Prices 
on Steel Butts, Garage Sets, Ete. 


ARDWARE jobbers in the metropolitan area are busy. Reduced 
manpower due to vacations emphasizes their activities and 
sales volume for July appears to average at least ten per cent 


better than for the same month of last year. 


for the local trade, the first half 
July 15 to 30. 


Fall futures are running lighter than usual. 


believed, to the fact that spring 


July was a good month 
being better than the period from 


This is due it is 
and summer trade came late and 


the trade feels that fall weather may be equally delayed. Some spring 


business is being written on lawn 
1927 prices have been announced. 

It is reported that tack prices 
advance may be expected. 


mowers and other items for which 


have been withdrawn and that an 


Prices on steel butts, garage hardware 


sets and other highly competitive items were advanced Aug. 1; details 
will be available next week. Otherwise prices are firm. 





Sash Cord Prices Firm; 
Local Demand Is Steady 


Sash cord prices are fairly firm 
throughout the Metropolitan market. 
Local stocks are ample and the current 
demand is steady. 

JOBBERS’ QUOTATIONS Lb RE- 

TAILERS, F.0.B. NEW YOR 

Sash cord, Samson spot No. < 70c. 
to 72c.; Aetna No. 8, 27c., and Phoe- 
nix No. 8, 35c. to 36c. - 

No. 7 is le. higher and No. 6 is 3c. 
higher on all brands, 


Futures Reported Light for 
Stove Pipe, Elbows 


Future orders on stove goods con- 
tinue to be limited to small quantities. 
It is likely that the demand for pipe, 
elbows, dampers, etc. will show some 
increase the latter part of the month. 
New York prices are firm and local 
wholesale stocks are apparently ade- 
quate. 


JOBBERS’ pag ge a. RE- 
TAILERS, F.O.B. NEW YORK 


Stove pipe, No. 28 gage, black | iron, 
12 lengths in a bundle, 4 in., 134c. 
each; 4% in., 15c. each; 5 in., 1614c.; 
5% in., 18¢.; 6 in., 21¢c. each. 

Stove pipe elbows, black iron, No. 
28 gage, 12 in a bundie, 4 in., 13%c.; 
4% in., 14c.; 5 in., 1ic. 5% in., 
16%c.; 6 in., 18¢. each, 

Pipe dampers, cast iron, wooden 
handle, 4 in., 8%4c.; 4% in., 9c.; 5 in., 
9c. ; 5% in., 10c.; 6 in., Thc. : 7 @., 
13c. each. 

Flue stops, tin rim, lacquered, ad- 
justable steel hoops, 8 3/16 in. 
diameters, 12 in a box, 6\4c. each. 

Stove pipe rings, tin, lacquered, 
12 in a package, 4 in., 3%4c. each; 
4% in., 4%c.; 5 in., 4%c.; 5% in., 
4%c.; 6 in., 5c.; 7 in., 6c. each. 


Stove lifter and shaker, cast iron, 
length, 8 in., 3%c.; stove lifter, nickel 


plated, cold spiral handle, 12 in a 
box, 6%c. each. Same with loop han- 
dle, 12 in a box, 7%c. each. Stove 
pokers, nickel plated, cold_ spiral 
handle, 12 in a box, No. 7, 7%c. 
each; No. 8, 16c. each. Neverbreak, 
19c. each. Furnace pokers, wrought 
iron, 3 ft., 66c. each; 4 ft., 84c.; 5 
ft., $1.00 and 6 ft., $1.16 each. 

Flue scrapers, black iron. 30 in 


long, 12 in a bundle, 4c. each. 


one piece steel, jap- 
anned, 3 in a bundle, No. 54, 5%c.; 
No. 56, 5%c.; No. 57, 9c. each. Gal- 
vanized shovels, "No. 256, 7%c.; No. 
257, llc. each. Extra heavy, one 
piece, japanned scoops, 6 x 9 in., 
capped end, 1644c. each. Neverbreak 
fire shovel, 37c. each. 

Stove boards, 30 x 36 in., $1. 40 
each; 32 x 42 in., $1.73 each; 
18 in., 58¢e.; 24 x 24 in., 71c. 
in., 78c.; 28 x 28 in., 88c. 
n., $1.03; 32 x 32 in., $1.53; 
in., $1.52 each. 


Fire shovels, 


35 x 35 


Lantern Demand Is Fair; 
New York Prices Firm 


Lanterns are receiving a little more 
attention in the New York wholesale 
hardware market. Prices are firm and 
a good fall trade is expected. Local 
stocks are ample. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Lanterns, Hy-LO, 62 tac. each; Vic- 
tor, white globe, 66%4¢. : Victor, Ruby 
globe, 8314c.; Blizzard No. 2, $1.08%; 
Monarch, white globe, 66%c.; 
arch, ruby globe, 83%c.; Little 
ard, 75c.; D Lite, $1.08%; D-Lite, 
with large fount, $1.19; Sport, 46c.; 
Junior Wagon, $1.50; Buckeye, Dash 
Lamp, $1.16%: No. 39, Railroad, 
$1.58144, and No. 30, Beacon, $2.62% 
each. 

N. B.—On all except Hylo an allow- 
ance of 25 cents per dozen is made 
on order of three dozen or more. 


Normal Demand Is Reported 
for Screws; Prices Firm 


A normal demand is reported for 
screws in the Metropolitan market. 
Prices continue unchanged and are fair- 
ly even. Local stocks are considered 
satisfactory. 


JOBBERS’ Oe tenes ee TO RE. 
TAILERS, F.0.B. NEW YORK: 
Screws, flat head, bright iron, 75- 
20-10-10-10-10-10; round head, blued, 
72 4, -20-10-10-10-10-10; round head, 
iron, nickel plated, 65-20-10-10-10-10- 
10; flat head, galvanized, 60-20-10- 
10-10-10-10; flat head, brass, 72%- 
20-10-10-10-10-10; round head, brass, 
70-20-10-10-10-10-10, These discounts 
apply to standard screw lists. In 





package lots an extra 10 is allowed. 


Reading matter continued on page 68 





Bolt Demand Is Consistent; 
New York Prices Steady 


Steady prices and a consistent de- 
mand are reported on bolts and nuts 
by New York hardware jobbers. Local 
stocks are ample for current require- 
ments. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Carriage bolts, % by 6 and smaller, 
50 and 10 off list. Larger, 50 per cent 
off list. 

Machine bolts, % by 6 and smaller, 
50 off list; larger to 1 by 30, 45 per 
cent off list; 1% to 1\%, 30 off list. 

Coach screws, % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 

Step bolts, 50 per cent off list. 


Freezer Demand Is Good; 
New York Stocks Ample 


The recent spell of hot weather 
has helped stimulate interest for ice 
cream freezers. New York jobbers re- 
port a steady demand at firm prices. 
Local stocks are ample. The demand 
is expected to continue for some time. 


JOBBERS’ re hs geo TO RE- 
TAILERS, F.O.B. NE YORK: 

Alaska Freezers.—1 “a $2.95 each; 

: SN $3.45 each; 3 qt., $4.10 each; 

$5 each; 6 at., $6.30 each; 8 qt., 
38. ey each ; 10 qt., $10. 75 each; 12 qt., 
$14 each; i5 qt., $17 each, and 20 qt., 
$21.50 each, These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Ice Cream Freezers, White Moun- 
tain, 2 qt., $5.65; 4 qt., $8.25; 6 qt., 

, $10.45, and 8 qt., $13.50 each. These 
are list prices and are subject to 
dealers’ discount of 50 per cent. 

Auto Vacuum Freezers, No. 1, $3.33; 
No. 2, $4.00; No. 3, $5.33, and No. 4, 
$6.67 each. These are net prices. 

Arctic Freezers, 1 qt., $4.00; 2 qt., 
$4.60; 3 qt., $5.55; 4 qt., $6.80; 6 qt., 
$8.60; 8 qt., $11.10; 10 qat., ; 
12 qt., $16.65, and 15 qt., $23.30 each. 
These are list prices subject to deal- 
ers’ discount of 50 per cent. 

Acme Freezers, No. 1, 2 qt., rogith- 
galvanized, tapered, $8. 00 per dozen; 
No. 2, qt., enameled, ern 
tapered, $10. 00 per dozen; No. 3, 4 qt., 
enameled, $1.00 per dozen, and No. 
4, pint size, Junior enameled, $4.80 
per dozen. These are net prices. 


Everybody’s Freezers, No. 01, pt., 


$4.00; No. 1, 1 qt., $5.50; No. 2, 2 qt., 
$7.00; No. 3, 3 qt., $8.00, and No. 4, 
4 qt., $9.00. All gray enameled. 


These are list prices subject to deal- 
ers’ discount of 33% per cent. 


Battery Sales Continue Active 
for Radio and Ignition 


Radio and ignition dry cell batteries 
continue to have a steady sale in the 
Metropolitan area. The recent broad- 
casting of leading prize fight bouts has 
helped stimulate the summer sale of 
batteries. The constant improvement 
in radio broadcast operation gives the 
fan an all year program which means 
an all year demand for batteries and 
other essentials. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Dry cells, No. 6, ignition type, 
32%4c.; No. 7111, same type, 35'%c. 
each. 

B batteries, No. 767, $2.62 each; 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty vertical type, 
No. 770, $3.40 each; in units of 5, 
$3.17 each. Layerbilt, No. 486, $3.59 
each; units of 5, $3.33 each. 
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@sborn Brushes This Display 
"Youll Find 2a Hundred Uses - 

Mate otoe Stand Will Help 
a | You Sell More 

Osborn Brushes 


Here is a display stand that 
lends itself equally well to 
counter use or as a window 
trim. You will be proud to use 
it, because of its bright, attrac- 
gees Pee A tive appearance and proven 

, 14 qu f I pope “45 | é Seog, —-vallue as a silent salesman. 
NAGE, f\ ik a A It is solidly constructed of 
wap - Ete iS it SS metal, lithographed in four 
ee > Oa. colors, and so arranged that 
Koenient,) 5s 3S Vays the brushes may be removed 

CAS og easily for close inspection. 


SR The house-to-house can vasser, 
who works your neighborhood 
with his line of brushes, has to fight for the mere 
opportunity of showing his wares, but the people 
who come to your store enter in a buying mood, and 
have the time and inclination to look at your display 





‘inet > 








of Osborn Household and Personal Use Brushes. 


Osborn Blue Handle ‘ 
Household and Per- If you already have an Osborn Display Stand, be 
sonal Use Brushes sure to keep it constantly at work for you. If you 
Wall Brush stock Osborn Blue Handle Brushes, and are not 
Floor Mop equipped with an Osborn Display Stand, write us 
Clothes Brush and we will send one free. 
Skirt Brush 
Sanitary Brush JHE OSBORN MANUFACTURING COMPANY 
Vegetable Brush 5401 Hamilton Avenue Cleveland, Ohio 
Bottle Brush Branch Offices 
Dust Pan Brush — [ nies deel . 


Percolator Brush 
Pan Greaser Brush 
Split Duster 
Radiator Brush 
Bath Brush 

Nail Brush 

Dish Mop 
Refrigerator Brush 











MAKERS OF QUALITY BRUSHES SIN CE 1892 
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An Inexpensive Home Tool Grinder 


There is a big demand for a thoroughly practical tool 
grinder for home use at a low price. 


And now comes the PIKE G-WHIZ Tool Grinder to 
meet this demand, backed by a nationally known company 
whose Abrasives and Sharpening Stones are known and 
used the world over. The 


PIKE G-WHIZ 
TOOL GRINDER 


is not a heavy, cumbersome affair, but an attractive, light 
weight grinder, with a sharp cutting abrasive wheel that 
will put a keen edge on all household cutlery—quickly and 
easily. 


Furthermore the PIKE is a sturdily constructed, smooth 
running grinder with exceptional power for its size. 


Now ready for delivery. Write for literature and trade- 
prices. 


Pike Manufacturing Co. 


ir“ | | 


hi 
EVERY HOME ‘Wi | N 
Sells on Sight | 
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FINE QUALITY AND FINISH 
MADE /NPOPULAR S$/ZES 
and the 


O y ° Wt 


A CARDED ASSORTMENT OF Oval” 
SHEARS. A STANDARD NUMBER 


No. \ hal 
THE ACME SHEAR CO. 


Bridgeport, Conn. 


ly Famous Since 1874 
> 
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| cout ta 

















EXTRA 
SALES! 


—“gets” the customer who comes in for other things, 
because Gem and Gem Jr. trim nails and hangnails 
perfectly. 
The only nationally advertised nail-clippers. Copy ap- 
pears regularly in The Saturday Evening Post, Collier’s 
and Judge. 

Gem 50c. 
Du Pont ‘‘Cellophane’’ wrappers keep m4 
Gems bright and clean—always factory 
new. 


Your jobber has them—extra sales—today 


THE H. C. COOK CO. 


Ansonia, Conn. 
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CUTLERY 











MERCHANDISING IDEAS «+ . 


NEW ITEMS 








Moon Razor Blade Holder 
Utilizes Safety Razor Blades 


Old safety razor blades can be used 
for cutting cloth, fur, seams or for scrap- 
ing paint and glass if a new product of 
The Voos Co., New Haven, Conn., is used. 
John H. Graham & Co., Inc., 113 Cham- 





bers Street, New York City, are direct 
factory representatives for the Moon Razor 
Blade Holder. 

This holder is said to hold any blade 
at any angle. Many uses in the home, 
store, shop and office can be found for 
a blade in this convenient holder. Spare 
blades are kept in the handle. One dozen 
holders to a display card. 


Burns Mfg. Co. Produces New 
Peeling Hook and Bread Knife 


For peeling small fruit and vegetables, 
the Burns Patented Peeling Hook ought 
to find favor with many housewives. It 
is manufactured by The Burns Mfg. Co., 
1208 East Water Street, Syracuse, N. Y. 





The serrated edge of many fine teeth 
is said to cut like a razor. The teeth on 
the point of the blade are for cutting out 
the eyes and bad spots on potatoes, The 
Cocobolo wood handle fits the hand and 
the curved blade is said to fit the potato. 
The stainless steel blade is 2% in. in length, 
the complete hook 5% in. long. Packed 
one dozen in a display stand. 

A new size in the line of bread knives 
which this company manufactures is the 
“Restaurant” shape bread knife. It, too, 
has the serrated edge, which is said to pro- 
duce a clean cut without tearing the bread 





or making crumbs. The manufacturer 
claims that the edge will last for years 
and can be resharpened by rubbing the 
smooth side of the blade on a whetstone. 

The Restaurant knife is 17 in. long and 
the blade 12 in. 


Shaving on Angle Made Easy 
With Irving Angle Razor 


A novel development in razors has re- 
cently been produced, which is said to com- 
bine the satisfactory work of the straight 
razor with the merits of the safety razor. 
The Irving Safety Razor Co., of Tor- 
rington, Conn., claims that the Irving 
Angle Razor combines these advantages, 
and says that razor users know that shav- 
ing on an angle gets better results. The 
angle of the head, blade and handle of 
the razor produces automatically this de- 
sired shearing movement, it is said. In 
using the Irving Angle Razor, the manu- 
facturer says to apply the razor to the 





face naturally, drawing it over the beard, 
and the patented construction of the razor 
will do the rest. 

The construction is very simple, making 
it easy to take apart for cleaning. The 
blades are of a special size, double-edged 
and of Swedish steel. 








Keep Oil Can Handy in Your 
Cutlery Case 


A small oil can with high grade light 
oil should be kept in your cutlery case 
or some other place handy to the pocket 
knife display. This will enable you to 
put a drop of oil in each joint of a 
knife when you sell it. This little ser- 
vice will appeal to your customers and 
will give them longer service from their 
knives. They will also be convinced 
that you know your business. Good 
knives leave the factory oiled, but after 
the knife is in stock a while the oil dries. 





What Is Your Market for Pocket 
Knife Sales? 


“In one of our early articles,” said John 
Cassin, “we told about investigating the 
possible market for pocket knives by as- 
certaining the condition of the knives car- 
ried by one hundred men. The story stuck 
in the crop of one of my Maryland friends, 
so notwithstanding that he worked under 
the disadvantage of knowing nearly every- 
one whose knife he borrowed (he lives in 
an 8000 population town) during the course 
of a day he borrowed sixty knives. A 
few days later he made a pocket knife dis- 
play, back of which hung a sign reading, 
‘As 58 of the 60 Men from Whom I 
Borrowed Knives Need New Ones, I 
Judge 96 Out of Every 100 Men in Town 
Need a New Knife. I Have Knives for 
Merchants, Farmers, Motorists, Sports, 
Boys and Others.’ He says he sold more 
knives during the* following two weeks 
than he had sold during the preceding six 
months.” 





International Silver Co. Issues 


Interesting Booklet 


“Treasure Bound On The Good Ship 
Budget,” is the title of a very attractive 
booklet, just published by the Interna- 
tional Silver Co. of Meriden, Conn. 

The thread of the story is a description 
of Captain Youngwife’s voyage on the 
Sea of Matrimony to the Silver Isles and 
this framework is used to present silver- 
ware from a different angle. 

The booklet will be distributed by the 
dealer to his customers and the dealer 
will be supplied with a specially designed 
holder which is in perfect harmony with 
the book itself. 
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Cheney 
No. 3 

A 
Quality 
Grinder 
ata 
Low 
Price 





When'People Send Tools to be Ground: 


You know how home owners hate to be both- 
ered with “Traveling Grinder Men”—they 
also dislike to send tools away to be ground, 
because it deprives them of the very tools 
they most need. 


Sell them a Cheney or Royal Grinder and 
they can grind their own tools, being assured 
of good results. The saving effected will 
soon pay for the cost of the grinder. 


Your Jobber will supply you 








4” x 1” Wheel 






in 
Royal Purple 


in 5 Sizes 





| 
| 











CHRADE Q)AFETY 
Push Button Knife 


No Break 
Pager nals 


<—_Safety 


| Kola. 


Push the button and the blade opens auto- 

matically. Safety slide locks the button with the blade 
open or closed. DOUBLE-LOCKED—the only Safety 
Knife that is actually Double Locked. It requires two 
motions to unlock and open the knife—therefore safe, 
both conveniently done with one hand. 


TRADE EVERLAST! NGLY SHARP MARK 


Manufactured exclusively by 


SCHRADE CUTLERY CO. Walden, N. Y. 


Also manufacturers of a complete line 
of Schrade regular type pocket knives. 


Send for Catalog E. Factories: Walden N. Y.—Middletown, N. Y. 














everotain 


Genuine ‘ 
' ‘Sate — y 
Handles iting 





Natural Color 





X112—7” Three Piece “Bungalow” Set 


The Ontario Knife Co. 
Franklinville, N. Y. 
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UTLERY deserves and usually has a front rank 
display location in the better hardware stores. 


Cutlery 


Should Be 
Up Front 


Three Good 
Examples of 


Cutlery Display 


A ing a knife and suggests quality to the buyer. 


popular practice is to have at least one show case 


of cutlery directly inside the front door. The reason is 


obvious. Knives, carvers, razors, silverware 
and the many other items of this profitable 
line display well, have shiny, clean appearance, 
a ready sale and produce a most attractive 
margin for the store. Many dealers tell us 
that cutlery, on a dollar to dollar basis, brings 
in the best selling margin of all lines carried. 
The consumer seldom asks for cheap cutlery. 
In fact, we find that in the average neighbor- 
hood cheap cutlery would not go. Practi- 
cally every item in this department has a 
definite function to perform for the consumer, 
and in many cases is subjected to constant use. 

Successful retail salesmen find that cutlery 
is interesting to sell and that when the sales- 
man shows a respect for a pocketknife, han- 
dles it carefully, and avoids finger marking 
the blade, the customer finds that respect con- 
tagious and part of the sales work has been 
completed. A small square piece of felt or 
























Displays 


display pictured at 


play of small items 


tom of the page 


Good Cutlery 


Davis-Hunt-Collister Co., 
Cleveland, Ohio used the 


top of the page. Note 
the use of the supporting 
pillar as a display space. 
The center picture is a 
window display by A. H. 
VanVoris of Cobleskill, 
N. Y. This is a partic- 
ularly well balanced dis- 
play. The extensive dis- 


the window nf Bomar- 
Summers of Louisville, 
Ky., is shown at the bot- 





velvet, pad shape, offers a dignified method of present- 


Davis-Hunt-Collister Co., Cleveland, Ohio, whose cut- 
lery department is shown above, use inclined display 


’ 
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The 


STAINLESS 
MINCER 


Guaranteed _ stainless 
blade, beautifully fin- 
ished, perfectly 
sharpened, acid-resist- 
ing white enamel han- 
dle. Get prices from 


Sales Representatives : 
John H. Graham 
& Company, Inc. 
113 Chambers St. 
New York City 


THE, m-YO3O-S > GO. New Haven, Conn. 























Blue With a White Crackle 
The new finish on handles for 
VAUGHAN’S KITCHEN TOOLS 








Patents 
stand Pending 
for kitchen 
tools sent 
with assorted 
orders. A @- 
lent salesman. Ask for 
( atadleg 
20-H. 
VAUGHAN NOVELTY MFG. CO., INC. 
3211 Carroll Ave., Chicago, Ill. 














CATES 


Since 1880 


Coates Hair Clippers are 
now used in every country 
on earth. 

Styles for every require- 
ment of shop or home. 


. 


CATES) CLIPPER & MFG. CO. 
Worcester, Mass., U. S. A. 











GENUINE ¢@> STAINLESS STEEL 
KITCHEN TOOLS 


Popular priced—most items to retail at 25c. 





The avalanche of orders 
received from housewives 
everywhere in response to 
our Saturday Evening 
Post announcement indi- 
cates the remarkable de- 
mand which exists for 
Stainless Kitchen Tools. 
Jobbers! Write or 
wire for introductory 


offer which includes free dis- 
play! ‘ 


SAMSON CUTLERY CO. 


America’s Foremost Producers 
of Stainless Steel Products 


Dept. F-28 Rochester, N. Y., U.S. A. 


Rush Orders for 
the Canning 
Season will be 
shipped at once. 


WIRE 
TODAY! 


Dealers! 
special 





























‘see 





Round Pointed Paper Hanger’s Knife 


MURPHY’S 3335750 KNIVES 


Using only the best crucible steel and expert crafts- 
manship has maintained the leadership of Murphy 
quality for over seventy-six years. 


ROBERT MURPHY’S SONS CO. 
Established 1850 
Oyster Knives 
Rubber Knives 
Pattern 


Kitchen Knives 
Pruning Knives 
Makers’ Knives and Handles 


Send for Catalogue MASSACHUSETTS 


Shoe Knives 
Sloyd Knives 
Paper-Hangers’ Knives 


AYER 














Saunders Norvell Says, 


“Know Your Merchandise to Sell It” 


The man who can explain the construction, who 
can give an interesting, detailed account of the 
manufacture of a piece of cutlery, is the man who 
is going to sell it. 


Put yourself in the consumer’s shoes. What 
would you think of a dealer who, after he has 
learned your need, starts a sales argument some- 
thing like this, “Well, here’s a nice knife I can let 
you have for $1.25: of course, if you want some- 


thing better, this sells for $3.50.” If you press him 
for an explanation of the difference, you get a 
meaningless little speech on “better quality.” 


He simply doesn’t know his goods. 


But his case is not hopeless. Moreover, he 
doesn’t need a “Five Foot Shelf of Books” to Jearn. 
The cutlery articles in HARDWARE AGE are an edu- 
cation in the construction and merchandising of 
cutlery. Study them carefully. 
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panels for pocketknives, hunting knives, etc. Above the 
janels you will note a shelf with five trays. These trays 
each contain an assortment of knives and each tray bears 
In the first tray any knife is avail- 
able for 50 cents; the second, 75 cents; the third, $1; 
the fourth, $1.25, and the fifth, $1.50 each. The knives 
on the inclined panels have price buttons. The tray idea 
and the five prices is a good merchandising plan. Boys 
of all ages want pocketknives. Most of them want good 
ones. Others will be influenced by the price appeal. A 


its own price card. 


show case arranged as this one is appeals to both the 
price buyer and the man who has a particular fancy for 
a certain type of knife. 

Note also the utilization of the building pillar for dis- 
play purposes. The Ohio firm has featured special 
knives, carvers, steels, etc., on the pillar which ordi- 
narily might be waste space. On top of the show case 
a small glass case displays safety razor blades. To the 
left, on the aisle case, carvers, shears and scissors are 
featured. Alarm clocks, thermometers, fountain pens 
and pencils are included in this department. You‘can see 
these displayed on the second pillar. 

When A. H. Van Voris of Cobleskill, N. Y., features 
cutlery in the window he makes the display truly repre- 
sentative of the department. The example shown here 
includes straight razors, carvers, pocketknives, shears, 
scissors of all kinds, table cutlery, kitchen knives, special 
purpose and heavy duty kitchen knives and safety razors. 

Bomar-Summers Hardware Co., in Louisville, Ky., 


feature cutlery regularly and make good use of display 
material furnished by manufacturers. This window 
display includes safety razors, blades, blade sharpeners, 
carvers, kitchen knives, shears, scissors, pocketknives, 
alarm clocks and a few other specialties which help round 
out the complete cutlery department. 


Stainless Steel Very Popular for 
Kitchen Cutlery 


AMSON Cutlery Co., Rochester, N. Y., has received 

more than 6,000 orders and several hundred inquiries 
on its set of stainless kitchen tools for household use, 
from recent national advertising. The company an- 
nounces that these orders were sold at full retail price 
and that dealers were fully protected, the profit on each 
sale was credited to the dealer in whose territory the 
customer lived. 

In connection with this interesting announcement the 
company adds that housewives everywhere are becoming 
very well acquainted with the qualities of stainless steel. 
They appreciate the ease of cleaning, its strength and 
durability. Stainless steel requiring no ruubbing or 
scrubbing saves time in the kitchen work. 

The Samson Cutlery Co.’s line of stainless steel kit- 
chen tools includes ladle, basting spoon, mixing spoon, 
whipping spoon, solid pancake turner, perforated pan- 
cake turner, kitchen fork, mincing fork, can opener, 
spatula, corer and peeler. Most of these items retail at 
twenty-five cents. 








An_ exceptionally attractive 
window display was found in 
* Sydney, N. S. W., Australia. 
Anthony Hordern & Sons, pro- 
gressive dealers in that place, 
designed and decorated this 
window without the aid of a 
special factory representative. 
It is a very comprehensive dis- 
play of abrasive products, 
showing nearly everything in 
this line. One feature of the 
window was the price cards 
which displayed the selling 
prices in bold figures. That it 
was a successful window is in- 
dicated by the fact that it was 
left in several weeks over the 
usual allotted time. Hones, 
sharpening wheels and stones 
for sharpening carvers, etc., are 
important parts of the cutlery 
department of every hardware 
store, not always appreciated 
when making window displays 
for this department. 
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Building a 
$200,000 
Tool Business 
in Twenty 
Years 


Londelius Hardware 
Co., of Chicago, is 
wholly a “man’s store” 
the major lines being 
builders’ hardware, 
tools, paint, radio, sport- 
ing goods, garden and 
lawn tools. 








BOUT twenty years ago C. A. Londelius saw an 
A opportunity to set his three sons up in the hard- 
ware business and he accordingly stocked a little 
store for them out on what was then prairie at the south- 
ern limits of Chicago. The initial stock was only about 
$600 and the first year’s sales of the three boys was 
around $8,000. However, the city has grown enormously 
and Sixty-third Street, where the store is located, has 
changed from almost suburban territory to one of the 
main business thoroughfares of the city. The business 
has been incorporated, two of the three brothers have 
sold out their interests, and Harry Londelius, who is 
manager of the store, is the only Londelius now finan- 
cially interested in it. Last year the store sold a total 
volume of $1,070,000, which repre- 
sented a turnover of about five times. 
The establishment now employs sixty- 
eight people and operates a fleet of 
eight delivery trucks. 

One of the surprising things about 
the Londelius store is the fact that it 
is wholly a “man’s store.” In spite 
of the statistics to the effect that women 
nowadays buy the bulk of hardware 
items, a woman customer in Londelius 
is the exception. The class of mer- 
chandise handled is almost entirely of 
the kind that interests men—builders’ 
hardware, tools, paint, radio, sporting 
goods and garden and lawn tools being 
the major lines. Some electrical appli- 
ances such as washing machines, iron- 
ers, sweepers and table appliances are 
also carried, and while there are items 
that are usually sold to women, in this 
store men are more often the buyers. 

The store rather specializes on build- 
ers’ hardware and employs four esti- 
mators who are kept busy following up 
contacts with architects and contrac- 
tors and no building job is too large 
for the Londelius organization to go 





masculine eye. 


after. Naturally this line of endeavor throws the store 
into prominence with mechanics of all kinds, so that it is 
not surprising that the largest “over the counter’’ busi- 
ness is on tools. A very complete stock of all kinds of 
mechanics’ high-grade tools, averaging about $50,000, is 
carried, while sales run to nearly $200,000 annually. 
The tool department extends down the entire right- 
hand side of the store, with ceiling-high shelving hous- 
ing the bulk of the stock. Some sample doors or panels 
are used toward the front of the store, the balance of 
the shelving being open. Floor show cases stand in 
front of the shelving and in them large display boards, 
running the full length of the cases and standing at a 
(Continued on page 87) 





Here is a window display of the Londelius Hardware Co., Chicago, 
in which was displayed merchandise intended to appeal to the 


The photo at the top of the page shows the tool 


department of the Londelius store, where a stock of mechanics’ 
tools averaging $50,000 is carried, while sales run to nearly $200,000 
annually. The store’s total volume last year was $1,070,000. 
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A CLOSED TRACK 
JOB AT A FLAT 
TRACK PRICE 







CANNON BALL I 
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OORS are the only part of a building 

that “works.” Your reputation as a 
dealer can be ruined if the door hangers 
you sell fail to do all that is expected of 
them. 


Cannon Ball Junior will save your customers a 
lot of money and make you a good profit without 
risking your reputation. 


Cannon Ball Junior is easiest to hang—saves lots of 
time and trouble. It runs easy. The track is perfectly round; 
the wheels are ball shaped with long roller bearings that 
can’t twist or pile up. Cannon Ball Junior hangers never 
go back on you. They run even, bear even, wear even, for 
years and years, no matter how the building sags or settles. 


TRACK ANY LENGTH 
Track comes in 3, 4, 6 and 8 ft. lengths, with brackets 
for single track or parallel installations to hang from side 
wall or ceiling. 


Send now for big 228-page catalog 
and unusual dealer proposition 


Hunt-Helm-Ferris & Co., Inc. 


Established 1883 
TB Ill. 


Albany, N. Y. San Francisco, Calif. 





TAR 


Cannon Ball Junior For Garage Doors 





1103 Set for folding-sliding doors 
Complete Set in box or parts as wanted 


rg it 


1154 Curve—1162 Hangers take doors around the corners 






















No better 
closed 
track job 
at any 
price for 
doors 
weighing 
up to 250 
Ibs. each 














Self-Cleaning Round 
Track 16-Gauge Steel. 
Solid Ball Wheels 
(Roller Bearing) Lathe- 
Turned of Cold 
Rolled Steel 







Illustration below 
shows how track 
protects the hangers 
and how the slot in 
the bottom of the 
track lets the dirt, 
dust, rust and mois- 
ture drop out sothat 


Hangers Can’t 
Clog or Bind 

























Actual Size 








Here is a small portion 
of the Children’s Day 
parade held in Toledo, 
Ohio, recently. The 
whole community co- 
operated with the Gen- 
dron Wheel Company 
and the Hagel Merchan- 
dising Company in put- 
ting over the biggest 
Children’s Day celebra- 
tion Toledo ever saw. 
Some of the children had 
a hard time negotiating 
the hills and rough places 











in the “line of march,” 
but were able to com. 
mand almost instantane- 
ous assistance from the 
interested onlookers, who 
could be numbered in 
the thousands. The To- 
ledo theatres, besides be- 
ing represented in the 
parade, assisted mate- 
rially in making the day 
a success. The children 
were taken to a special 
performance at one of 
the theatres as guests. 


Toledo Celebrates Children’s Day 


National Event Proves Success After Week’s Postponement— 
Sponsored by Gendron Wheel Co. 


NE of the best Children’s Day celebrations was 
held in Toledo on Saturday, June 26, after having 
been postponed a week on account of inclement 
weather. Due in part to the cooperation of the com- 
munity as a whole, and the downtown theaters, the hard- 
ware stores, gas filling stations, grocery stores and all 
business men who could be benefitted by the advertising 
obtained through the Children’s Day movement. They 
all had entries in the parade, which was about three 
blocks long. 
Naturally, the district covered was short, but with 


the cooperation of the police department it was possible 
to put the parade through three blocks of downtown 
Toledo in the heart of the business section. The parade 
ended in front of one of the biggest downtown theaters, 
where the management put on a free show for all the 
children that were able to attend. There was a big turn- 
out, and everything went off smoothly. 

The lobby of the theater contained a display of ve- 
hicles, ani a prize of one of the best automobiles was 
given away to the child holding a lucky coupon. 

(Continued on page 86) 
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Open the Door to New Profit Opportu- 
nity With This Amazing New Bumper 


TY PR Fe a RE oT 8 
vill 








“The Bumper That Beacons 
the Highway” 







PONSORED by the makers of your Quikwerk tools, this 
amazing new Bright Bumper points your path to new and 
greater profit possibilities. As a bumper it is the hand- 
somest, huskiest and most efficient protector of life, limb and 
property. Absorbs and repels a more severe impact than any 
other bumper we know of. But Bright Bumpers are more than 
this—installed in either end, and amply protected against 
breakage, are powerful safety road lights that beacon the high- 
way for 500 feet ahead of the car, with absolutely no glare to 
blind approaching motorists. Ditches on both sides of the road 
are plainly visible, fog has no terror, even “road hogs” give the 
Bright-equipped car an extra wide berth. Here is a new prod- 
uct made by an old friend—one that affords you new and un- 
limited opportunity. Write for the “low down” on it NOW. 


Supplied through your Quikwerk Jobber 





The WARREN TOOL & FORGE CO. es asiiaeceemaii —_ 
240 Griswold St., WARREN, O. erences tier acaataineed 


the rear complete the equipment 
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Revised Common Nuts Price List 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with recent revision of April 1, 1927. To de- 
termine net selling or buying price on any size, this chart offers a direct short cut. For example: 
| Assume a desired discount of 40 per cent on 34-inch Hexagon (Tapped) nuts. Find the length 
line and follow along until you reach the 40 per cent discount column—here you find the answer, 
45. Other discounts and lengths are determined in the same manner. List prices are per 100. 


Common Nute—Square ( (Blank) Common Nuts—Hexagon (Tapped) — 
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Verified News of Retail Stores 

The Martin Snyder Co. has recently opened a store in Philippi, Stone & Freemen are going out of business in Lebanon, Tenn. 

W. Va. H. C, Hutchinson has taken over the business of Hand & 

McNutt Hardware Co. is now in the retail business in Mul- Hutchinson. , ' 
lens, W. Va. Sullivan Hdwe, Co. was recently incorporated as Sullivan- 

M. Shortland has succeeded to the business formerly con- Belton Hardware Co., in Belton, S. C. , 
ducted as Webster Hardware, at 6415 California Averue, Seattle, _Freedom Hardware Co. has taken over the business of Joe 
Wash. Seott in Freedom, Okla. a x x 

Ernst Hardware Co. has opened a branch store at 306 Pacific A. E. Arnold will open a retail store at 16607 Miles Avenue, 

-@ »me aw Cleveland, Ohio. 

Ave., Bremerton, Wash. Plymouth Hardware Co., is soon to open in Plymouth, N. C. 

La Villa Hardware and Furniture Co., Emmett Cooper, mer., y, dedi DP 3: ae 
has recently opened in Mercedes, Tex.. for the conducti f : Quikky, Inc., has recently been incorporated and will do busi 
retail eon lg ned in Mercedes, ex., for e conducting of a ness at 456% South Broadway, Yonkers, Y. 

on : sg . 7 Paul & Horter have moved from 372 Hudson Street to 420 
_Fort Stockton Hardware Co. will open a store on Stockton Hudson Street, New York City. 

Street, Fort Stockton, Tex., and desire catalogs. a , M, L. Brandel, 1272 Morrison Avenue, Bronx, New York City. 
ate W. Hovey has succeeded La Porte Hdwe. Co. in La Porte, will soon open a store at that address. 
Tex. O. H. Saylor has taken over the business of Guy M. Briggs, 

Rio Grande Hdwe. & Mch. Co. with C. C. Hinds as manager, in Red Oak, Iowa. 
has succeeded Ewing & Phillips in Harlingen, Tex. Whal & Lynch now run the business formerly of Bosh Hard- 

H. Williams, hardware dealer of Carrizo Springs, Tex., ware Co. in Union City, Ind. 
has moved his store across the street. Armen Apple, now owns the store of Bailey Roberts in Taswell, 
Baird Hdwe. Co. is now open for business in Baird, Tex. Ind. 
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Shear Cut 
Machine Screw [aps 


— = 


Ge flutes of these taps are milled with a left hand spiral. 
The point is ground to give a shearing cut. 

The chips are pushed ahead of the tap instead of passing 
up into the flutes. 

The flutes are left shallow, insuring the maximum of 
strength. 

The shear of the threads actually cutting is established 
by the spiral of the groove. This simplifies subsequent 
grindings. 

They are especially successful in tough, dense material, 
but they will also give satisfactory results in all tapping 
operations. 














gue, 
TAPER PIPE TAPS = 


oH The Shield Brand 
Appears on All 
MOTE mars 


ee cpa 
STOVE BOLT TAPS 








MACHINE SCREW -TAPS 








We also manufacture 


Hand Taps Die Hobs Pulley Taps Mud Plug Taps 
Nut Taps Stay Bolt Taps Bent Shank Taps Combined Pipe Taps and Drills 
Tapper Taps Ground Thread Taps Beaman & Smith Taps Tap and Reamer Wrenches 
Square Dies Round Adjustable Dies 
Spring Screw Dies Die Stocks 
CLEVELAND 
New: York: 94 Reade St. Chicago: 552 W. Washington Blvd. 


Fredk. Pollard & Co., Ltd., London and Leicester, England Paris, France—Burton Fils 
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Hot of the Nail Ke 


Little yarns that others have laughed 
over culled from various sources. 
contemporary puts it: “Some of them 
have been copied, the rest will be.” 


Asa 











“Doctor, if there is anything the matter 
with me, don’t frighten me half to death 
by giving it a long, scientific name. 
tell me what it is in plain English.” 

“Well, sir to be frank, you are lazy.” 

“Thank you, doctor. Now tell me the 
scientific name for it. I've got to report 
to the missus.” 

“Dis is Meester Kaplovitz, I want you 
should send me over twelf two by tens 
right avay quick.” 

“All right sir—How long do you want 
them?” 

“Oo, I vant them a long time, I going 
to put them under the ’ouse.” 





“Nola, will you marry me?” 

“Doug, I must tell you I’m a somnambu- 
list.” 

“That’s all right—you can go to your 
church and I'll go to mine.” 

Cohn pulled out his pistol and put it in 
Rosenstein’s face. 

Just as he was about to fire, Rosenstein 
said: “How much do you want for the 
gun?” 

Cohn, in telling the story said: “And 
how could I kill a man ven he was talking 
business ?” 

“Marriage,” said the philosopher, “is 
like a railroad sign. When you see a pretty 
girl you stop; then you look, and after 
you’re married you listen.” 





Jones: “Sorry to keep you waiting—but 
I’ve just been setting a trap for my wife.” 

Friend: “Good heavens! What do you 
suspect ?” 

Jones: “A mouse in the pantry.” 





A distinguished member of the French 
embassy was a guest at the silver wedding 
celebration of an eminent bishop. 

Leaning over to his neighbor, the 
Frenchman asked, sotto voce: “Tell me, 
mon cher, wat ess thees silvaire wedding 
which we celebrate? I do not under- 
stand.” 

“Oh,” replied his neighbor (the bishop’s 
nephew), “don’t you know? Why, my 


uncle, the bishop, and my aunt have lived 
together for twenty-five years without 


Just | 
| a light breaking upon him. 








having been separated, and without having 
any quarrels in that time.” 

“Ah!” exclaimed the diplomat, heartily, 
“And, now, 
he marry her? Bravo! Bravo!” 

He—“Do you believe that kissing is un- 
healthy ?” 

She—“I couldn’t say—I’ve never—” 

He—“Never been kissed?” 

She—“TI’ve never been sick.” 

Gee—“How come you're all wet? 

Whiz—“T fell into a barrel of cider.” 

Gee—“Didja get hurt?” 

Whiz—“No; it was soft cider.” 

Officer—“You were speeding. 
pinch you.” 

Fair Motorist—“Oh, please! If 
must, do it where it won't show!” 


I'v got to 


you 


“And what did you do to be sent down 
here?” inquired Satan of the new shade. 

“T invented the alarm clock,” replied 
the shade, with a sickly smile. 

“Here, take this pitchfork and keep 
order. I’ve been needing a vacation this 
long time, but couldn’t find anybody mean 
enough to take my place.” 

A very small boy was trying to lead 
a big St. Bernard up the road. 

“Where are you going to take that dog, 
my little man?” inquired a passerby. 

“T__I’m going to see where—where he 
wants to go first,” was the breathless 
reply. 

Once a city man out of work had “hired 
out” to a farmer. At four o’clock in the 
morning the newly employed hired man 
was called to breakfast. A few minutes 
later the old farmer was astonished to 
see the man walking off down the road. 

“Say! Come back and eat breakfast 
‘fore you go to work!” he yelled after 
him. 

“T ain’t going to work,” the man called 
back. “I’m going to find a place where 
T can stay all night.” 





Daughter: “Father, what do you think 
of my new dress?” 

Pop: “Well, I would advise you to carry 
a larger fan.” 





He: “After all, where would woman be 
without her finery?” 
She: “Presumably in her bath.” 





An old darkey got up one night at a 
revival and said: 

“Brudders and sisters, you knows and 
Ah knows dat Ah ain’t been what Ah 
oughter been. Ah’s robbed hen roosts, 
and stole hawks, an’ lied, an’ got drunk, 
an’ slashed folks wi’ mah razor, an’ shot 
craps, an’ cussed, an’ swore, but Ah thanks 
the Lord dar’s one thing Ah ain’t nebber 
done: Ah ain’t nebber lost mah religion.” 





o” 


“Do you like music 

“IT have only one objection to music,” 
said Miss Cayenne. “It is agreeable 
enough to listen to, but it gives rise to an 
interminable amount of tiresome conver- 
sation.” 





An old lady kept a parrot who was 
always swearing. In order to keep him 
from swearing on Sunday she placed a 
hood over the cage, removing it on Mon- 
day morning. 

On Monday afternoon she saw her min- 
ister coming toward the house and she 
again placed the hood over the cage. As 
the minister was about to step in the par- 
lor, the parrot remarked: “This has been 
a d——d short week.” 





Angry Father—‘What! You are at the 
bottom of the class?” 

Albert—“It’s all right, Dad; they teach 
the same at both ends.” 





“Do you believe a rabbit’s foot ever 
brought good luck?” 

“You bet! My wife felt one in my 
pocket and thought it was a mouse.” 





First Street Cleaner—‘“So Bill’s dead; 
Bill was a good street cleaner.” 

Second Street Cleaner—“Yes, Bill was 
a good street cleaner, but don’t you think 
he was a little weak around the lamp 
posts ?”— Whirlwind. 





“Why did you stop singing in the 
choir ?” 
“Because one day I didn’t sing and 


somebody asked if the organ had been 
fixed.” 
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Still the Best Seller for General Use 


In these days of competition and price cutting, there is one 
tool that always commands full value, because its quality 
justifies it. 

That tool is the COES Knife-Handle Wrench. It has the 
strength, grip and construction to start any job and finish it— 
to tighten or loosen any nut within jaw capacity. It never 
fails. 

After 86 years of comparison with other screw wrenches, the 


COES is still the best seller for general use. Sizes: 6 to 21 in. 


Your Jobber will supply you. 


COES WRENCH COMPANY 


“In business since 1841”’ 


SKNNNNNNN NNN NNN NHN MN NNN NWN HNN WHOM NNN NW MOM HON! 


Worcester Mass. 
SELLING AGENTS 
J. C. McCarty & Co 253 Broadway, New York 
John H. Graham & Co... 113 Chambers Street, New York 
Fenwick Freres 8 Rue de Rocroy, Paris, France 











MYERS Sowa ware 


4 - 
| Regardless of the local- 
r General Service %!3."% 0° 
business, successful selling is the goal toward which you are striving. Dealers in metro- 
politan districts as well as in smaller cities, towns, villages and rural communities have 
found Myers Self-Oiling Power Pumps open up new lanes to business and profits for 
them. The same opportunities exist in your locality—agricultural, industrial, commer- 
cial, educational activities—all are now 
served by Myers Self-Oiling Power 
Pumps and Water Systems—the 
modern line for general 

service. 



















Sectional View 
MYERS SELF-OILING 
BULLDOZER POWER PUMP 






MYERS 
SELF-OILING 
BULLDOZER 
WORKING HEAD 
for DEEP WELLS 

6-9-12 & 18 STROKE 

















Myers 
Self - Oiling 
Power Pumps and 
Water Systems in a 
complete range of sizes 
for either shallow or deep in- 
Stallation up to ten thousand 
gallons per hour stand alone for 
economical and dependable service. For- 

tified by numerous refinements, nationally 
advertised, distributed by high class dealers 
everywhere, they offer splendid opportunities for 

dealers or others who sell and install pumps. Write us. 


THE F.E.MYERS & BRO.¢9: 


ASHLAND, OHIO. 
- = iY BoB edge nen etre dag ng! hte and 
B| WATER SYS TE ARAGE DOOR HANGERS. STORE LADDERS Etc. 
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urface Hinges for every 
purpose-embodying that 
high quality and beauty 
ot finish that only lon 
experience and skill- 
ed craftsmanship can 
produce # # 4° + 





~Manufacturing Co 
ERIE. PENNSYLVANIA 
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NEW YORK, 45 Warren St. 
CHICAGO, 555 W. Randolph St. 
BOSTON, 124 Pearl St. 
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What’s Happening in the 
Shovel Industry 
(Continued from page 40) 


from one extreme to the other. The buying habit has 
changed completely, Nowadays practically all of the 
spades, shovels and scoops are bought on a hand-to- 
mouth basis. This has enabled jobbers and merchants to 
turn their shovel stocks more often, to avoid obsolete 
stocks and to reduce the hazard of price changes. 

At the same time it has created a tremendous increase 
in the general cost of doing business; in the number and 
activities of salesmen, entry clerks, shipping clerks, book- 
keepers; in the extra postage, parcel post and express 
charges, and stenographic costs. It has placed a particu- 
larly heavy burden on the shovel manufacturer, who 
must keep his factories and inventories in such shape as 
to take care of trade by immediate shipments. Mean- 
while the cost of producing goods has been heavily in- 
creased due to the smaller units going through the manu- 
facturers’ plants. 

It is a comparatively simple matter for the shovel 
manufacturer to keep a hand-to-mouth-stock of standard 
factory brands, but it is not so easy to keep the odd 
items in stock, and it is practically impossible to keep 
a factory stock of private brand merchandise. 

When private brand merchandise is ordered from the 
manufacturer on the small but frequent purchase basis, it 
places on his manufacturing facilities an economic bur- 
den, in that he has not the advantage of the old seasonal 
jarge quantities. The result is, that in order to maintain 
low costs throughout his shops, he is forced to run stock 
orders through with the private brand goods, in order 
to make the units large enough for economic production. 
It puts him in the position of having to guess as to the 
future requirements of the jobber. This situation has 
complicated the shovel manufacturing problem, and has 
considerably increased the production costs of the manu- 
facturer who has any large percentage of private brand 
goods going through his plant. 

These increased costs of production and of doing busi- 
ness have resulted in three pronounced policies. 

First: The manufacturer has been forced to aggres- 
sively push his factory brand goods, for by so doing he 
is enabled to carry a stock of finished merchandise on 
hand, and thus enable himself to run his manufacturing 
schedule with well-rounded items, which makes for lower 
costs. This low cost is impossible of attainment in the 
case of private brand goods, owing to the multiplicity of 
names, labels and special requirements. 

Second: The manufacturer has been forced to curtail 
the manufacture of odd or unusual items, the quantities 
of which were small and the cost of production high. 

Third: It has caused the distributors to request manu- 
facturers to resort to resale prices, so that justifiable 
profits will be made on factory brand goods. 

After a two-year period of the three outstanding ne- 
cessities, certain things have developed. First—there 
has been a pronounced increase in the amount of factory 
brand business, which amounted to about 35 per cent two 
years ago and 50 per cent at present. 

Second: due to the Simplification Program sponsored 
by the Department of Commerce, grades, sizes and types 
have been materially decreased and the manufacturer 
has further seriously curtailed his own lines, and, in 
some cases, does not even manufacture articles author- 
ized by the Simpiification Plan. 

Third : the whole-hearted cooperation of the distribut- 
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ing fraternity has materially aided the price situation. | 

These progressive moves have not been made without | 
some friction and the expenditure of a great deal of 
thought and effort in an attempt to coordinate the best 
interests of all concerned. However, there still remains | 
a great deal to do. 

The one outstanding feature which the hardware trade 
should ardently oppose is the desire of a few distributors 
to break down established grades by offering irregular 
or second-grade merchandise, which is usually bought at 
a pronounced reduction in price and sold at approxi- 
mately the price of standard goods. This policy is spon- 
sored by some leading merchants, and is used by them 
in order to develop what are known as “leaders,” but 
which usually develop into “‘back-biters.”” The one re- 
deeming feature about this type of merchandise is that | 
the manufacturer is not asked to put his name to the | 
practice and invariably some misnomer is used to cover 
the identity of the merchandise. It might be well to 
mention here the old saw: “There never was a product 
made, this truth you must confess, but what some bird 
could make it worse and sell his stuff for less.” Nothing 
but the highest standard of business practice will ever | 
correct the situation of irregular or low-grade merchan- 
dise reaching the consumer, and in this respect, if the 
evil is corrected, the benefit will accrue to all concerned. 

The stage through which we are at the moment going 
is undoubtedly merely a condition which will rectify 
itself within the next few years. It is totally unnecessary 
today to carry large seasonal stocks, as was the vogue 
a few years ago, but, on the other hand, it is just as 
unwise to run the inventory down too low and thereby 
miss sales, increase the clerical work and complicate not 
only the jobbers’ inventory arrangement, but the manu- 
facturing schedule, all of which must of necessity in- 
crease the general overhead of the trade. 





A Close-Up of the 1927 Convention 


(Continued from page 41) 


tacts rather than facts constitute the chief value of con- 
ventions. 

The innovation of Free-for-All Stunt night offered an- 
other opportunity for self-expression. After enjoying 
the clever and witty efforts of other States, we of Min- 
nesota had no idea we would “take home ‘the berries” (a 
case of twenty-four cans was the clever prize). But we 
do think the judges showed excellent taste in appreciat- 








ing the subtlety of our humor, for we dared to make fun 
of ourselves. (It was a bit hard on St. Paul to have his 
saint’s robe and halo taken for a miner’s outfit by some 
of those present. ) | 

What a problem delegates’ wives are getting to be at 
these conventions! The Michigan women were delight- 
ful hostesses, took us shopping, told our fortunes, and 
arranged card parties. 

It was a very smooth-running congress and the coolest | 
and quietest man there was the moving spirit, Michigan’s | 
Secretary, “Efficiency Art” Scott. The motto, ‘Never | 
put off till tomorrow what can be done today,” was evi- | 
dently applied conscientiously some weeks ago by the | 
Committtee on Arrangements. f | 

Hats off to Michigan! 


CHALLENGE 


Refri gerators 











Hardware Stores 
Can Sell Refrigerators 


Many hardware merchants have for years sold 
Challenge refrigerators. Now with the increased 
public interest in refrigerators hardware stores 
can do more business than ever with this line. 
Ice refrigerators continue to form the big market. 
Few families can afford the mechanical kind. The 
Challenge line is broad, starting with a well made 
but low price double-walled kiln-dried hardwood 
icebox within the reach of the most modest in- 
come, and grading on up to the all porcelain Ice- 
berg with 18 walls of insulation. Write us or 
your jobber about the agency. 


CHALLENGE REFRIGERATOR COMPANY 
GRAND HAVEN, MICHIGAN 


One of the oldest and largest refrigerator manufacturers 
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HE primary value of a nail is 
in the quality of the steel and 
in the perfect drawing of the wire, then 
in the shaping of the head and the cutting 
of the point. Where the hard steel quality is 
used in the wire, which is most requisite and 
necessary for the stiffness of the nail, the shap- 
ing of the head and the cutting of the point is 
naturally difficult and expensive; which if a 
softer quality of steel is used, it is easier and 
cheaper. Hence the basic merit of the nail is 
least apparent on sight — it is hidden in 
the sturdy character of the hard steel that is 
demonstrated only in driving. There is real 
economy in buying this quality as the softer 
quality may spoil a job and the consequent 
damage done makes it high at any price. 
The heads and points of our nails are 
shaped from the hard, sturdy steel, by the 
most deft machinery, under the keen super- 
vising eye of inspectors. Study an American 
Steel & Wire Company’s nail, note the clean, 
sharp point, the firm set head showing 
ample metal, the well punched barbing, the 
accurate gauge, and above all test that which 
does not appear at first glance—the great 
strength of the steel that holds straight in 
driving. And further, our nails are packed 
full weight, 100 pounds net, in each keg. 


American Steel & Wire Co. 


CHICAGO . La Salle Street YORK - =. 30Church 
LEVELAND efeller Build es es oe i86 lin Street 
DETRO OT ‘ First Stree’ FERS ar 6 Frick Puilding 
CINCINNATI * Union Trost Building PHILADELPHIA Ww Building 
MINNEAPOLIS--ST. PAUL 2 ATLANTA . . 101 Marietta Street 
erchants Nat’! Bank ., St.Paul WORC . . 1 . .94 Grove Street 
Ds "eames ive Street BALTIMORE oa 82 So. Charles St. 
KANSASCITY . . 417 Grand Avenue i] a 670 Ellicott Street 
HOMA CITY ~. First Nat’! Bank ; LKES BARRE. iners Bank " 
 — Brown- Marx » = ANCL . _. Rialto le 
MEMPH ° Union and Planters Bank Bidg. * . 2087 E. Slauson Ave. 
DALLAS ‘ , ; Building * a eee oth and Ider Sts. 
e . ° ve. 2 ° " 

REN Ekee cory’. "** Mpfizpe! Rank Bids: °S4/ tes Steel 








Everybody’s Business 
(Continued from page 46) 


of atmospheric electricity as a fertilizing and stimulating 
agent in the production of crops. 

Who would have thought a few years ago that man 
would find a way to take cornstaiks, ordinary straw, the 
sage brush of the prairie, or the cactus of the desert and 


convert these things into wardrobe trunks, milk contain- 


ers and high explosives? Who would have believed that 
the same vegetable fiber from which we make paper 
would one day be transformed into materials tougher 
than horn, lighter than aluminum and nearly as hard as 
iron’ Surely no one dreamed that a way would be de- 
vised to convert a kitchen table into silk shirts, durable 
shoes, unbreakable glass, imitation ivory or a satisfactory 
automobile paint. 

It is no wonder that complacent managements of sleepy 


| corporations are being shaken out of their lethargy b 
| g gy by 


overnight developments in unsuspected quarters. It is 
time to sit up and take notice when a business like the 
steel industry finds itself in competition with articles 
made of paper. Car wheels are being made out of cal- 
endered rye-straw board subjected to a pressure of 500 
tons. After steel tires and iron hubs are added, the fin- 
ished product is a wheel capable of standing up under 
heavy railroad service. 

In this age of speed there is no time to wait for things 
to grow slowly. We must force trees to reach a size in 
50 years that required a century or more in the past. 


| Efforts in this direction indicate that plant life is greatly 
| benefited by the application of metals to growing vege- 


tation. Manganese, copper, zinc, arsenic and boron 
greatly stimulate plant growth when not present in ex- 
cess. In Ireland they have perfected a super-flax seed 
that promises to help a lot in making linen as cheap as 
cotton. The fiber grown from this seed is free of the 


| sticky substance that has made hand work necessary in 


preparing the raw thread. 

Often we go ahead and design something to fill a spe- 
cific need or perform a certain task, and then later dis- 
cover that our invention has a far greater usefulness in 
performing work or satisfying a demand than we ever 
dreamed of in the beginning. The new vitaglass that 
allows the violet rays to pass through was perfected pri- 
marily ‘as an aid to human health. Recently the directors 
of a zoo became worried about animals that were sickly 
and ill-natured, and when they substituted the health 
glass for the ordinary window glass in the cages, the 
animals at onee started growing new coats of healthy 
hair and quickly regained normal vitality. 

Vegetables and flowers grown behind these ultra-violet 
ray windows at a western university not only became 
more luxuriant, but matured faster. Hens under the 
glass became healthier and produced more eggs. While 


| the introduction of unskimmed natural light into our 


lives will mean fewer malformed bones, better attend- 
ance at school and less sickness among indoor workers, 
doubtless it will also mean the production of tropical 
fruits in northerly latitudes and the eventual elimination 
of the seasonal factor in the growing of vegetables. 

Dr. Coolidge’s cathode rays will likely have so many 
uses before long that they will surpass the X-ray as an 
asset to life. Ever so many possibilities are developing 
with this new form of radiation and among these is the 
likelihood of using the ray to test for impurities in met- 


als. But of supreme importance are the successful ex- 


periments which utilized these marvelous waves to turn 
acetylene gas into a solid yellowish compound, and also 
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to solidify castor oil. Who can say but that these re- 
markable accomplishments may end up by showing us 
the way to such an epoch-making achievement as the 
chemical transmutation of liquids into solids? 

Chemists in Denmark have a process ready for com- 
mercialization that makes it possible to produce synthetic 
milk by using vegetable fats to replace the butter fat of 
cow’s milk and at the same time to add a sufficiency of 
essential vitamins. The billions of grasshoppers that 
have caused such losses to the farmers in South Africa 
now perish in deep trenches dug across their line of 
march, and a superior automobile lubricant is being 
pressed from their bodies. Out on our American prairies 
rabbits have become so destructive to crops that the ani- 
mals are rounded up by organized drives. If a plan 
recently proposed is brought to realization, Kansas and 
other western States will have rabbit-packing plants 
that will produce a highly nutritious meat, a base for 
cosmetics and fur for felt. This will provide an income 
to offset the estimated yearly damage of $1.04 per rabbit. 

Each day discloses something new that is sure to up- 
set established plans in one industry or another. Twen- 
ty-five years ago when platinum was nine dollars an 
ounce no one wanted it. Gold was supreme in the 
jewelry business. But everybody wants to wear what 
looks like money, so when platinum went to $100 an 
ounce, it immediately became the rage for jewelry set- 
tings. 

“White gold”—an alloy of gold, nickel and zinc— 
which may contain as much as 80 per cent base metal, 
looks exactly like platinum. Nickel also resembles plati- 
num so closely that not even a jewelry expert can distin- 
guish between it and platinum by a mere visual exami- 
nation. Government officials who are experts in rare 
metals tell me that lots of folks today are wearing dia- 
monds set in nickel, or an alloy of gold, believing that 
the setting is pure platinum. Surely here is a market 
where the average person must be guided by faith. Fur- 
thermore, a recent find of platinum ore in the Transvaal 
may cut the price of the metal in half. 

Fortunately, business ethics are improving, and this is 
particularly true in the jewelry industry. We are too 
prone to condemn the whole body industrial because of 
the many little deficiencies that still exist in the great 
structure we have set up. Little Abie heard people talk- 
ing about “Business Ethics,” and asked his father the 
meaning of the term. “Well,” said his daddy, “I will 
explain. A customer comes in the store and buys a 
$6 pair of shoes. He hands me a $10 bill. On the way 
to the cash register I notice that there are two $10 bills 
sticking together. Now, here’s where the ‘business 
ethics’ come in—should | tell my partner?” 

A tremendous movement is under way to eliminate 
waste and make life easier, happier and better. But let 
no one overlook that the present moment is a time of 
great necessity for analyzing everything we are doing to 
see if some improvement can be introduced. 


Even Up the Watering of Crops 


One cloudburst will not produce a good crop for the 
farmer. Neither will the same system work for the ad- 
vertiser. Rains at regular intervals and the ripening sun 
of service will do it, however. Advertise intelligently and 
consistently if’ you expect results. 





you consider style, con- 


their years of profitable 
service. Over thirty 








More Than 
Attractive Fixtures ! 


The retail dealer who says, “I can get similar fixtures 
for less” is really sincere. But pretty pictures and 
dimensions do not make fixtures. Material and struc- 
tural quality, together with carefully planned specifica- 
tions, are the real factors, and count in the hidden 
places. 

If you could X-ray Warren Fixtures, you’d find better 
grade materials used, more reinforcing, stronger 
bridging, solid WOOD backing—even in the final 
operation of finish this 
quality is evidenced. If 
given the opportunity, 
over 20,000 users would 
add reason after reason 
why THEY buy War- 
ren equipment when 
they need fixtures for 
expansion. 





Warren Display Tables and Show Cases 


This same quality carries through into everything we 
build. Warren Display Tables not only pain. 1 a 
sound merchandising idea that is speeding sales for 
countless dealers, but 
their quality is such 
that they cost you less 
than any other when 


struction, finish, and 





styles to select from. 


If planning store changes, send for the Warren 
Catalog of Store Fixtures. Check and mail coupon. 
“Sell from Display Tables’’—a fotder showing the 
possibilities of this method of selling merchandise. 
Check and mail the coupon. 


Warren Show Cases—catalog upon request. Check 
and mail the coupon. 


J. D. WARREN MFG. COMPANY 


208 W. Washington St. Chicago, Illinois 





J. D. Warren Mfg. Co., Chicago, III. 
Please send me: [] The Warren Fixture Cata 
log. 
[) Display Table Folder—‘‘Attract More Sales.” 


[J] Warren Show Cases. As featured in Hard- 
ware Age. 
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Be Sure to 
Show It 


Men who want 
good drills are 


asking for 


the 


MORSE 


Forged 
Type 
High Speed 

Drill 


Your store may readily 


become 
Drill Headquarters 


if 
Your Stock is 
Complete 


MORSE. 
JWist DRILL. 8 MACHINECO, 


W BEDFORD, ,MASS.U.S 

















Toledo Celebrates Children’s Day 
(Continued from page 76) 


Some of the streets were rough, and smaller children 
had a hard time climbing the hills. The day was a great 
success, and Toledo will put on a much bigger celebra- 
tion next year. Every vehicle in the parade was Gendron 
made. The daily newspapers of Toledo commented on 
the parade as follows: 

Thousands of persons lined the streets of a portion of 
Toledo’s business district Saturday morning to witness 
the juvenile parade in which several hundred children 
and about fifty miniature motor cars participated as a 
belated observance of National Children’s Day. 

The parade, scheduled for last Saturday, was post- 
poned because of rain. The children were taken to the 
Rivoli Theater at that time and treated to a special show- 
ing of moving pictures, as the guests of a group of 75 
merchants, theater managers and business men. 

The Boy Scout band of Gibsonburg led the parade 
Saturday escorted by Mounted Patrolman William De- 
bien. Traffic Inspector Thomas O’Reilly aided in start- 
ing the paraders. This was followed by a huge truck 
carrying a bevy of children astride miniature airplanes, 
in wagons and an engine. They carried a large banner 
hearing the words, “We're strong for Lindy.” The truck 
was labeled “The Spirit of Toledo.” 

Following this came half a hundred small motor cars, 
propelled by foot power but as complete as their larger 
models in every other way. A patrol wagon, several 
units of the fire department, an ambulance, nurses, a 
number of neighborhood movie theaters and some of 
Toledo’s largest business houses were represented by the 
juvenile cars. 

Only one casualty, a broken axle, marked the parade. 
This occurred within a few feet of the end of the line 
of march. No one was injured. Every one of the juve- 
nile pilots experienced trouble coaxing his steed over the 
several car tracks which the parade crossed. Several 
inclines also presented serious trouble. Patrolmen, those 
adults connected with the parade and a host of willing 
onlookers furnished added motive power smilingly. 

The parade formed in Erie Street, between Orange 
and Cherry Streets, at 10 a. m., and moved along Erie 
Street, to Jackson Street, to Summit Street, to Adams 
Street, to St. Clair Street, to the Rivoli Theater, where 
it disbanded. The tiny cars were provided by the group 
of Toledoans who planned the affair. 

Motion pictures of the parade were taken and will be 
shown in Toledo theaters later. Toledo is the first city 
in the country to observe Children’s Day on such a large 
scale. It was accomplished here through the cooperation 
of the Hagel Merchandising Co. 


Color in Ads and Windows 


ESTS over a great many years have proved that the 

majority of color advertisements have from one and 
a half to many times the attention compelling value and 
sales punch of black and white. The advertiser in a local 
paper can tie up his black and white advertisement 
with color display in his window. Crepe paper and the 
various lithographed window cards that are supplied by 
the manufacturers and jobbers will provide the necessary 
material. Color will move what formerly was considered 
slow moving stock. Color is not expensive to obtain in 
this way and when the tremendous difference in results 
is considered it is cheap at any price. 
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Builders’ Hardware Department Meets 
Success in Three Years 
(Continued from page 48) 


leading builder’s hardware manufacturer. His motto has | 
always been, ‘Do things right or don’t do them at all,” | 
and he puts this motto into action in his sales and service | 
work with Clark Hardware Co. 

Certainly he has plenty of competition but no more 
than in any other department when it comes to quality 
goods. On price competition he faces the normal cheap 
grade of goods but is usually able to convince the pros- 
pect that quality hardware enhances the beauty and value 
of the building and if properly bought and installed is 
a long lived investment. 

Throughout the Clark Hardware Co. store our good 
friend R. G. Briley hires the best men available. He 
says cheap men are the most expensive in the long run 
and that cheap men can’t sell quality hardware, also that 
if quality is important in hardware it is certainly much 
more important in picking salesmen to sell that hardware. 

Says Mr. Parrent, “You sell a man hardware for his 
home. Maybe the order is only for $50. Give him the 
same courtesy and consideration you would offer the 
contractor with a much larger job. He will appreciate 
your help and will seldom know, without your help, just 
what he really should have. Soon he will need a lawn 
mower, garden hose, a few garden tools, seeds, lawn 
roller, axes, kit of tools, etc. If you served him properly 
when handling his hardware order you can expect his 
business on the other lines. We have found this to be a 
fact in nine out of ten cases.” 

Walk around Nashville and note the newly erected 
home and business buildings. Many of them will bear 
an advertising sign advising you and the rest of the 
world that the hardware came from Clark Hardware 
Co. When Clark handles a major job on a large build- 
ing, you will always find the Clark advertisement in the 
special newspaper supplement announcing the new build- 
ing. In other words Clark Hardware Co. is on the 
Nashville map as headquarters for builder’s hardware. | 


Building a $200,000 Tool Business in 
Twenty Years 
(Continued from page 74) 
sloping angle, hold a display of tools up to easy view, 
The space back of this display board is used for the | 
storage of surplus stock. 














Mr. Londelius attributes his success in selling tools 
to the reputation he has built in the past twenty vears 
of personally guaranteeing all tools over and bevond the | 
manufacturer's guarantee. It has always been his prac- | 
tice to replace without question any broken tool that is | 
returned to him regardless of whether it shows evidence | 
of abuse or not. He concedes that undoubtedly cus- | 
tomers have, at times, “slipped something over” on him, | 
but he contends that it is better to have the customer | 
leave with the feeling that he had perhaps taken advan- | 
tage of the store rather than that the store had taken | 
advantage of him or even questioned his honesty. Al- | 


most without exception the manufacturers will stand be- | 


hind him in these replacements, but in case they will | 


not the replacement is made just the same. 

Most of the store’s advertising appropriation is spent | 
on novelties such as will appeal to its mechanic trade— | 
folding rules and carpenter aprons being the more pupu- | 
lar items that draw tool customers into the store. Almost | 
continual use of the windows for tool displays is also a| 


factor in crystallizing sales. | 





This Permanent Steel 


Shelving saves space 
and costsnomorethanwood 


HE space-saving construction of GF 

Allsteel Shelving increases storage 
capacity from 10 to 20 percent over old 
fashioned wood shelving. 


GF Allsteel Shelving does not depreciate. 
Whether you use it in one, or a thousand 
places, the same rugged strength of GF 
construction endures. The rigid steel 
shelves are bolted to a heavy steel frame- 
work, never sag, never totter. The baked- 
on olive enamel néver chips or cracks. 


There simply isn’t any reason for building 
wooden shelving when you get all these 
advantages in GF Allsteel Shelving, and 
the cost is no more. Mail the coupon for 
booklet “Saving with Shelving.” 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio; Canadian Plant: Toronto, Ont. 
Branches and dealers in all principal cities 


The GF Allsteel Line: Safes + Filing Cabinets - Sectional 
Cases + Desks + Tables + Shelving + Transfer 
+ Storage Cabinets + Document Files - Supplies 


Cases 
Inventories are easier with 








SHELVING 


Attach this coupon to your firm letterhead 
THE GENERAL FIREPROOFING CO., Youngstown, Ohio 


Please send me without obligation a copy of your book “‘Saving with Shelving.” 


ee 


(H. A.) 
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Se Oe ae 





























HARDWARE AGE for AUGUST 4, 1927 





‘OHIO 


Shoe Lasts 
and Stands 


ABSOLUTELY 
GUARANTEED 
AGAINST 
BREAKAGE 





WE will replace any claims for 
breakage free of charge. Stands 


finished in Red Enamel and Gold, 
lasts finished in Black Enamel. They 


sell on sight. 


cluded for all sizes of heels. 
The Last that lasts a lifetime. 


The Fate-Root-Heath Co. 


Plymouth, Ohio 


N. Y. Office—90-92 W. Bdw’y 


D. N. Winner, Mgr. 


Lock bearing, strong and rigid. 
Lasts are latest styles. One last for 


ladies’ shoes. Extra heel piece in- 





The trade-mark (X) on the 
strap or cylinder of every 
Indiana X-tra Quality Shovel, 
is a guarantee of quality and 
sales. 


X-tra Quality Steel, made in 
our own mills, is used in these 
shovels and it is especially 
suited to the purpose. It will 
stand more abuse than a shovel 
ordinarily is subjected to. 


Sell better shovels and you'll 
make a better profit. 


Indiana Rolling Mill Co. 


New Castle, Indiana 
Affiliated with 
GALESBURG COULTER-DISC CO. 
Galesburg, Ill. 

















A Complete Instruction Course 


In Show Card Writing 


(Continued from page 45) 


twenty minutes every day than an hour once or twice a 
week. Daily application will do more to help one acquire 
speed than hours of spasmodic practice. 

It is astonishing what an attractive picture will do to 
enhance the appearance of a show card. An artistic pic- 
ture, like the “Community Plate Bride,” immediately 
transforms the plainest kind of a card and makes it so 
attractive that its merchandising value cannot be lost. 
And all this is so simple. HaArpware AGE publishes 
many appropriate illustrations each week. Use a small 
pair of scissors in cutting out and library paste for past- 
ing to show card. 


L. R. Wittrock Comments on 
Felix Levy’s Article 


L. R. Wittrock, of the L. R. Wittrock Mfg. Co., 
Cleveland, commenting on the article entitled “The 
Fconomic and Ethical Impropriety of Direct Selling,” 
in last week’s HARDWARE AGE, says: 

Mr. Walter J. Munro’s letter and the article by Mr. Felix 
H. Levy certainly are in our estimation worthy of the deep- 
est consideration by the hardware trade, and the manufac- 
turers who supply this industry. 

“We merchandise our products solely through jobbers, with 
one exception. This exception is the department stores, whom 
we sell direct. 

“Why do we sell department stores direct? Simply because 
our distributors practically admit their inability to get this busi- 
ness. 

“What is the underlying cause back of this situation? 

“Our opinion is that the wholesalers have allowed the con- 
cerns who have enjoyed their patronage, to get by with the idea 
that they can sell direct to the large retailer and still force 
the wholesaler to buy from the manufacturer. They have got 
by with it, and now the wholesaler sees the mess we have on 
our hands to clean up. How can they do it today? 

“Convince us of a good way to do it, and we will be glad 
to lend our support to the cause. Frankly speaking, we doubt 
if this can be accomplished today, as far as forcing depart- 
ment stores to buy from the hardware jobbers. 

“Tf the wholesaler will act 100 per cent with all his sources 
of supply in securing the protection from the manufacturer 
along the lines Mr. Munro suggests it could be accomplished. 
Can the wholesalers do this? 

“While the wholesaler finds fault with the manufacturer 
about protection given the wholesaler, why not ask the whole- 
saler this question pertaining to the support he is giving the 
independent retailer? Do we act fair when we sell a chain store, 
and at a better price than we sell the independent retailer be- 
cause simply it gives us bigger buying power and easy, quick 


profit ? 


“Where some manufacturers may be classified as “pirates” 
by the wholesalers, how many wholesalers are today practicing 
this unethical practice and getting by with it to the detriment 
of the independent retailer? 

“A general house cleaning in the matter of policy by manu- 
facturer, wholesaler and retailer is necessary to really get 


.these questions settled today, and it must be accomplished by 


an unselfish united front of all three. 
“Theory basis will not do it, backed solely by talk. Actual 
action is what is necessary. 
“Here’s for more action along the lines Mr. Munro suggests.” 
Yours respectfully, 
L. R. Wittrock Mrce. Co., 
Per L. R. Wittrock. 
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Selling Clothes Lines at a Profit 


(Continued from page 49) 


Who is buying this clothes line? Mrs. Usher and Mrs. 
Black (or their husbands for them): the same sort of 
people who buy pails, mops, brooms, and other house 
furnishings. They buy them as they need them, without 
any thrill or anticipation. They go to the store most 
likely to carry these items and “browse around,” or check 
a shopping list. These things are bought to be used at 
once—bought now because they are needed now. 

It is said that men do not “shop” as much as women. 
But even women do not shop for clothes line. Certain 
large stores gain reputations as house furnishings head- 
quarters. They offer the customer what she needs— 
assortment and display. 

Bill Evans recognizes this need in his house furnish- 
ings department. He has his trays of forks, spoons, can 
openers—his tables of percolators and utensils—his 
counter displays of dust mitts and furniture polish. He 
sells all these items to his customers because they are in 
plain sight. The customer can pick them up and handle 
them, and little or no selling effort is needed. 

But Bill expects his customers to ask for clothes line 
—and then has to dive down under the counter, ’way 
zcross the store, to get it for them! 


*k * * 


Bill Evans doesn’t realize that he has two markets for 
solid braided cord: two markets that require ¢wo selling 
methods, and two products. 

No one questions the fact that good sash cord makes 
good clothes line. But poor sash cord isn’t good for any- 
thing. And a line to hang clothes satisfactorily should 
possess several qualities that ordinary sash cord does not 
have. 

It should be pliable and yielding, so as to grip clothes 
pins firmly without splitting them. It should be clean 
throughout, and free from any foreign substance likely 
to stiffen the line, or to stain the clothes, or to soften 
and pick up dust and dirt. 

It should be smooth, and free from “splinters” or 
coarse, harsh fibres. Remember, a woman hangs out 
the clothes after having had her hands in hot soapy 
water: they are extra soft, sensitive, and less able to 
cope with a harsh, stiff clothes line. 

It should be so made that shrink and stretch are re- 
duced to a minimum. And it should be light and 
strong. 

These qualities alone justify a separate product, a 
good solid braided cotton clothes line, which will appeal 
to the users, who will recommend the line to their 
friends. 

* * 

There is money in clothes lines, and there is plenty 
of market for a line that can retail for one to two 
cents a foot. But even a good clothes line cannot sell 
itself down under the counter. Its life as a clothes line 
(clean enough to hang wet clothes upon) is only equal 
to that of a broom, yet the usual sale is for 100 feet or 
more, which means at least one to two dollars in the till. 
Compare this with other house-furnishing items that you 
keep on display. Look at the clothes line in your neigh- 
borhood. Consider the fact that it is one of the items 
people must be reminded to purchase; that it is bought 
at the last minute; and that you can sell a good line as 
easily as you can a cheap one. ‘ 

And you will find that greatly increased sales with 
far less selling effort will bring you a very satisfactory 
profit in Clothes Line. 




















There is a good dealer near 
you who sells 


GENUINE 


ARMSTRONG 


OF BRIDGEPORT, CONN. 
PIPE TOOLS 


For your convenience~ andto save you 
pon of time by shipment from our 
lactoty your dealer to bu 
GENUINE A ARMSTRONG Stocks 
ama Dies. re Cutters, Hinged P.> 





Reproduction 
of one of the 
Armstrong ads. 





















Mechanies 
to the Nearest Dealer 


Sending 


For more than sixty years, we have had 
just reason to feel proud of the way 
GENUINE ARMSTRONG Pipe 
Tools have stood up under every con- 
dition of service and have saved time for 
mechanics. 


Now we are striving to save mechanics 
more time by sending them to their local 
dealer for these tools, instead of waiting 
for factory shipments. 


Our advertising to mechanics has never 
deviated from this course, nor have 
GENUINE ARMSTRONG Pipe 
Tools ever deviated from their high 
quality. 


Please patronize your Jobber as we de- 
sire all orders to go to him instead of 
coming to us. 


The ARMSTRONG MFG. CO. 


Our Only Addresses 
Main Office and Factory 
BRIDGEPORT, CONN. 


New York Office: 181 Lafayette St. 





ARM MS TRONG’ 


STOCKS, DIES TER, GAS *"° STEAM FITTERS’ 
TOOLS AND THREADING MACHINES 
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SUPERIOR HEXAGONAL 
MESH NETTING 


We are furnishing galvanized 
after weaving netting as heavy 
as No. 14 wire, 114” or 2” mesh, 
and 1” mesh No. 16 wire. 


These heavy grades have proven 
ideal for many purposes where 
fencing stouter than ordinary 
poultry netting is required. 


G. F. WRIGHT STEEL & WIRE CO. 


Worcester, Mass. 


WIRE PRODUCTS 











OPPORTUNITY 


To Share in Profit of 
Leading Manufacturers 


Winchester-Simmons Co. 


Common Stocks 
Preferred Stocks 
Remington Arms Co., Inc., 
of Delaware 


(Controlling Remington Cash Register Co.) 


7% First Preferred 
8% Second Preferred 
Common Stock 


Attractive Prices 
Information on request 


Charles E. Doyle & Company 
Investment Securities 


49 Wall Street New York 
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| A Tool Display That Sold Tools 


In a workingman’s town there is a big demand for 
tools. Campbell MacRae, decorator for the Clark Wit- 
heck Hardware Company, State Street, Schenectady, 
N. Y., realized this one day, and in laying out one of 

the big windows, put on display every kind of a tool in 
stock which would be likely to reach the pocketbook of 
the man who is the jack of all trades. The window 
display reproduced here proved a great drawing card, 
and the night-time illumination proved to be a better 
factor in getting the goods before the public than the 
daylight layout. It has been the practice to use addi- 
tional lights in the window after dark and keep them 
turned on until late in the evening. The wondering 
public is sure to pass by and look over what MacRae 
has to offer. This special display carrying pretty nearly 
every kind of tool on Witbeck’s shelves, meant another 
big sale of goods to the mechanic as well as to the car- 
penter and builder. 

This store always makes an effort in window layout 
to show what is most needed at certain periods of the 
year, and goods that catch the man’s eye. Although he 
may not see the particular item he may be looking for, 
some other item will attract him and he digs down and 
buys it. This has been proven, says MacRae. 





The Average Customer’s Worth 
To Retail Stores 


Among the many interesting findings of the Baltimore 
Census of Distribution is the indication of what the aver- 
age cutsomer is actually worth to various types of retail 
stores. A résumé of this phase of the study in the Retail 
Ledger indicates the following value, per average cus- 
tomer, for retail lines: 


PINON. ee 8 chee x cae ee ee $68.17. . 
POP eee Ee eee eee 20.89 
| Re rire eee rere a ere 13.93 
PACE BVEAT | 5c cores ok oeeeeeieesls SB SS 
PAGAN AEE Coosa gsh bd bianiebee ate 10.71 
ak Bh ee ee eee rere 9.44 
Ee A Dee re rs OP eee 8.31 
ER eS ee edo Lae cet 752 
a Se re ee eee Se 6.72 
PS ACOPSSOTIOS SS rs Se 5.38 
PACE POS Sa see ees eee ee 4.53 
MR eh Sela air 8 be Oe eee 1.21 
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In other words, granting that each of the 792,295 
residents of Baltimore, the figure used as a basis for this 
census tabulation, deals with one store of the type listed 
in the above group, their expenditure for the year would 
be the amount mentioned. This question of the average 
customer’s worth has been widely discussed from a theo- 
retical angle, but there has been heretofore little prac- 
tical information available. 

A supposition of the sort that these figures indicate, 
of course does not hold good for several of the classifi- 
cations mentioned, for it stands to reason that every 
man, woman and child in Baltimore does not patronize 
jewelry stores, nor those which handle automobile acces- 
sories, tobaccc; or radio supplies, precisely as half the 
population of the city would not be patrons of men’s 
clothing stores and the other half of stores devoted to 
women’s wear. 

But so far as department stores are concerned, and, 
in a lesser degree, stores selling furniture, drugs, hard- 
ware and shoes (all of these lines being duplicated in 
department store stocks) the Baltimore census may be 
regarded as giving an accurate, though sometimes de- 
pressing, picture of the value of the average customer— 
together with a very clear indication of the advisability 
of increasing the average sale—Trends and Indications, 
published by Dorrance, Sullivan & Co., Inc., advertising 
agents, New York. 


Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
CoNnvENTION, Atlantic City, N. J., Oct. 17, 18, 19, 20, 
1927. Headquarters, Marlborough-Blenheim Hotel. 
Charles F. Rockwell, secretary-treasurer, 342 Madison 
Avenue, New York City. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Hotel Marion, Little Rock, September, 1927. L. P. 
Biggs, secretary, Little Rock. 


Towa RetTArL HARDWARE ASSOCIATION CONVENTION 
AND Exuisition, Des Moines, Feb. 14, 15, 16, 17, 1928. 
A. R. Sale secretary-treasurer, Mason City. 


Missourt Retart HARDWARE ASSOCIATION CONVEN- 
TION AND Exuipition, Hotel Statler, St. Louis, Jan. 
23, 24, 25, 1928. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 


Micnuican Retait HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTIon, Detroit, Feb. 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler: Exhibition, Convention 
Hall. A. J. Scott, secretary, Marine City. 


NATIONAL HARDWARE ASSOCIATION CONVENTION, At- 
lantic City, N. J., Oct. 17, 18, 19, 20, 1927. Headquar- 
ters, Marlborough-Blenheim Hotel. George A. Fernley, 
secretary-treasurer, 505 Arch St., Philadelphia, Pa. 


NaTIONAL RETAIL HARDWARE ASSOCIATION CoNn- 
GRESS, Boston, Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington St., Indianapolis, Ind. 


New EnctAnp HARDWARE DEALERS ASSOCIATION 
CONVENTION AND Exuipition, Mechanics Building, 
Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secretary, 
80 Federal St., Boston 9, Mass. 


TEXAS HARDWARE AND IMPLEMENT ASSOCIATION 
ConveENTION, Dallas, Jan. 17, 18, 19, 1928. Dan Scoates, 
secretary, College Station. 











as 12 Ornamental Wire 
NORWOOD" Or2nenta Wire 
Gates, Trellis, Tree and Flower Guards, 
Factory Fence and Rubbish Consumers 


are QUALITY PRODUCTS 


the result of Heavy Gage, Copper- Bearing, 
Rust-Resisting Steel, combined with expert 
workmanship and rigid inspection 
and they 


ARE IN GREAT DEMAND 


because there are millions of satisfied users, 
and our extensive advertising campaign and 
efficient Dealers Helps are constantly 
increasing the list of users. 


PUT IN A STOCK of the 


“NORWOOD” Line and get your 
share of this profitable business. 





Write for Catalog and complete information. 


H. L. BROWN FENCE & MFG. CO. 


CINCINNATI, OHIO 
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Profit by the Vogue 
of the Open Fire 


An ample display of the beautiful fireplace fit- 
tings made by Howes of Boston will help you 
increase the profits of your department. 


From our new catalogue you can select a line 
of fireplace equipment so complete that it will 
meet the demands of nearly every taste and 
every pockeibook. 


THE S. M. HOWES CO. 


505 Medford St., Charlestown Dist., Boston, Mass. 
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“GEM apsustasie 
REGISTER 
SHIELDS 











AUGUST is just the 
month to be thinking 
about laying in a stock of 
“Gem” Register Shields for fall and winter selling. 
Fit all size registers. Oxidized copper finish, attrac- 
tive and adjustable. Floor Shield 
retails at $1.50. Wall Shield at 75c. 

















FOSIER@}< 


Personal Service a in Big Business 


Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections of 
the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 
Union a and E. 72nd St 6249 te 6265 West 65th St 
Telephone Breadway 840 Telephone Hemlock 4484 














Fit Any Wrench 
A replacement socket with a % inch square handle opening 
that will fit any standard %” Wrench Handle. 


LANE’S REPLACEMENT SOCKETS 


Absolutely guaranteed 


Machined from finest 
selected bar § steel, 
accurately broached, 
case hardened, and 
guaranteed to 
stand up under 
continuous _ use. 


Eight sizes, 
— packed ten of a 
— sili size to a _ box. 
Distributors 
wanted to solicit the 
trade of Dealers, 
Shops and Garages. 


422 So. Dearborn St. 


Will B. Lane Unique Tool Co. cuicaco, TLL. 




















Here are two soldering essentials 
destined to become as popular as 
the well known “Speco Solid Sal 
Ammoniac.” Put in a stock of 
these guaranteed products and 
notice the result. 

Write for information and prices. 
How is your supply of Speco Solid Sal 
Ammoniac? 


Special Chemicals Co., Waukegan, III. 

















The Largest Electric Iron in the World 
and the Largest Percolator 


UCH interesting comment has been aroused by 
The Dover Manufacturing Company’s new elec- 


tric sign on Broadway at Times Square, New 
York City. 

Probably more people congregate at this point every 
night than at any other place in the world. A hundred 
theaters are within a radius of a few city blocks of this 
point, and there are countless restaurants, dance clubs 
and other places of entertainment in the neighborhood. 
It is the world’s greatest amusement center. 

The Dover sign which is flashed nightly before count- 
less thousands of people, is located on top of the Colum- 
bia Theatre Building—high above the street, where it 
can be seen for many blocks. 

The sign is 44 ft. high and 60 ft. long. It contains 
more than six miles of wire and is lighted by 5,285 
lamps of various colors. The Lady Dover Iron and 
the Dover Electric Percolator are flashed alternately. 

“The largest electric iron in the world” is 16% ft. 
high and 28% ft. wide. The cord on the iron is 124 ft. 
long. 

The percolator is 24 ft. high and 26 ft. wide, and the 
cord is 122 ft. long. The percolator alone contains 1,743 
lamps. ' 

Color effects are unique, even for Broadway, and the 
sign very effectively reminds the world’s most concen- 
trated market of the quality of Dover Irons and Perco- 
lators. 


Household Hardware Will Soon 
Be in Demand 


Vacations will soon be over, and people will be coming 
back to resume their regular workaday mode of living. 
The crisp September days will prompt the desire for 
new equipment about the house. Kitchen utensils that 
were good enough to last till after vacation just have to 
be renewed now, and with this new lease on life that has 
been obtained by those who have been away during the 
hot months comes the opportunity for the hardware 
store to advantageously present many lines of hardware, 
and in particular household hardware. 

There will be more cooking and baking done in the 
homes with the coming of cooler weather, so the wise 
hardware man will commence to get ready for an early 


start. 
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Handy Reels for Rope 


Troxel conquers a troublesome item to handle. 


HE salestorce of a hardware store have troubles 
enough in rush times, even when the stock is ar- 
ranged to the utmost convenience. 
“The bane of our establishment, 
of Troxel Bros., Denver, was rope. 


” said E. M. Troxel 
We had tried in- 





numerable plans of handling this troublesome commo- 
dity in our store room, and we dreaded to hear a cus- 
tomer call for rope, until we hit upon the spools which 
we now use.’ 

There are seven of these spools, made of 4 x 4s, 3 feet 
long, with a cross of 1 x 4 at each end, and a disc of 
light sheet metal. The spools turn on spindles made of 
short sections of 114-inch pipe, inserted in a column of 
the basement, and 2 x 4 posts. The rope is wound on 
the spools by turning them with a crank, made of pipe, 
with an elbow to screw on the end of the spindles. 

There is an aisle in the basement 75 feet long, and 
Mr. Troxel has marked it every five feet with yellow 
paint for convenience in measuring rope. This is passed 
through one of two loops made of %-inch bolts in the 
floor, and the spools unwind as it is pulled down the aisle. 


Verified Retail Store News 


ae ay 4 Hardware Co., Inc., will soon open in Carthage, N. Y. 
& S. Geraghty of Carthage, N. Y., have succeeded to the 
ha th formerly owned by Charles Chaufty, in Carthage. 
The Larsen Hardware Co. of Marshall, Minn., is now con- 
ducting the business of Nelson and Strong. 
e . Cawman & Son have moved into a new building in 
Salem, N,. J. 
Santomen Bros. have succeeded une business formerly run by 
P. A. Santomen in Round Brook, J. 
William A. Curry has opened ‘a hi at 55 Queen Ann Road, 
Bogota, N. J 
Bryn Mawr Hardware & Paint Co., is now conducting the 
business of Robitchek Hardware Co. at 1994 Cedar Lake Road, 
Minneapolis, Minn. 
‘ Cariton Hardware Store has succeeded B. W. Olson in Carlton, 
Minn. 
Lorne Weeks has moved from Mt. Forest, Mich., to McGregor, 
Mich., and is conducting a retail business at that place. 
Howell Hardware Co. of Mount Sterling, Ky., is now conducting 
the business formerly run by Prewitt & Howell. 
Brown Hardware Co., Martin Brown, prop., has succeeded to 
the business of Noble & Gibson in Ottawa, Kan. 
G. F. Ensley, 121 East Park Street, Olathe, Kan., has suc- 
ceeded W. H. Rosenbury. 
a E. Horney has succeeded McAndrew & Johnson in Coats, 
an. 


















No. 90-32 
Carpenter 
suitcase _ chest. 
See catalog for 
complete line. 


Armored Tool Cases 


The GREEN Line armored tool cases, steel 
over wood, have the durability and light- 
ness of steel, plus the non-sweating, rust- 
preventing qualities of an all wood box. 


These features, coupled with attractive ap- 
pearance, appeal to all users of tools. The 
GREEN Line on display sells itself and 


tools as well. 


Free circulars, counter cards and other 
sales helps are furnished. The profit mar- 
gin is good. The GREEN Line sells. See 


your jobber and write us for catalog. 


is-94.° GREEN CASE, Inc. $3: 




















No Slotting of Risers 
No Grooving to Hold Steps 


No cutting of side pieces, 
which weaken a step lad- 
der and cause trouble. 
Slotting and grooving 
the side pieces are ok 
methods, which are left 
out of our 


Trade-Mark 


Super-Strong 


Step Ladder 


Equipped with Patented 
Steel Step Support 
which firmly trusses the 
ladder, holds each step 
securely and __ insures 
SAFETY with the 
strongest construction 
known. 


A demonstration closes the 
sale. 


Send for Catalog and 
Prices. 


Also manufacturers of all types of ladders for farm and house- 
hold and special scaffolding for contractors and decorators. 


The Superior Ladder Company 


516 East Madison St., (Lincoln Highway ) 
GOSHEN, 


Agents wanted on commission who handle allied lines. 





INDIANA 


Sizes 4 to 12 Ft. 
Special Sizes 14 to 20 Ft. 
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IVER JOHNSON SUPERTRAP 


Guaranteed for All Regular 
Factory Loads 








A Real Double Barrel Hammer- 
less Trap Gun 


Automatic Ejector 
Ventilated Rib 
Beaver Tail Forend with D. & E. Fastener 
Two Lyman Ivory Sights 
Anti-Flinch Recoil Pad 





A Trap Gun of exceptional merit, giving the shooter all possible advantages for scoring 
high. Correctly designed and beautifully finished. The price will prove a revelation. 


TO DEALERS— 
Send for full particulars of this Supertrap. 


IVER JOHNSON’S ARMS & CYCLE WORKS, FITCHBURG, MASS. 


New York: 151 Chambers St. Chicago: 108 W. Lake St. San Francisco: 717 Market St. 











PORTER'S 


BOLT CLIPPERS 4) 
MAD wine cirrens OO 


eee 





CHAIN CUTTER 











Nor SPLITTER END ELEC. WIRE CUTTER 


al cuT 
WITH SEARCH HOOK 


Bolt Clippers 9 Nut Splitters 
Wire Cutters Rivet Squeezers 
Bench Cutters Special Cutters 


Even now—some hardware stores do not carry bolt clippers of any make. We 
urge these dealers to ask their jobbers about the sale of Porter Bolt Clipners, in 
hardware stores—or write to us for literature. If you don’t carry Porter’s line 
you are neglecting a source of satisfactory profit. 


SOLD THRU JOBBERS EVERYWHERE—MANUFACTURED BY H. K. PORTER, INC., EVERETT, MASS. 
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GREASE Cups 
and OIL Cups 


TTT 





For Every Purpose 


Included in the Bowen line 
of grease cups and oil cups, 
are lubricators of the exact 
type and size to meet every 
lubricating requirement. 
Catalog No. L-104 showimg 


more than fifty other types 
will be sent upon request 


No, 200 


BOWEN PRODUCTS 


CORPORATION 
AUBURN NEW YORK 
Branches 
BOSTON 161 Massachusetts Ave. 
CHICAGO 412 Wrigley Bidg. 
CLEVELAND 7113 Euelid Ave. 
DETROIT 2760 W. Warren Ave. 


1322 MeGee St. 

983 17th Ave., S. E. 
220 Broadway 
Monadnock Bidg. 


KANSAS CITY 
MINNEAPOLIS 
NEW YORK 

No. 77 SAN FRANCISCO 








Attractive 
plays containing assorted 
sizes of the types of grease 
and oil cups most in de- 
mand provide the dealer 
with a quick and easy way 
to sell and also a con- 
venient method of stock- 
ing these small parts. 





Case No. 12 





No. 56 


Counter Dis- 





Case No. 11 
































Put Every Front Foot On 
Your Sales Force 


The amount of rent you pay for your store is largely determined 
by its front footage. This space is the most valuable part of the 
store because itis the part which is constantly in view of the public. 


Make every foot of this valuable space work for you! A Kawneer 
Solid Copper Store Front does just that. By enabling you to 
display your merchandise in an attractive manner, your Kawneer 
Front is constantly at work pulling sales for you. It works day 
and night building up your business and increasing your profits. 
Thousands are now paying their rent through the extra sales 
brought in by their Kawneer Fronts. 











Peete COP Pas 
STORE FRONTS 


SEND FOR IT 


If you are interested in windows that 
will actually produce more sales, send for 
the booklet as described in the coupon. 








THe 
Kawneer 
COMPANY 
1717 Front Street Niles, Michigan 


Please send me a copy of “How to Display 
Merchandise to Sell It.” 


Name 


Address 
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ter 


WEATHER STRIP 


dealers as the standard of quality. 
Backed by fifty-eight years of experi- 
ence in manufacturing quality weath- 
er strip. 


Place Bosley’s orange and blue coun- 


worries are over. 


Demand Bosley’s Quality Weather 
Strip from your jobber. We will be 
glad to give you the name of the 
nearest distributor. Write us. 


The D.W. BOSLEY COMPANY 


Chicago 


Quality Since 1869 


rade Mark | Trade Mark Registered | sterea 


ALL CUSHION 


OSLEY’S “Heat Seal” All 
Cushion Weather Strip is rec- 
ognized by good hardware 


reel on display and your sales 


Montreal 


CUSHION 
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| STRONG as steel —— LIGHT as wood. 














Welcome as measles 


in an army camp 

**120** Crack — Slam — Bang! 

“Another hand truck repair bill—they’re always 
busted up!” 

The Bad News about hand truck repairs comes 
around too often in most plants. 

You can settle the truck repair problem for your 
customers by supplying them with Anchor Trucks 
—built to stand the gaff of hard usage 365 days 
in the year. 

Made of steel throughout. No wood to splinter 
or break. Only a few parts—practically nothing 
to get out of order. 

Made in a wide variety of types and sizes. Ask 
your jobber for complete information or write to 
us for Catalog 101. 


ANCHOR POST FENCE COMPANY 
9 East 38th St., New York, N. 


Branch Offices in Principal thie 


NCHOR 


CA y Steel 
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Pre-Sold. 


Some Hollow Screws can be sold 
on price—but they have to be sold 
on price. 





They only seem to have the “‘call”’ 
where a Dealer hasn't the stock of 
Quality screws. 


And then you meet the sales-resist- 
ance which always goes with the 
line you have to explain. 














It’s a time- and profit-wasting job 





where one line has the demand, as 
in Hollow Screws. 
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more than 
2500 reasons 
why Starrett 
Tools mean 
prestige and 


Take the line of least resistance 
by taking on the 30% stronger 
“ALLENS.” It only takes a letter 
to start things! 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Branch Offices: 


W. C. Stauble R. E. Gregory 
2909 Waverly St. 1029 Wesley Ave. 
Detroit, Mich. Evanston, Ill. 


E. P. Crawford W. J. McRae 
3348 No. Park Ave. 320 Market Street 
Philadelphia, Pa. San Francisco, Cal. 
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Extra Value 


is Bound to Find Quicker, 
More Profitable Sales 






















In Lowell Sprayers you will find 
that extra value in unmistakable 
evidence—extra heavy materials, 
much heavier than those used in 
most other sprayers—advanced de- 
sign and honest, skilled workman- 
ship that admits of no slighting. 


In addition, there’s extra value that 
you cannot see, that only your ex- 
perience will show you. Every 
Lowell Sprayer is double tested 
and guaranteed perfect. There are 
no dissatisfied users for there 
are practically no “comebacks” 
(less than one in 15,000). 
Lowell Sprayers cost no 
more than ordinary spray- 
ers. Why not let their ex- 
tra value increase your 
sprayer sales and_ profits? 
Write for 


Catalog and Prices 
LOWELL 
SPECIALTY CO. 
LOWELL, MICH. 
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No. 66 
Doors Can 
Be No 
Better 
Than the 
Hangers 
That Carry 
Them! 


If folks realized that the years of service a sliding 
door can give is solely dependent upon the life of the 
hardware—then they would be sure to choose A-P 
hangers. 

Hangers are the only things around the whole door 
that have any work to do. Therefore, they must be 
good. And A-P’s are. Men who know tell us they do 
not see how we can possibly make them any better. 
Neither do we. 

No. 66 for straight sliding doors, has a double truck 
saddle made from a single piece of certified malleable 
—far stronger than a two-piece job—and 17% inch 
roller bearing hanger wheels. Double aprons give a 
bearing on each side of the door, are adjustable to 
any door thickness and adjustable to proper distance 
from the building. No. 66 also has vertical adjust- 
ment that can be locked in any position. Track is 
round trough, 16 gauge and practically frictionless. 
Heavy steel brackets interchangeable from end to 
center. Capacity of hangers, 400 pounds. 

No. 68, for single or parallel straight sliding doors, 
carry a thousand pound load with ease. Hanger has 
both vertical and lateral adjustments, 12 inch double 
aprons that take care of doors from 2% inches to 3%4 
inches thick, 3 inch roller bearing wheels and a double 
truck saddle made from a single piece of certified 
malleable. 13 gauge high carbon steel track and mal- 
leable iron brackets. 

Architects can play safe in specifying—contractors 
can save time in installing—dealers can make money 
in selling—and buyers can get satisfaction in using 
A-P hangers, tracks and brackets. 


ALLITH-PROUTY COMPANY 


Danville, Illinois 


Manufacturers of 


Garave Door Hardware Spring Hinges Rolling Ladders 
Fire Door Hardware Overhead Carriers Door Hangers 


Allith 


MANUFACTURERS OF THE FINEST 
LINE OF GARAGE DOOR HARDWARE 
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Clean Stove 


them 
it’s easy to sell 

This ‘wonderful product 
look like new - 
from looking old. 


more than brighten 
as ranges; it ad 
d rem 
he surface anc © os 
aie rust, because Heer 
co tal pores with a pro : 
It Polishes as it Cleans. 


i -fashione 
unlike old-fas 
. it never clogs up 

the gas burners. 


Nationally — 
Generous prolt. . : 
der 3 doz. pottles with yo te 

— Top and watch them 


That’s why 
STOVOIL. 
keeps new stoves 


OVOIL does 
rd stoves and & 


d stove pol- 
the holes 1n 


Easily sold. 


atories 


Superior Labor 
nt 702 
d Rapids, Michigan 


Departme 


Gran | 
ifi y pistributors- 
iv racific C oast ” 
ng San Francisco, , 
sae ye Bed . Los me, 
asg E. First St---°° + 
"a ; 2nd Ave. South..- Seattle 



































Casement Windows "stay put’ with 
JieMonarch 
Control Lock 


and it creates sales that “stay put”’ too. 


Miny, 
Wu, 


_ greatest profit comes from the sale of 
products that stay sold,—products that do 
not require an endless amount of service. 


The Monarch Control Lock is gaining favor every aay, 
with dealers everywhere, because a sale is a sale, not . 
the beginning of a seriesof service calls thateatup profits. 


Nothing toget outof order—no pins, gears or ratchets. 
Silent and positive in action and simple in construction. 
The only Control Lock on the market that locks posi- 
tively and securely on the extreme end of the operator, 
right on the sash. Wind pressure cannot break the hard- 
ware as there is no leverage on the operator. That's 
why users like it. 


Contractors and builders like it because more per hour 
can be installed, which lowers labor costs. No special 
frame construction necessary. It comes completely 
assembled, packed in individual containers, ready for 
installation. Furnished ift a variety of finishes. 


as — 
The MONARCH Automatic Stay 








for in or out-swinging casement wind- 
ows, wood or steel, transomsor pivotal 
windows where locking feature is not 
needed. Not necessary to take apart 
to make adjustments or install. Fric- 


tion increased or decreased by slight 
4 turn of outer tube. Furnished in any 
finish desired. 


Write or Wire Now 


There is a complete line of Monarch Casement Hardware built 
and guaranteed by a factory with more than 20 years experience. 
If you are not familiar with Monarch products and the Monarch 
Profit-making Proposition for Building Hardware Merchants you 
owe it to yourself to get the facts now—before the building 
season starts. 


MONARCH METAL PRODUCTS CO. 
4961 Penrose St. St. Louis Mo. 


Makers of the famous 
. Monarch Interlocking Self-adjustring Weatherstrip y, 
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BEAR THIS TRADE MARK 
Trade Mark 
Manufactured by 
E. A. Berg Manufacturing Co., Ltd. 
ESKILSTUNA, SWEDEN 
SHARK BRAND The Plant that Produces 
CHISELS are Hammer & Co.’s 
sturdy and well 
made and crafts- SPECIALTIES 

B rey ey ae Back of every Clamp, Lamp and Oiler, etc., 
oat ioe idl inkeihe manufactured by us are the facilities and 
Regular B ies seh 8 Algee ij experience gained by 63 years in the produc- 
eled Edge. their queaty tion of the highest grade Malleable Iron 
Socket Chisels. Specialties. 
Because of their ett Hardware dealers find these Specialties un- 
or ped as eon little equalled for quality and satisfaction. Send 
effort, which means sure for Prices. 
profits to you. 
Order from your jobber today, or write. 
We carry a full line of Swedish Made Tools 
and Hardware. 
SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 

107-109 Lafayette St., New York, N. Y. MALLEABLE IRON FITTINGS Co. 
Minneapolis, Minn. Seattle, Wash. Montreal, Can. BRANFORD, CONN. 













































The Saw Test 
—proves that the locking belts cannot 
be sawed. Made in 
rim and mortise, 

and store 
patterns. 





front 
door 













VAULT 
mor LOCK 


It is guaranteed bur- 
glar-proof — it makes 


security doubly sure— 
it sells without effort. 


Francis Keil & Son, Inc. 
401-425 KE. 163rd St. 
New York 


1876 
4 Half Century of Progress 
1926 








SAWS 


Anything 
at any 
angle 
They all want the 


K-D 


Convertible 
Saw Frame 





Here’s just the tool to catch the eye—and the trade—of 
mechanics, plumbers, carpenters, home woodworkers. 
The K-D Convertible Saw saves time—and time’s worth 
money to them. The 3” blade gets over—under—around 
tight corners. Strong, non-collapsible steel frame takes 
3, 6, 8, 10, or 12” blades. Pressed steel pistol grip makes 
it steady, easy to handle. In heavy cardboard carton— 
a big seller at $1.50 complete, with 3” hack-saw blade. 


Write for details and discounts. 


K-D MANUFACTURING CO. 
Lancaster, Pa. 
Export Department—Woolworth Bldg., New York 


Retails 


for 


$1.50 


complete 





Reaches the Difficult 
Places 
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A Bigger Profit on a 
Better Pail 


Right now you can sell Witt Corrugated 
Garbage Pails and make three times the 
profit you would make on an ordinary 
pail. 

You make satisfied customers as well, be- 
cause Witt construction is above competi- 
tion. Made of special analysis sheet steel, 
deep, closely pitched corrugations, double 
locked seams, riveted steel bands top and 
bottom, each pail hot dip galvanized 
after assembly, we guarantee a Witt Cor- 
rugated Pail to outlast three of the ordi- 
nary kind—and the guarantee is wired to 
the handle so your customer can easily 
read it. 


If you are ready to make bigger profits 
on a better pail, phone a trial order to 
your jobber. If he cannot serve you, 
write 


The Witt Cornice Company 
1911 Winchell Ave., 
CINCINNATI, OHIO, U. S. A. 


Manufacturers of 


arrerirent 
Rik 


wag 





CORRUGATED 
"CANS and PAILS»: 


Try the Brighton Line of Cans and Pails as a special. Priced low 
enough for comparative advertising, yet good enough to outpoint 
any other light weight can at its price. 





























Every person who enters your store 
is a prospective purchaser of 


PREMAX 
& HOUSE 
}) NUMBERS 


It is not only the home owner that takes 
pride in the appearance of his residence. 
The renter, as well, wants to keep his 
home looking as neat as possible, inside 
and out. 


And so we can truthfully say that every 
person who enters your store is a pros- 
pective purchaser of Premax House 
Numbers. 


Perhaps everyone that enters your store 
does not do so with the intention of buy- 
ing house numbers. But, if the attractive 
Premax Houseful of numbers is placed 
prominently on your counter, the power 
of suggestion creates many a sale. 


The Houseful cabinet is presented to re- 
liable dealers without cost to display 
Premax House Numbers. It is compact 
and convenient. In addition to building 
sales, it keeps the numbers clean and in 
order. 


Premax Hy-Caste and DeLuxe style num- 
bers are featured with the Houseful dis- 
play. Hy-Caste is a four inch brass 
number of narrow design. DeLuxe is a 
satin-silvery figure two and _ one-half 
inches high, recessed on black enameled 
placque. Then there are many other de- 
signs, all equally attractive—and all 
money-makers for the dealer. 





Look into our proposition now. Ask us 
to give you further information regard- 
ing Premax House Numbers, prices and 
selling helps. 


NIAGARA METAL STAMPING 
CORPORATION 


Dept. HA-3 Niagara Falls, N. Y. 


We agree with you that every person who enters our 
store is a prospective purchaser of house numbers. 
Tell us more about the Premax Houseful. 


RRM AE ese Ln sans a DATA one haa elas 26 
ARM VEMNNEER, 5 nts See ha eee ed idx Soe 
ciel LL, Le Raa RES Sere wR ey OR en ere Ne 
Jobber’s Name 
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Sell the Best 
HARDWARE 


For Hard-wear 


For morethan 50 years 
Bommer Spring Hinges have main- 
tained their leadership and proven 
their superiority over all others. 

They have kept pace with the 
times, because they have been 
kept up with the times whenever 
improvement was possible. 























® 
8 
cS) 
8 
cS) 
= 


SPRING _HINCES 


Replenish your stock with Bommer. 


They are in universal demand—are 
quickest to sell—easiest to apply and 
a most satisfactory spring hinges 
made. 


Your Jobber handles them. 


Send for New Catalog 50. 
big help in ordering. 


It is a 














Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 








BOMMER 
ARE THE BEST 














EN 
Quick Service 


Quick service in securing ATLAS 
Tacks and Small Nails may hold 
the customer. 

Immediate shipments right from 
stock—from either Fairhaven, 
Mass., St. Louis, Mo. 

The largest and oldest manufactur- 
ers of Tacks, and Small Nails, in 
the world, assures dealers of prompt 
service as well as known quality. 


Send for complete catalog. 


—— AN 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 








The largest and oldest manufacturers of Tacks 
and Small Nails in the world 
Established in 1810. 








— 
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Gasoline— 
One gallon 


No. 20 Pump 
No. 19 Bulb 


° 
3 

4 

9 

3 

3 

3 

3 

3 

3 

i) Covered by Patents 

8 More Than a Slogan: 
: “Always Reliable” 
} 


The users of this line invented this slogan 
for the reason that “Always Reliable” fur- 
naces and torches are just that. 


Most jobbers stock. Others will order for 
you. 


OTTO BERNZ CO. INC. 
NEWARK, N. J. 


Stocks in Newark, N. J., New York City, Chicago, and 


San Francisco. 
Offices in Newark, N. J.. New York City, Chicago, Fort 


Worth, Denver, Helena, Mont., San Francisco, Los Angeles, 
Seattle and St. Thomas, Ont. 
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STAR HEEL PLATES 


“PIONEER BRAND” 
They have stood the test for over 25 years, and have 
been and always will be superior to other brands. Why? 
Because they are made of the very best annealed malle- 
able iron and are larger and heavier than other brands. 
Send us your order today. 


' No. 6 
No. 5 
They 
sell 
and No. 4 
sell 
and 
sell . No. 3 
No. 2 
No. 1 
No. 0 





These illustrations are size. 


STAR HEEL PLATE co. 


LOUIS SACKS, Ine. 
Newark, N. J. 






































HARDWARE AGE for AUGUST 4, 1927 


103 





FORSTNER 
Labor Saving 


AUGER BIT 


Bores Any Arc 


M 
of a Circle red 


New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided ite 
circular rim instead of its center 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true lished surface. Takes 
the place of a chisel, ouge, scroll-saw, or 

lathe tool combined. or core boxes, 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 

[7 cibbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 








Builder a Prospect 


HE solid-braided—100% cotton fea- 

tures of SILVER LAKE Sash Cord 

appeal to the conscientious builder. 
They mean longer wear, fewer replace- 
ments, better satisfied customers. 


Play up SILVER LAKE to your builders 
—and don’t overlook the carpenters! 


Order from your Wholesaler—NOW. 


Silver Lake Company 


Newtonville, Mass. 








———— 


TITTLE 








“Seeing Is Buying” 


It is hard for a dealer to buy 
Fly Screen Cloth from a 
photograph or illustration—a 
litle retouching work s 
wonders. 


We prefer to send you sam- 
ples cut from regular stock 
—then you can see and judge 
for yourself why SPARGO 
orders keep us busy the entire 
year. 


SPARGO WIRE CO. 


Rome 


sal 








Fe LET JORERREOER 


















































THE (({(0) UNIVERSAL 


“Takes the guess out of key cutting” 





The only machine in existence that is universal 
in its application, in that it will cut keys from 
number by code, or duplicate from sample key, 
without the necessity of changing the cutter for 
different makes of locks and eliminating guide, 
depth, and gauge keys. 


(QDINDEPENDENTIOCKCOMD 


Fitchburg, Mass., U. 8. A. 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 
Knob Sets, Key Blanks, Auto Switch Keys, Hardware 
Specialties, Key Cutting Machines, Etc. 























ea ee 





—— 
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The Easiest to Sell is the 


PACIFIC 730. 


Because it’s the Easiest to use 





Thousands of garages and repair shops used the 
PACIFIC SENIOR MODEL for years. Then we de- 
veloped a JUNIOR MODEL FOR CAR OWNERS, 
SELLING AT $3.50 list! It’s a whiz bang of a high 
speed rim remover. The price is right. It’s advertised. 
See your jobber for your supply. 


PACIFIC RIM TOOL COMPANY 


1145 Galewood Drive, Cleveland, O. 
Seattle: 2339 11th Av. N. Export: 44 Whitehall, N. Y. 


~ Sell Fast? Sure! -: 





Quality Since 1837 


A New 
Chisel 


Extra Thin 
Blade 
No. B-2 










There is a big de- 
mand for a 4% inch 
blade chisel with thin 
blade. 

Here it is in the 
well-known White 
“Old Fashioned” Quality. Half 
way between the firmer and butt, 
it can be used for either. Same 
price as our No. 2. 


Better get a few sets of these for they sure sell. 


The L. & I. J. White Co., Inc. 
125 Columbia St. Buffalo, N. Y. 





Model 330 
Double Barrel 
lammerless Shot- 
gun, 12, 16, 20, 
«410 gauge. Take- 
down. Chrome 
Vanadium steel 
parts. Proof-test- 
ed barrels. Auto- 
matic safety. 
Checkered wal 
nut stock and 
forearm. 
Retail Price 
$26.50 














Show 
Him! 


bf fanawe hunger for a good double 
gun impels some customer into 
your store, be prepared! Show him 
these fine Poh tm Shotguns, Model 
330 and Model 335. He knows that 
the name Stevens represents unusual 
value at all times. The sale is as good 
as made. 


See Your Jobber’s Salesman 


Send for complete 5-piece 
window display 





Model 335 

Double Barrel 
mmer 

gun, 12 and 16 

gauge. Take- 

down, One piece 

bolt and top lev- 


er. Barrels Proof. J. STEVENS ARMS COMPANY 
ss Checker- Dept. 1090 Chicopee Falls, Mass. 
aul forse = Owners of Page-Lewis Arms Co. 
Retail Price Owned and Operated by 
$27.50 SAVAGE ARMS CORPORATION 














Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

— Order Houses handling rn and housefurnish- 
g3. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


Hardware Fane Verified List of Wholesalers and Retailers is indis- 
— economic direct-by-mail —, work and also a 
pful he for salesmen’s calls. ery sales manager should 
ey one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was blished there 
have been more than 10,000 additions and corrections, and these 
all appear in the current Eighth Edition. 


Hardwere Wholesalers find Verified IAst of great value in 
“checking” thetr retail proepect records. 





$12.00 postpaid 
Hardware Age Verified List Department | 





239 W. 39th Se. New York, N. Y. 
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~-( CHICAGO) 
SPRING HINGES 


The “Triplex” 


Recognized 
Quality 





Type 2001 
For many years the Triplex has been considered by 
Architects, Dealers and Contractors as a Spring Hinge 
of Quality. 
Being identified with quality goods is always an asset. 
Send for New Catalogue H42 


Chicago Spring Hinge Company. 


CHICAGO P need YORK 


A MORRILL SAW-SET 


for every kind of saw 





OTHER MORRILL 
PRODUCTS 


Nail Paller— Does 
the job with half the 
usual amount of work. 
Built to last and to do 
its work quickly and 
well. 


Bench Stop—aA 
standard article needed 
in every wood working 
shop. Also liquid soap 
dispensers, lead seal 
presses and paper and 
metal punches. 


to 1878, when Chas. Morrill brought 

out the No. 1 old style saw set, now 
out of date, but the forerunner of the whole 
Morrill line. 

Before that, saws were set with a ham- 
mer and an anvil. This injured the saw 
and was unsatisfactory in every way. So 
Chas. Morrill invented a tool that would 
give the necessary set to a saw with ac- 
euracy and without injury. 

Morrill saw sets have been developed to 
take care of the requirements of every type 
of saw. Saw sets Nos. 3 and 4, which are 
shown above, are for cross cut and circular 
Saws. No. 5 is especially designed for 
timber and board saws. The Morrill ‘‘Spe- 
cial’ is for hand saws and has the widest 
sale of any in the line. 

Morrill saw sets have never been sold on 
a price basis. Their reputation has been 
built solely on quality of material and per- 
fection of design. You can sell any Morrill 


gay modern type of saw set dates back 





Order Morrill 
Bench Stops, Saw 
Sets and Nail Pull- 


wide frem your tools with the assurance that the _ tools 
jobber. wen’t come back but the customer will. 
CHAS. MORRILL, Inc. 


104 Lafayette Street, New York 

















LANDRETH'’S 


Garden and Flower Seeds 
Mixed Lawn Grass 


Now is the time to place your order for 
Fall planting for such seeds as Turnip, 
Rutabaga, Spinach, Winter Radish, Col- 
lards, Mustard, Beans, Kale and Mixed 
Lawn Grass. 


1927 CROP 


Before buying for delivery after 1927 crop, send us a 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 


We are the oldest Seed 
House in America, this be- 
ing our 143rd year in the 
Seed Business. Had we not 
grown good seeds, given 
good attention to business, 
good service and fair 
prices, we would not have 
existed so long. 


Business Established 1784. 


D. Landreth 
Seed Co. 


Bristol, Pa. 











No. 10 Ball-Bearing 
No. 110 Cone Bearing 
(2-inch wheel) 
2 popular numbers from a complete line of Ball 
Bearing, Cone Bearing and Axle Bearing pulleys. 


GRAND RAPIDS 


HARDWARE COMPANY 


ALL ~STEEE 


SASH PULLEYS 


eo? 
Grand Rapids Hardware Co. o** 
558 Eleventh St. o* 
Grand Rapids, 
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It Pays to Use SIGNS 


Nothing draws attention to goods so effectively as 
attractively lettered Signs, Show Cards, Streamers, 
Price Tickets, etc. 


Why hire others to make them when you can do the 
work yourself and save the cost? The STENCILOR 
requires no experience. Results more than justify its 
low cost. Write for Illustrated Folder and Samples 
of Cards made with this device. 


DISPLAY MATERIAL COMPANY 
774 Grand Ave., ST. PAUL, MINNESOTA 
Eastern Agents: DISPLAY MATERIAL CO., 191 Pearl St., 
New York, N. Y. 
Canadian Agents: DISPLAY CARD COMPANY, LTD., Brockville, Ont. 

















TAPLIN EGG BEATERS 


A full line to meet every requirement— 
Family Size—Hotel Size—Cup Size. Mam- 
moth Size for Restaurants and Hotels. The 
standard Egg Beaters for over 30 years. 





The Taplin Mfg. Co., New Britain, Conn. 











Seymour Smith “Handy Grass Shears” 


A complete line of 

Grass Shears, 

Pruning Shears and 

Tree Pruners. 
ABSOLUTELY 

> GUARANTEED 


Send for New 
Which Hod Would You SEYMOUR eee UE ha cictate, Conn. 








Rather Carry an Sales Representatives: John H. Graiam & Co., 113 Chambers St., New York 





If you had to haul mortar for a ts R _ 
certainly wouldn’t want to carry a 
dripped water all over your aie 

You would choose a Never Drip Steel Hod 





with its one-piece ends. You would go 1 

whistling on your way while the other fellow ~ apg — oe 

sulked. Write for Catalog and Prices. Sold by Taboes 2. 
There are lots of hod carriers in your town Diamond Saw & Stamping Works, Buffalo, N. Y. 


who are bearing the discomforts of carrying 











leaky hods simply because they have not been 





shown the sensible and better kind. 


This open field of profit is yours for the H 
asking. Write ot boy for details. Looking for a Hardware Store? 
° . The place to find one is in the “Classified 
The Cleveland Wire Spring Co. Opportunities Section’” of this paper. 
° By watching the FOR SALE ads you'll be 
Cleveland Ohio reasonably sure to secure a good paying busi- 


ness at a fair price, or better still, let the trade 
know the kind of a store you are looking for. 




















UOFAIN “RED END’ RULES 


STRIKE PLATES — SPRING JOINTS 


A NEW AND BETTER RULE, OF SUPERIOR QUALITY, FINISH AND 
APPEARANCE 
Snow White and Cream Enamel Finishes, Beautiful and Durable. Spring Joints of Solid Brass, Firm, Smooth- 
Working, Rust Proof. Brass Strike Plates, Preventing Wear in opening and closing. Rules furnished with 
as well as without aihsiomaaed Hook. Gloss Red Ends dress up and distinguish these rules. 


THE [UFKIN fpULe C0. 


SAGINAW, MICHIGAN 
NEW YORK WINDSOR, CAN. 


TAPES—RULES—TOOLS 
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<= Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 
Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicage Kansas City 








Does the word PROGRESS— 


mean more 
business— 
more profits— 








Quality and 
Service 


The new improved Okeh Tape spells progress GW 
with its welded leatherite covered steel case, 
friction brake controlled drum and famous end 


to you? 





Bolts of All Styles—Nuts— 
Rivets — Washers — Wagon 


fastener of proven value. Stnatiettatiein tine te 
This article has a buying appeal a tape user terial—Track Bolts—Track 
can seldom resist, and opens a new field for sales Tools—Car Forgings. 


where a tape was formerly a nuisance. GALVANIZED or PLAIN 


Send for prices and particulars of sales plan. 


KEUFFEL & ESSER CO. 
NEW YORK, 127 Fulton Strect General Office and Factories, HOBOKEN, NN. OLIVER IRON AND STEEL CORP. 


CHICAGO ST.LOUIS SANFRANCISCO MONTREAL 
16-20 5. Dearborn St. 617 Locust St. 30-24 Second St. 6 Metre Dame St ©. Pittsburgh, Pa. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 


GYW9o 











FAULTLESS CASTER COMPANY 
EVANSVILLE. INDIANA. 


Canadian Factory: Stratford, Ontario 











Divot Gearing 














108 HARDWARE AGE for AUGUST 4, 1927 











Sherman Hose Couplings are made of 
heavy wrought brass— accurate ma- 
chine cut threads—deep, clean corru- 
gations. A high quality item. Made 
in hose sizes—34”, 14”, 544” and 34”. 
In cartons for stock. 








Quality Fittings Mean Hose Efficiency 
THE SHERMAN WROUGHT BRASS HOSE FITTINGS 


have reached the highest level of quality in garden hose acces- 
sories through years of experience and research in manufac- 
turing. It is to your advantage to carry the best. 


H. B. SHERMAN MFG. CO. 


The New Diamond Nozzle. Surpasses 
any nozzle heretofore offered to the 
Trade. It is larger and will throw a 
stream farther and more even. A per- 
fect spray is always assured. Made in 
3%” size only. 


- Battle Creek, Mich. 











MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411 N. 10th St. 
St. Louis, Mo. 















GIANTGRIP BIT BRACE 
Matches the Very Best in Quality 


Here is a tool you can compare 
with the very best there is, no 
matter what the price. Regard- 
less of how much more you pay 
you can’t get a bit brace that will 
give you more satisfactory or 
longer service. Fully 
guaranteed. 10” sweep. 


List Price, $4.50 [fic 


bits tight; impos- 
Write for catalog and discount. sible for bit to stick 
Choice territories open in wood 
for live distributors 
Unirep Harpware & Toot Corp. y 
74 Reade St. NEW YORK 


























‘HIT THE TRAIL HOLIDAY’ 



















It’s a far cry from the mushers of ’49 to our present- 
day tourist. The glamour of “Gold” has long since 
gone but still an endless stream of wanderers flow 
through the beauty-spots of our country, drawn on by a 
greater lure. 


And while some prefer to frequent hotels and farm- 
houses, still a great portion prefer to “rough it,” in 
emulation of “those who have gone before.” There 
is a no more rabid body of hobbyists than these 


campers. 


You don’t have to search them out in your locality 
to sell them. A well-arranged window display of camp- 
axes, cots, camp furniture, hunting knives, tents, fishing 
tackle and other things dear to the heart of 
the lover of the “out-doors” will draw them 
to your store. 





Co 
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Soldering 
and 


Tinning Flux 

A “better joint with less 
solder” may not interest 
the radio-fan os it eo 
a lot to the mechanic who 

Makes uses solder constantly. 
Show the plumbers and 


a Better Joint electricians who come into 
your store Rubyfluid— 


with Less Solder they'll buy and become 


steady repeat customers. 
Write for a sample and 
prices. 


RUBY CHEMICAL CO. 
67 McDowell Street, Columbus, Ohio 








The SNELL CONSTRUCTION BIT 


Stiffer, Stronger, Tougher! 
The screw, the spur, the Throat, the 
Cutting Edge and the Clearance are 
the important points by which a bit 
is judged. All Snell bits are judged 
by these points. 

Write for catalog today. 
















Sales Representatives: 
John H. Graham & Co., 113 Chambers St., New York City 



















White 
Enamel 


Household 


MOO} 


} 


\ => 
VHITE TENAME} 
mel JUSEHOLD NAME] 


In Attractive 
25c Boxes 

24 Boxes to Carton 

Dealers $4.00 


Send for illustrated 
folder and Price 
List of every kind 
of Thumbtack. 
Your customers ex- 
pect the genuine 
Moore Push - Pins 


HOY SEO. ) 
MOLD THUR 
MBTAC KS 








ad Hangers. 
Moore Push-Pin Co. } ll on 
(Wayne Junction), Philadelphia, Pa. Est. 1900. 





Thumbtacks 





















Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers 


Tools. 
The above tools will please your customers, as well as our 


famous Round and Oval Punches. 
Remember we have had one hundred years of successful manu- 


facturing experience, employ only skilled workmen and use the 


finest quality of materials. 
We stand back of every tool we make. Try us. 


Write for Catalog 
C. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 











National Signs Make Lookers, Buyers 


Brighten up your store 
with eye-catching signs 
and people will stop, 
look, and buy. 

The ‘National’ way is 
so simple, easy, and 
pleasant, that anyone 
can make Good Signs 
without experience. 
It’s a money 
maker for deal- 
ers. Send for 
Folder. It 
shows many 
samples of 
work. 


















NATIONAL SIGN STENCIL COMPANY 
Manufacturers of the NATIONAL SHOW CARD WRITER 
1602 University Avenue Saint Paul, Minnesota 
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TIRE 
[ADDEDS 












































= pf MODERNIZE 
—y STORE METHODS 


SS P To provide adequate storage facilities for 
> ee shelf stock—to make it accessible and con 
venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole- 

sale or retail trade — install one or more 

MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and 
efficiency One style only—neat of design— 
attractively finished—any height — 
easily installed—meets most 


ha 
GOT 






























Wire Products 


for every need 
Nails of all kinds, Staples, 


ia Fence, Barbless 
Twisted and Barbed Wire, 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. . 


BETHLEHEM STEEL COMPANY 
General Officess BETHLEHEM, PA. 


Pt Efficiency, 
La Reliability 


<= 
—— 


Geo. W. Diener Mfg. Co. 
400 N. Monticello Ave., Chicago, Iil. 
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Classified Opportunities 








Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 




















Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity Exchange Section i) St ee eee ee $5.00 50% off rates quoted 
Sot Solid, Minimum of 5 tncs..... $3.00 Each additional inch............ 4.00 Address your advertisements and replies to 
Each additional line........... .60 Hardware Age, Classified Oppor- 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising eee pag 9 St. Hew 
Each additional line........... 80 4 insertions, 10% off; 8 insertions, 15% 
Average 10 words to a line Harpware AGpw is published each Thursday 
Allow One Line for Keyed Address Remittance Must Accompany Order oo oo “a. — 


Samples of merchandise, literature, catalogs, etc., requiring more than ordi 
amples o erchandise, era . i St, a ee ordinary reforwarding postage should not 











BUSINESS OPPORTUNITIES 


POSITIONS WANTED 








aa 


DO YOU WISH TO RETIRE? 


We are prepared to purchase your entire stock on a cash 
basis, no stock too large. Please preserve this Ad for 
future reference. Wire or write. 


DIXON HARDWARE CORP. : 
294 Lafayette St., New York City 











mS 
HELP SPECIALISTS 


FOR THE HARDWA 
MALE AND FEMAL 
EVERY APPLICANT INVESTIGATED AND GUARANTBED 
FOR TEN TIMES THB WEEKLY SALARY INVOLVED. 
ABBYE EMPLOYMENT AGENCY, INC. 


Remington Building 
113 W. 42nd Street Bryant 7374-5-6 


se M. Herbert Godschalk—Director—Hardware Division. 





be. 


Plane tools and equipment for sale. A complete set of tools, dies, jigs, 
fixtures, patterns, match plates, machinery, etc., now being used to 
manufacture 9” and 14” Jack Planes, and single and double end Block 
Planes, can be had for reasonable price. Machinery and Equipment in 
perfect working condition. Manufacturing diverse line necessitates giving 
up this end of business. For full information and price, write Box H-629, 
care of Harpware Ace, New York. 








Established 25 years in the best county seat 
Four railroads, three truck lines all macadam 
Bargain sold at once other 


FOR SALE Hardware. 
of Ohio. 10,000 population. l 
roads. Five bus lines on 3 county highway. 
Invoice $20,000. Address Box 11-613, care of Harpware Acz, 





MECHANIC TOOLS, PREFERABLY TERRITORY 
AND EARS’ OF 


SALESMAN DESIRES POSITION WITH MANUFACTURERS OF 


PENNSYLVANIA. FIFTEEN 


OF NEW YORK 
ts ig 


HAVE EXCELLENT BUYER ACQUAINTANCE, MARRIED, AG 
43, CAN FURNISH SATISFACTORY REFERENCE. ADDRE 
BOX H-607, CARE OF HARDWARE AGE, NEW YORK. a 





ence, desires position with progressive concern. 
references. 


HARDWARE MAN, 12 YEARS of practical hardware and paint experi- 


Address Box H-554, care of Harpware Acz, New York. 


Married and with A-1 

















Noe Pork. SALES REPRESENTATIVES WANTED 
HELP WANTED 4 
, Sales Representatives 


Wanted — Experienced Hardware Men 
Men of proven ability—Salesmen, Managers, Quotation Men, Esti- 
mators, Stock Clerks, Order Clerks, Shipping Clerks, Packers, 
General workers and all office help. 
ABBYE EMPLOYMENT AGENCY, Inc. 
Remington Building 

118 West 42d Street Bryant 7374-5-6 

M. Herbert Godschalk, Director—Hardware Division ) 











x 





WANTED-—Salesmen calling on Retail Hardware Trade to sell our line 
of Tool Racks, Rubbish Burners and ones. Commission basis. Write 
for proposition. GRAND RAPIDS RE PRODUCTS CO., corner 
First and Front, Grand Rapids, Mich. 


WANTED EXPERIENCED AND WELL KNOWN 
SELLING ORGANIZATIONS FOR WELL AD- 
VERTISED LINE SELLING TO HARDWARE 
AND SPORTING GOODS TRADE. STRAIGHT 
COMMISSION PLAN, FULL PROTECTION. 3 
DESIRABLE TERRITORIES OPEN. WRITE 
GIVING REFERENCE, TERRITORY AND NUM- 
BER OF MEN TRAVELED. 


ADDRESS BOX H-627, HARDWARE AGE, NEW 
YORK. 





POSITIONS WANTED 


Salesman desires to establish himself permanently with 
a reliable manufacturer. Have over 20 years successful 
selling among the largest Hardware and Cutlery Jobbers, 
Premium and Mail Order trades in all territories—age 
41—married, pleasing personality. Address Box H-621, 
care of HARDWARE AGE, New York. 














Commission Men Specializing on Hard- 
ware and Department Store Trade 


wanted to handle garden hose of a nationally known rubber manu- 
facturer. Attractive price and liberal commission haye made this 
product a ready seller in territories recently opened. Address Box 
H-626, care of HARDWARE AGE, New York. 








Good hardware men are hard to get because they are always employed. 
Here’s one A-1 hardware man who wants to make a change on account 
of circumstances over which he has no control. If you are in need of 
a real honest-to-goodness hardware man who knows the business and can 
produce results—wire me. I shall expect a real salary because I am a 
real hardware man. Prefer inside work as an executive. E. B. Henderson, 
403 Arnold Ave., Greenville, Mississippi. 





Would like position in Hardware Store as manager or head clerk. 
Years of experience. 
Make dail 
3813 W. 


; Can relieve Owner, simplify details, train clerks. 
grind a pleasure instead of drudgery. Address “Hardware,” 
uclid Ave., Detroit, Mich. 





men who 
tory covered, and how often. 
Acs, New York. 


Salesmen calling on hardware trade to handle Manila and Sisal Ro 
and Twines direct from importing manufacturer’s stocks in New Yo: 
a commission paid promptly on accepted orders. 

a Write giving references, terri- 
Address Box H-618, care of Harpware 


ve standing with their trade. 


Only desire 





Window Ventilator. 
side line. Address V-W VENTILA 


Building, Columbus, Ohio. 





representatives to sell new model 
Excellent sales px sition. 
oO 


COMPANY, 2830 A 


WANTED—Sales a 


y V-W 
ither whole ms or 
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Classified Opportunities 





SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED 





SALESMAN WANTED:—Wholesale Hardware and Automotive Acces- 
sory House would like to correspond with salesman, not over 35 years old 
and who has had selling experience calling on the retail hardware and 
accessory trade. Liberal contract offered to experienced man with selling 
record. No inexperienced applications will be considered. Territory, 
Eastern Kansas. Address Box H-630, care of HarpwAre Ace, New York. 





MANUFACTURERS of full line of household specialties want local 
representatives in all important cities to handle line on commission. De- 
artment houses, premium concerns, are all big users. State experience, 
ines handled and territory covered. We want none but those who can 
“make good.’’ For such our proposition is an excellent one. Address 
“S. H.,” care of Harpware AGE, New York. 





Commission salesman in every state by manufacturer of hardware 
specialties and auto accessories, to call on retail trade and exhibit and 
sell at fairs and exhibitions. Mention territory now covered. Liberal 
commission and splendid opportunity for big income. Address Box H-628, 
care of HarpwareE AGE, New York. 





Manufacturer of builders’ hardware has an opening in Chicago and 
vicinity territory. In replying, state lines now carried and houses repre- 
sented. Address Box H-631, care of Harpware AcE, New York. 





Salesman calling on Hardware and general stores to represent manu- 
facturers of high grade hickory tool handles on commission basis. Havana 
Coop & Crate Company, Havana, Florida. 


SALESMEN now selling to Hardware and Department Stores to sell 
well established high grade line Trellises, Lawn Furniture, etc. Protected 
territory now open in New England, Middle Atlantic, Southern and Mid- 
Western States. Our liberal commission plan makes this an unusual op- 
portunity. Address Box H-622, care of HArpware AcE, New York. 








WANTED—SALESMEN SIDE LINE—Salesmen now selling to the 
automobile accessory and hardware trade in the United States and Canada 
can add greatly to their income by featuring our Piston Rings as a side 
line. Write for details. KEYS PISTON RING COMPANY, 3513 
Choteau, St. Louis, Mo. Established since 1913. 





MANUFACTURER OFFERS ATTRACTIVE PROPOSITION to 
salesmen calling on Hardware Jobbers and Dealers to sell Lakewood 
Air-Tight, ‘Moisture-Proof Weatherstrip on commission. Address Lakewood 
Rubber Products Co., 3831 St. Clair Ave., Cleveland, Ohio. 





SALESMAN :—One who knows the Retail, Department Store, and all 
jobbing trade, to sell our complete line of enameled ware. Full time or 
side line. Lucrative proposition of permanency to right man. U. S. 
Stamping Co., Moundsville, West Va. 





COMMISSION SALESMAN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-614, care of Harpware Acr, New York 








ware Age. 


HARDWARE AGE, 


Do YOU Want a Good Position? 


Right now you may be looking for a good position as Manager, Assistant, 
or Salesman with some responsible Hardware company. 

And right now some one may be looking for you. 

The best meeting place is in the Classified Opportunities Section of Hard- 


Fifty words at a cost of a dollar and a half will put you on the right road, 
in the right paper, for the right position, with the right Hardware concern. 


Send your ad to 
Classified Opportunities Dept. 
239 W. 39th St., New York 








Compound is best by every 

akes welding of any steel as 
pa as Iron. Stock it and increase 
your sales. 


Made only by 
ANTI-Borax Compounpn Co. 
Fort Wayne, Ind. 





Permanent magnet which holds 


Robertson “Horseshoe Magnet” Hammers 
the tack in position for driv- 


7 11 ea 
ee 
ing. Awarded the Silver Medal 


(the a offered) at the Panama-Pacific Exposition. 


—— and design trade marks registered U. 8. Pat. off. 
i ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
U 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 











*T Make the best Hammer’’ 


D. em 1843 





The fm arog of Maydole Reumers among Carpenters, 
attests the fact that we've 
maintained ‘he standard set by the founder of this 
business over 80 years ago. 








THE DAVID MAYDOLE HAMMER CO. 








HACK “JTL NOX” saws 
I 


“The Toots in the Plaid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS - SCREW ORIVERS - GLASS 


UNIFORMITY 





Norwich New York 
Plain or enameled 


STRATTON ™**.o.ice 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 












































112 HARDWARE AGE for AUGUST 4, 1927 
THE ADVERTISERS INDEX 1s published as a ¢ fi and not as & part of the advertising contract. very care will be taken to index eorreetly. 
No allowances will be made for errors or failure to insert. 
A Blaisdell Pencil Co............+ -- D Green Company, Inc., The..... 114 
aii tiene tts 68 Bommer Spring Hinge Co....... 102 | Davis & Voetsch, Inc.......... —| Greenfield Tap & Die Corp.... 2 
dinates “ ore ei ee eed ke Se ere 96 | Davis Tool & Engineering Co... — Greenlee Bros. & Co.........-- — 
ay A Ph ie Boston Varnish Co...........-- —| Day-Fan Electric Co _, —| Griffin Mfg. Co, ......++++++- 82 
Ajax Electric Specialty Co...... — Cy ate ee Gri ld Mf Cc = 
Fe RN a Boston Woven Hose & Rubber Dazey Churn & Mfg. Co....... — | Griswo! B- CO.. eee eeeeeeee 
seek aaa ea ‘i _ Rea ne peer rey epee re “—, . ke ee = H 
Se eae owen Prstaste Cs,....-.+-..+- - PO OS. “TMi 0 osc cccceeees 114] Hanover Wire Cloth Co....... _ 
Alexander Hamilton Institute... —]| Brach Mfg. Co, L. S am 
Nie all i 97 Kjos: Ti SE gee eas Detroit Torch & Mfg. Co....... — | Hart Co., John M...scccvceee -- 
rich samen ome “ane Brainerd Mig. " Wastaacess se —] Detroit White Lead Works..... am | Seller @ Gas We Ge s002.05.-- 32 
] ise ceue a i i mae 
Allith-Prouty Co o8 ere Chale Co....-0+++000 Devoe & Raynolds Co., Inc.... —| Hercules Chemical Co......... — 
pene lis Gi. tee. re aati Serew Co......+++0. ~ | ENEMIES <5. co veank eke deee'e — | Hercules Powder Co. ........- -— 
i ‘o., Inc... — Star Battery Co......... — : 
allied iit: — ws ay Co Diamond Calk & Horseshoe Co.. — | Hill Brass Co., N. N. ....--> — 
6 op errebraag PD Gis “By Bases san seeawens —| Diamond Saw & Stamping Co...106 | Hoeft & Co. .......ssesceeee _ 
Aluminum Cooking Utensil Co.. 26| Brown Fence & Mfg. Co., H. L. 91 
PA yy » pe eae Diener Mfg. Co., Geo. W. ..... 109 | Hohner, Inc., M. ...-.+--+++- _- 
300 
ni s Manufacturing s ai Sharpe Mfg. Co...... 17 eae een 10 | Hoppe, Inc., Frank A.......-. i. 
Setyoteae te en ps gaee iad ss agissibnggae dpaaeaetbaaamtaaaa — | Display Material Co............ 106 | Horton Mfg. Co. .....--+-00+- 6-7 
Aluminum Products Co......... — | Buffalo Wire Works Co., Inc... — : 
PN SE OR sl. i re Disston & Sons, Inc., Henry... — | Howes Co., S. M....-.--+-++ 91 
es Ass ee = 
aa maiaaee ae nape nama nema Dixon Crucible Co., Joseph..... —] Hubbell, Inc., Harvey .....-... _ 
BER Lic ccccccscce — a . = 
iii ia has c min ; ped CAiveonsosve ” ae od NO NR, Eo inci ine nexs — | Hudson Mfg. Co. .....--+e8-- _ 
yer Mtg. Co....... — ¢ Mfg. Co..... 
eieinate Fork & ae “i uruley Battery & Mig. Co ois Graham Bros.—Truck Division Huenefeld Co., E. H. ......-- — 
! , r me Raskace — Donley Mfg. Co., The.......... —1| Hunt & Sons, William......... —_ 
American Gas Machine Co...... — 4 Double Action Electric Co...... ~~ | Hunter Arms Co —_ 
American National Co. ........ — | Caldwell Mfg. Co..........00- 111 | Dover Mfg. Co.........scss00. cif te er 75 
American Radiator Co. ........ — 1 Carborundum Co. ...«<seceoss 23 | Doyle Co., Chas. E............ 90 Seatiie Lamp Co 2. 
American Ring Co. ............ — | Carolus Mfg. Co...........000- __| Duluth Show Case Co.......... — 
American Saw & Mfg. Co...... 111 , ._ | DuPont de Nemours & Co., E. I. 30 I 
7 Casement Hardware Co......... 
American Screw Co. .......... — i Chsin Products Co...<....5.-. 115 Independent Lock Co. ......-- 103 
American Shearer Mfg. Co...... — 1 Challenge Refrigerator Co...... 83 E Indiana Rolling Mill Co....... 88 
American Sheet & Tin Plate Co. —| Chamberlain Co. ........+-++++ eh NE Pics sain ence vee’ 31] indiana Steel & Wire Co....... + 
American Steel & Wire Co...... 84] Chamberlain-Haber Chemical Co. — Eagle-Picher Lesd Co.......... ~~ | Ingersoll Watch Co. .........- — 
American Stove Co............. cal: at eh. ne er 70 herbed “Rtg. 'Ce....--+.+++5 ~~ | International Silver Co. ....-- —_ 
American Telephone & Telegraph Chevrolet Motor Co............+ 65 Remmany Phaber Co.......... ~~ | Interstate Electric Co. ... ...- — 
CO. ccrrncccscnccscccccscess — | Chicago Roller Skate Co........ -— a reas sbasin teases “~~ | Irwin Auger Bit Co.........--- — 
American Window Glass Co.... —| Chicago Solder Co........ ++: Fc cyicrnggea heaae tae af ere 114 
American Wire Fabrics Corp... 1 Chicago Spring Hinge Co...... 105 pene As FRR. <2 +00 0000090 ~ | Twes Mfg. Co., W. A. .coceess 32 
Anchor Post Fence Co......... 96 | Clayton & Lambert Mfg. Co..... sims 
Anti-Borax Compound Co....... 111] Clemson Bros., Inc............. — F J 
Apex Stamping Co. ........... — | Cleveland Stone Co., The...... __| F. & N. Lawn Mower Co., The — Jachne- Evens ile 6 css <0 50s — 
a | a’ St — | Cleveland Wire Spring Co....... 106 | Fate-Root-Heath Co. ......... gg | Jennings Mfg. Co., Russell..... 186 
Armstrong Bros. Tool Co....... Si Clover Mfg: Co... ccssciecc ices {| Faultiess Caster Co. ........+. 107 | Johnson Arms & Cycle Works, 
Armstrong Mfg. Co............ 89 | Coates Clipper & Mfg. Co...... 72. | Federal Abrasives Works, Inc.. — Iver .e++ees adi a hats eka 4 
ec eee, — {Coes Wrench Co...........00- g1 | Ferdinand & Co., L. W. ....... 114 K 
Atlas Tack Corp............... 102 | Coldwell Lawn Mower Co....... 36 | Folsom Arms Co., H. & D..-- —| Kt) Mtg Co. ...cceeceeeeees 100 
Columbian Rope Co...........- __| Foster Bolt & Nut Co......... Oe i 95 
B Comstock-Bolton Co. .......... a G Keil & Sons, Inc., Francis. ...100 
Congoleum-Nairn, Inc. ........ — Kelly Axe & Tool Co......... 9 
Babcock Co., The W. W........ — Connecticut Valley Mfg. Co.... —| Gendron Wheel Co............ — 1 sills @ Beer Ge o0c4s 05k: 107 
Backus, Jr., & Sons, A......... — I} Connors Hoe & Tool Co........ 3 | General Chromium Corp. ...... 1 Reynene Mie. On cissccssess =. 
Banks Steel Post Co........... —| Consolidated Electric Lamp Co.. —| General Fireproofing Co. ...... 86 Keystone Steel & Wire Co...... = 
ge. ee —| Continental Paper & Bag Mills Gilbert & Bennett Mfg. Co..... 107 eet Ries Wie EE. 32 
EE "SIGs oGckcaciswanee nes RE) 35. occ eogpeke's Gs dun — | Globe Stove & Range Co...... “aa ee ae 
a, Se ma § Cook Company, Ti: Co. ccecve 68 | Gold Metal Products Co....... at ee i 
Se ee ree ee OP's Ca, ae oes cskebe veces — | Goodell-Pratt Co. ............ “= 
Oe eG & a wen — | Corbin Cabinet Lock Co........ — | Good Housekeeping . ......... 35 L 
penne: Dag Es: Bhs csi ciecccc =» | Corbia Serew Corp... .ccsccces 33 | Goodrich Rubber Co., B. F — | Lakeside Forge Co. ....ccccvee = 
ee SbF sok kc cdecetcas 102 | Corcoran Mfg. Co............. — | Graff-Underwood Co. ......... —| Lamson & Goodnow Mfg. Co.. — 
Berry Brothers, Inc............ ams | CabGleg Re TEAC. 6 0.0600 ccsases —| Grand Rapids Hardware Co....105 | Lamson & Sessions Co. ....... 16 
Bethlehem Steel Co............. 109 | Crafteman Tool Co..........00 — | Granite State Mowing Machine Landreth Seed Co., D.......- 105 
Better Homes & Gardens....... an § Crmpesnt Toel Cal. oésis.scasss _ CE esta taictansecceuevaace — | Lane Unique Tool Co., Will B.. 92 
Bissell Carpet Sweeper Co...... — i Crosman Arms Co.........000. wn~ aaneee: Gen A. Ths ccsasaecans — | Lendzion Leather Goods Co.... — 
ee eS ee == § Cyclone Fence Co.....cccccvces == | Green-Case, Inc. ...cscccccece 93 | Lionel Corp. ...cccccccece ooo — 














THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 

















113 








THE ADVERTISERS INDEX is 


hliched 





& and not as 
No allowances will be made f 


®& part of the advertising contract. 


or errors or failure to insert. 


Every care will be taken to index correctly. 





Ree SE GG. iw icediccces =e 
Lowell Specialty Co. ......... 98 
Tae & Ge, FOS 6 oickcssece oe 
Ludlow-Saylor Wire Co. ...... —_— 
pate TON Ce. ccc ccesasc as 106 
Lupton’s Sons Co., David..... 25 
M 
MacCoy Sales Co., Inc........ — 
McDougall-Butler Co., Inc. .... — 
McKinney Mfg. Co. ........- 38 
Magazine Repeating Razor Co.. — 
Malleable Iron Fittings Co. ...100 


Mansfield Tire & Rubber Co... 4 
Markwell Mfg. Co. 
Marlin Firearms Co. 


Martin-Senour Co. 
Martin Varnish Co, 
Master Lock Co. 
Master Metal Products, Inc..... 
ee ere rere re 
Maydole Hammer Co., David... 
Mayes Bros. Tool Mfg. Co.... 
Meisselbach Mfg. Co.. Inc., A. F. 
Mengel Co., The 
Metalcraft Corp. . 


111 
32 


Metal Sponge Sales Corp. ..... 
Metal Ware Corp. 
‘Milbradt Mfg. Co. 
Millers Falls Co. 
Milwaukee Tool & Forge Co... 
Modern Grinder Mfg. Co. .... 
Monarch Metal 
Moore Drop Forging Co..... 
penore FAM. PUY CO) 0k. s000ss 
Morrill, Inc., Chas. 
Morse Twist Drill & Machine Co. 87 
Mosler Metal Products Corp... — 
Mueller Brass Co. . 
Murphy’s Sons Co., Robert.... 72 
Murphy Varnish Co, . 
Myers & Brothers Co., F. E. 81, 109 


Products Co... 


N 
ational Benes Go .issscccs _ 
National Carbon Co. ......... a 
ee > eee aa 
Peeseemeel. BE Gs ccccccdceccs oe 


National Sign Stencil Co. 
National Stamping & Elec. Works 


New Britain Machine Co. -- 
New Delphos Mfg. Co. ....... _- 
New Haven Clock Co......... _ 
New Jersey Wire Cloth Co.... — 
New Method Stove Co......... — 
New York Wire Cloth Co..... ~= 
Niagara Metal Stamping Corp...101 
Nicholson File Co..........00. -- 





Nerevees & Sons, C. S....25..- — | Russell, Burdsall & Ward Bolt & 
North Bros. Mfg. Co.......... = ON TNRG awe ek nea rae eeeer acne —_ 
Northern Rubber Co........... CORN Coc Us Baska cs icccns cases -- 
Norton Door Closer Co......... -- 
S 
oO 
‘ Tet, EMBs. c cicsacccccs 102 
roa Iron & Steel Co......... 107 Sunien Cordage Werla.......<. 61 
oemens prenerand Ltd. ....+0. ~~ | Samson Cutlery Co...........- 72 
Ontario. Hilfe Co. ..iecesccccies 70 idle Tesi Tet Ce........ a 
Osborne & Co., C. S.......... 109 a ce | oe — 
Osborn Mfg. Co......+..+.+.4 67 ee Se ree 20 
Oster Mfg. Co., John.......... ~~ | Savage Arms Corp............ 104 
Save the Surface Campaign.... — 
P DONO Bit) Rie nc cscs ccscnaae -— 
Pace Mim Taek Ce, .ocicecces 104 | Schollhorn Co., William........ — 
WE CRE ib sands Seaaee eases ve — | Schrade Cutlery Co............ 70 
Patent Novelty Co........ese0- — | Schrader’s Sons Co., A........ ~- 
Peabody & Co., Henry W....... — | Segal Lock & Hardware Co..... 33 
Peaslee Gaulbert Co........... ot GN CAR NOG 5. sc ce cceecesec — 
Peck, Stow & Wilcox Co........ 11} Shapleigh Hardware Co........ 116 
Peerless Level & Tool Co....... —| Shelby Spring Hinge Co....... — 
Penberthy Injector Co......... — | Sherman Mfg. Co., H. B...... 108 
Penn. Lawn Mower Works..... 17 | Sherwin-Williams Co. ......... — 
Perfection Stove Co., Inc....... VE “ME COS vnc cicsesecsicecs 103 
Peters Cartridge Co........... — | Simonds Saw & Steel Co....... 14 
Wee SS CA oe scec reese = Semguex Magid Co... ccicocsccos a“ 
Philadelphia Lawn Mower Co... —]| Smith & Co., D. B............ — 
ee SS ad bs ered ooaes 68 | Smith, Inc., Landon P......... 114 
Pioneer Caster & Mfg. Co...... —] Smith & Son, Inc., Seymour. ..106 
Pioneer Rubber Mills.......... cee! | a 2: eer 109 
Pittsburgh Plate Glass Co...... — | Space Saver Dish Co........... -— 
Pittsburgh Steel Co............ im SOND Wie CO... oc cscsevcvese 103 
Plumb, Inc., Fayette R........ sw E CUIEIND, ERGs Sie din oes. 06 seco _- 
Popular Science Monthly....... —| Special Chemicals Co.......... 92 
Pens GV EE as 8s sbaee ewe 941 Standard Electric Stove Co.... — 
Pratt & Lambert, Inc.......... — | Standard Oil Co. of N. J......« — 
PPOMEIOO VIGE Coie ois si cc cice cen SOT POOR CG. i cvs cacetes 79 
Pressed Metal Prods. Co....... ma ey WORKS. 6 oickacsccsc ccc 19 
Progressive Mfg. Co........... 103 | Star Brush Mfg. Co........... -- 
Pe Ste Gs iicda sins osvaws oe A A eee 97 
Pyrex Sales Division........... ons speeeene & Co., EB. Cy caccccssecs = 
Sterling Wheelbarrow Co...... 21 
Stevens Walden-Worcester, Inc. — 
R Stratton & Terstegge Co....... — 
| a 8 ee ee re 111 
Reed & Prince Mfg. Co........ — | Superior Laboratories, Inc...... 99 
Reese Padlock Co...........0¢ == | Supertce Ladder Cos... 62.200 93 
Remington Arms Co., Inc...... —- 
Reynolds Wire Co............. — 
i ae aa oe re — T 
Richards-Wilcox Mfg. Co....... GS TOM WERE C6 sia cerinyccdexs —_ 
Rixsen Co., Oster Giicicccess Ra 106 
Robertson, Arthur R........... 111] Timkin Roller Bearing Co...... -- 
Rock Island Stove Co.......... — | Toledo Metal Wheel Co........ =: 
Rose Manufacturing Co., Frank. —| Toledo Wheelbarrow Co........ — 
Rose & Brothers, Wm.......... == | Trimet Mig. Co.cc cccccscccce 8 
Mauer 106i; Tse adie cscs 27 | Trow &@ Holden Co............ 114 
Ruby Chemical Co......... ...109 | Tubular Rivet & Stud Co...... 34 
Py Rn ciargste ec ctricions oh —j| Turner & Seymour Mfg. Co.... — 





| 


| Turner, Day & Woolworth Han- 
dle Co. 


Union Hardware Co........... 


Union Steel Products Co........ 


United Royalties Corp 
U. S. Chain & Forging Co..... 
U. S. Glove Co 
Universal Industrial 
Utah Radio Products Co....... 


COPD iss cc 


Valentine & Co 
Vaughan & Bushnell Mfg. Co.. 
Vaughan Novelty Mfg. Co...... 
Verified List 
Vetter, William L............- 
Vichek Tool Co., The 
Vollrath Co. 
Voos Company, The...........- 


Ww 
Wagner Electric Corp 
Wall Mfg. Supply Co., P.....- 
Walworth Co. 
Warren Mfg. Co., 
Warren Tool & Forge Co...... 
Washburn Co., 
Wausau Abrasives Co.......... 
West Bend Aluminum Co....... 
Western Cartridge Co 
Western Importing Co 
Wheeler Radiator & Mfg. Co... 


Wheeling 
White Co., H. 
White Co., L. 
White Mfg. Co., Julian M...... 
Whiting-Adams Co. 
Whitney (Co., Vincent 
Wickwire Brothers 
Wickwire Spencer Steel Co..... 
Williams & Co., J. 


Wirfs, E. J 
Witt Cornice Co........seseeee 
Wolverine Supply & Mfg. Co.. 
Wooster Brush Co........+++0+ 
World Novelty Co........ssee. 
Worthington Co., George 
Wright Steel & Wire Co., G. 


¥ 
Yale & Towne Mfg. Co 


Z 


Zouri Drawn Metals Co........ 





Winslow Skate Mfg. Co., Samuel - 


United Hardware & Tool Corp. .108 





THE DASH (—) INDICATES THAT THE ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 











114 HARDWARE AGE for AUGUST 4, 1927 








Stone Splitting 
Wedges and Shims 


Complete catalog of 
Stone Cutters’ Tools and 
Supplies on request. 


Trow & Holden Co. 


Barre, Vermont 











BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 





Nemey SOLDERING PAS 


4 

pOLDERING PASI! 
itr PASTE THER come 

\ Sarre my 0 wc capo IEF J) 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 





Sample free. 





4 Satisfied 
4 Customers 


Profitable 


Yh Russell Jennings Mfg.Co. 


Chester, Conn. ove 


uN 
; e Ld 
x I, 


ALEK GUILE To KD 


RED DEVIL MEANS GLASS INSURANCE 


| an Cts all in the whe’ cunts 
Corres LANDON P. SMITH, INC. W*"#"s 
1082 Springfield Ave., Irvington, N. J. 





GREEN’S 


Improved 


4 STOCK BOXES 


For the convenient han- 
dling of shelf hardware. 
A strong, attractive box 
at low cost. 

Made in an assortment 
of sizes to fit every hard- 
ware need. 


Write for NEW Illustrated Price List 
THE GREEN CO., 250 W. 57th St., N. Y. 














Showing Window Showing Window 
Closed. Open. 


‘ Manufacturers of 


“Quality Hardware Since 1876” 
Window and Door Specialties 


Tue H. B. Ives Co. 
New Haven, Conn., U. S. A. 











£6 —___ JEFFERY’S 
7 e-- 4 Marine 
SS Glues 


Every boat owner needs them 


Supply all of his needs and get all of his busi- 
ness. It pays. Write for free color display, 
literature and special dealer offer. 


a 


_ fj Lw Ferdinand éCo.¢"4 


IS2 Aneeland 





WHERE pumping requir ts d d 
large capacities and high pressures 
Deming “Triplex” Power Pumps can be de- 
pended upon for years of continuous service. 


Deming “Triplex” Power Pumps are built in 
capacities up to 60,000 gallons per hour and 
are adapted to practically all pumping con- 
ditions where the vertical suction distance to 
the lowest water level does not exceed 25 feet. 
Complete information and catalog sent upon 
request. 


THE DEMING CO., Est. 1880, Salem, Ohio 


HAND AND POWER PUMPS 
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OMETIME this year you will 
make your choice between the old 
and the new way of selling tire chains. 


The Hodell Tire Chain Sales & Serv- 
ice Station is the new way. It means 
sure profits on a small investment — 
quick turnover—no more lost sales—no 
more obsolete stock. It means that for 
the first time in tire chain selling his- 
tory, the motorist can get tire chain 
service just the same as he gets service 
for his batteries, snubbers, brakes or 


BOVE is shown a dealer’s $800.00 stock lubricating system. 


i ins in bags—and the stock is . . 
wee ah A edie Goma of these chains ere Removing worn cross chains and re- 


ase Ra fe pelle ede gl a placing them with new ones — attach- 
and miss more sales than this dealer does. ing new fasteners — shortening or 
lengthening chains —all can now be 
Steeee Mates Metdi Thee done in a matter of minutes — with 
little effort—and at a profit! A com- 


Chains have been sold, ready- i a ‘ ‘ ) 
made, in bags, for years past. plete tire chain service station—think 


We still sell chains that way. what it means to you! 

pues tage 2 saalaaae cake But you want to sell tire chains. And 
and better way of selling tire now Hodell makes it possible to sell 
chains which is already a chains that exactly fit thé tire — made 
proved success with hun- to fit while the customer waits—and 
dreds of tire chain dealers. every sale can.be made in 5 minutes 


Ask your jobber about it now or less! 


Ri aeeieciees With six widths of Hodell continuous 
length tire chain in six filler-cases, the 
dealer can fit any car on the road. He 

_ is never “out” of any size. And his 
complete stock, workbench and per- 
manent selling display is confined in 
less than 9 square feet of floor space. 


Sometime this year you will make 
your choice between the o/d and the 
new way of selling tire chains. What 


Tire Chain will your choice be? 


43 SHAN) PQQVVCIS SO 
Established 1886 
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“s - CO oe — ch 
TRADE MARK REGISTERED > TRADE MARK REGISTERED 
IN THE U. S. PATENT OFFICE ?, 


IN THE U. 8. PATENT OFFICE 


Single Barrel Shot Guns 


MADE IN THE \ STATES 


Automatic 
Ejector 


sy 


Adapted to 
Nitro Powders 


Proof Tested 
with normal load 


Wide extractor head ay extraction and ejes- 
tion of shell posttive. 


























“It fits the hand.” 
Half pistol grip and |= 
rear position of trigger 
ro compact grip for 

ys or men. Top snap 
does not strike hand. 








Extra gS forearm - firm hand grip aiding in aiming and 


taking up recoil. Also protects hand from heat of barrel. quickly and accurately 











Notched head and matted receiver lines up gun 








Have Many Im- Br bey New Features 


proved Ideas The lug and the barrel are one piece forged Worthy of 


from a solid bar of steel; this results in a barrel 

of tr of — age de — Mh cert | is Y e 
Co ction azedto the rel inst ° ing riveted or 

ns u set into dovetail slots as is usual in this type of our Attention 


un. Tension forearm snap prevents forearm 












































‘rom shi 3 loose by @ pressure against 
hinge joint. 


12, 16, 20 and .410 Gauge 














SHAPLEIGH HARDWARE CO. 


INTERNATIONAL DISTRIBUTORS 
ESTABLISHED 1843 


8 4 DIAMOND EDGE Poot DIAMOND EDGE 


TOOLS ge CUTLERY Years 
ST. LOUIS, U. S. A. 
DIAMOND EDGE 1S A QUALITY PLEDGE” 
































Shapleigh National Series No. 1424 








